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Used Cars Show 
Market Strength 
Despite 56 Lag 


This Year’s Activity 
Fails to Reflect 
Historical Patterns 


By Robert M. Lienert 
Associate Editor 
E of the oldest rules of thumb 
in auto retailing is that used 
cars set the sales pace for the new- 
car market. 

This year, apparently, some- 
body has chopped off the thumb. 
The rule no longer applies. 

For while the used-car market 
has been soaring to spectacular 
heights since midwinter, new-car 
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.|Car Production Slated 
+| To Decline to Lowest 


Week Since Last Fall 


Length of Shutdowns to Determine If Total for May 


sales haven't been able to get very| A Boost for Driver Education— 


far off the ground. 
* ” * 


ideas have been shot full of 
holes so far in 1956, and there is 
growing evidence that the used-car 
market is being cut loose from its 
venerable new-car ties. 

Dealers used to be able to fore- 
cast pretty accurately their new- 
ear activity by keeping close 
watch over their used-car depart- 
ments. 

Brisk activity in washing out 
tradeins was almost always fol- 
lowed in a short time by increased 
interest in new cars. When used 
cars started to pile up, dealers 
braced themselves for a slowup in 
hew cars. 

A lot of dealers this year, con- 
cerned over new-car lethargy, have 
kept their eyes on the high-flying 
used units and told their new-car 
Salesmen, “Things are bound to 
pick up.” 

Things haven't. 

* * * 

HERE has been a lot of talk 

about the revolution in new-car 
distribution. Perhaps the key to the 
situation lies in used-car market- 


ing—which has also been under-| 
going revolution, of a more quiet | 


nature. 

One of the milestones in this 
case was marked when the 
national group substituted the 
word “independent” for “used 
car” in its title and became the 
National Independent Automobile 
Dealers Assn. 

More emphasis has been placed 
on economic and selling inde- 
pendency by used-car dealers. The 
epithet of “used cars” has been 
softened. 

Many “independent” dealers have 
installed practical service depart- 

(Continued on Page 4, Col. 1) 


Top Cars 


New-car registrations for three 
months, plus 19 states for April: 
1956 Pos. Make 1955 Pos. 
1—401,588 Chev. 347,242— 2 
2-—331,977 Ford 367,086— 1 
3—159,327 Buick 189,817— 3 
4—133,891 Plym. 172,342— 4 
5—126,009 Olds. 145,953— 5 
6—102,385 Pontiac  132,400— 6 
7— 72,586 Mercury 84,961— 7 
8— 57,129 Dodge 74,796— 8 
9— 38,279 Cadillac 40,495—10 
10— 29,822 Chrysler 41,221— 9 
ll— 27,777 DeSoto 32,286—11 
12— 24,959 Stude. 27,033—12 
13— 21,963 Nash 19,858—13 
14— 10,957 Lincoln 7,517—16 
15— 9,613 Hudson 10,852—15 
16— 9,466 Packard  11,937—14 
17— 2,979 Imperial 3,701—17 
18— 610 Cont’l 
18,767 Misc. 13,020 
Total All Makes 
” 1,580,084 722,517 
Further details on Page 44. 


Driver-education programs in Pennsylvania high schools received added impetus 


‘ | with the signing into law by Gov. George M. Leader of a bill which provides addi- | 
LOT of other cherished sales | tional funds to schools offering such a training program. Taking part in signing cere- 


| monies are, from left, Senator Jo Hays, a sponsor of the bill; Gov. Leader; C. E. | 


Pugh, assistant manager, Pennsylvania Motor Federation; and E. W. Parkinson, assistant 
manager, Pennsylvania Automotive Assn. (See story Page 4.) 


cad 


Massachusetts Dealer Officers— 
New and outgoing officers of the Massachusetts State Auto Dealers Assn. are, from | held little hope of building more 

| left, Leo Malboeuf, Worcester, second vice-president; Edgar V. Cook, W. Medford, than 475,000 units in May. 

| new president; Victor J. Zabek, Palmer, treasurer; Edward L. Wolfe, Brookline, retiring 

president; and John J. Dugan, New Bedford, first vice-president. 





By William Uliman 


Washington Corzespondent 


vide ground rules for relations be- 
tween auto ‘makers and dealers 


was due for prompt introduction. 

Complementing the O’Mahoney 
day-in-court bill introduced 
earlier, the newest measure is 
designed to halt overloading and 
bootlegging and protect retailers 
against capricious contract termi- 
nations. 

It would also safeguard changes 


Ford Reduces 
°56 Car Forecast 
Under 6 Million 


By Pete Wembhoff 
Editor, Automotive News 
EARBORN. — Henry Ford II 
predicted Thursday that. 1956 
domestic new-car sales will be less 
“than 6,000,000 (versus 6,600,000 he 
forecast in January), -but foresaw 
annual auto sales surpassing 1955’s 
all-time. record “very probably 
within the next five years.” 
He addressed Ford Motor Co.’s 
(Continued on Page 53, Col. 1) 





ASHINGTON. — The long-| 
awaited Monroney bill to pro-| 


reached final form last week, and| 


already made in warranty compen- 
sation. 
* J * 
To bill contains five main pro- 
visions, all of which require 
amendment of the Federal Trade 
Commission Act. 

1. It would make it an unfair 
trade practice for an auto manu- 
facturer to use coercion, intimida- 
tion or discrimination to force 
dealers to purchase any unwanted 
merchandise. 

2. It would make it an unfair 
practice for an auto dealer to sell 
a car for resale as a new vehicle 
without first offering to sell the 
car back to his manufacturer. In 
turn, the auto maker would be 
required to buy it back, unless he 
could prove to the FTC that do- 
ing so would be too great a fi- 
nancial burden. 

3. It would prohibit factories 
from cancelling or failing to renew 
a dealer contract unless the dealer 
in question: had. failed to comply 
with specific terms of a selling 
agreement -drawn by mutual con- 
sent. ’ 

4. It would- require a factory to 
make a fair liquidation of a dealer’s 
assets in case of contract termina- 
tion. 

5. It would require manufacturers 





Can Reach 475,000 


Cars; Production Up 


Slightly Last Week to 107,334 


By Martin L. Whitmyer 
Staff Writer 

RODUCTION sources indicated 

last week that makers may use 
extended holiday shutdowns to bal- 
ance field inventories of new cars. 
Both Memorial Day and July 4 fall 
on Wednesday this year, giving the 
makers an opportunity to extend 
the weekend to five days if their 
stock situation warrants such ac- 
tion. 

As a result, car-output esti- 
mates for this week range from 
50,000 to 80,000, depending on 
how many makers take ad- 
vantage of the holiday situation. 
Even the maximum figure would 
‘assure the iowest car-production 
week since last fall. 


As of press time, Mercury was 
the only maker to announce an ex- 
tended holiday. The division an- 
nounced last Thursday that its St. 
Louis, Metuchen (N. J.) and Los 
Angeles plants will be down from 
today (May 28) through Saturday 
(June 2), and its Wayne (Mich.) 
assembly line will be closed Wed- 
nesday through Saturday. It also 
announced the layoff of 500 workers 
at the St. Louis plant and 200 at 
Los Angeles for an _ indefinite 
period, effective last Friday (May 
25). 

The Mercury shutdown also will 
affect Lincoln, which assembles at 
both the Los Angeles and Wayne 
plants. 

* * oe 


Anos last week’s output 
of 107,334 cars was a 1.4 percent 


improvement over the previous 
week’s 105,853 units, manufacturers 


Car output for the month is 
expected to be somewhere be- 


Monroney Proposes 5-Way Aid 


to compensate dealers reasonably 
for warranty service. 
* - ok 


REDERICK J. Bell, NADA exec- | 
utive vice-president, hailed the | 


bill as “fair, reasonable and long- 


needed,” and promised the associa- | 


tion’s enthusiastic support. He said 


he was confident the measure) 


would be enacted 
session. 
Senator A. S. Mike Monroney, 


(Continued on Page 52, Col. 1) 


into law this 


tween 455,000 and 475,000 units, 
depending on whether all makers 
work Thursday, the last day of 
the month. Last May saw 724,892 
cars roll from the lines. 

Last week’s output was 14.5 per- 
| cent below Automotive News’ three- 
year index, and 35.9 percent below 
| the 167,455 cars turned out during 
the same week of 1955. The previ- 

(Continued on Page 53, Col. 3) 


‘How Percentages 
Help Motors 
Holding Dealers 


Eprtor’s Nore: In recent months 
there has been considerable 
speculation and exaggeration of 
the role factory financial support 
plays in modern auto distribution. 
To give dealers an insight into 
this facet of distribution, AuTomo- 
TIVE News went to Motors Hold- 
ing, which has financed 1,200 
dealers since it was founded in 
1929, and to past and present 
Motors Holding dealers. This is 
the first of three articles. 

a * * 
By Joseph M. Callahan 
Staff Writer 
ERBERT M. GOULD, a man 
who supervises 400 successful 
General Motors dealerships, 
factory-financed by Motors Hold- 
ing, said last 
week: “Success in 
the auto business 
is a matter of 
trial and error. 
You just have to 
keep trying 
things.” 

Gould, who 
joined Motors 
Holding when it 
was foundedin 
1929 and is now ' 
general manager H. M. Gould 
of the division, made this assertion 
in an exclusive interview with 
AUTOMOTIVE NEws. 

Also participating in the inter- 
view were the next three top Motors 
Holding executives: 

William Harvey, manager of 
branch operations; R. F. (Bob) 
Isabell, assistant manager of 
branch operations in the west, 
and A, J. (Tony) Schmitt, assist- 

(Continued on Page 50, Col. 1) 








Inside Automotive News... 


competition between 


Car doctors are choosing up sides in heated 


oscilloscope and meter test- 


ing equipment. Page 21. 
Two full pages of New Products pictures and 
descriptions—26 and 38. 
Another article in salesmen’s compensation 


series. Page 3. 


Die castings make deep inroads. Page 21. 
Chrysler Corp., GM divisions name dealer- 
relations officials. Page 2. — 

New-car and truck registrations and new-car prices, Page 44. 


Detroit auction, Page 6; 


other auctions, Page 36. 


Production by makes, Page 53. 
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Senators Revise Tax 


In U.S. Road Bill 


WASHINGTON. The Senate 
Finance Committee last week wrote 
a new pay-as-you-go amendment 
into the national highway bill and 
altered the proposed weight tax on 
heavy trucks as it rushed to com- 
plete work on the $51 billion pro- 
gram. 

The weight amendment would 
impose a use tax of $2.50 per 1,000 
pounds on the amount by which 
a truck’s weight exceeds 26,000 
pounds GVW. 

As passed by the House, a tax 
of $1.50 per 1,000 pounds would be 
applied to the entire weight of 
trucks in the 26,000-pounds-and- 
over GVW category. 

It was estimated that the Senate 
plan would reduce the 16-year rev- 
enue from this tax from $866 mil- 
lion to $476 million. 

Trucking interests are violently 
opposed to both proposals. A com- 
parison shows that the Senate ver- 


sion would be less expensive for | 


trucks up to 64,000 pounds. Over 
that weight, the Senate plan would 
cost truckers about $1 per 1,000 


Sales Trend Up 
For Three Makes 
In May Periods 


DETROIT. — Auto makers are 
peering intently at their 10-day 
sales reports, hoping to spot signs 
of a strengthening spring market. 
Here is what some of them found 
last week: 





Lincoln 


Lincoln sales in the first 10 days 
of May were 48.4 percent above 
the corresponding period of 1955, 
according to Henry B. Daniels, gen- 
eral sales manager. Unit totals were 
1,284 against 865. 

“Every 10-day period since the 
first of the year shows an increase 
over the corresponding period in 
1955,” Daniels said. “Overall sales 
since the first of the year are 32 
percent higher than 1955.” 

* = 


* 


Nash 


Nash new-car retail sales for the 
ten-day period ended May 20 
jumped 37.7 percent over the pre- 

ceding 10 days, John W. Raisbeck, 
Nash sales vice-president, an- 
nounced last week. 

The Nash sales total of 3,787 
units is also a gain of 35.3 percent 
over the comparable period in 
April. Rambler, Ambassador, 
Statesman and Metropolitan lines 


all participated in the overall sales | 


‘Dealer Relations 


increase, Raisbeck said. 
> > = 


Rambler 


Rambler sales for the first 10| 


days of May were 22.3 percent 
ahead of the first 10 days of April, 


according to Roy Abernethy, Amer- | 


ican Motors marketing and distri- 
bution vice-president. 

Nash and Hudson dealers sold 
2,346 Ramblers during the period, 
Abernethy said, which also was 
a 12.1 percent gain over the pre- 
ceding 10 days. 





For Promoting Safety— 


The Alfred P. Sloan Award for public 
service in promoting traffic safety by radio 
and television is accepted for Chevrolet 


by W. G. Power, right, Chevrolet adver- 
tising manager. The presentation is made 
by Harold E. Fellows, president, National 
Assn. of Radio and Television Broad- 


casters. 


| tions or receipts as necessary. 








pounds more than the House tax. 

The pay-as-you-go revision was 
suggested by Treasury Secretary 
George M. Humphrey, who testified 
at a Finance Committee hearing. 

Humphrey urged that proposed 
and contemplated fund authori- 
zations be revised so that annual 
expenditures during the 13-year 
building program would not ex- 
ceed the amount-in the Federal 
trust fund. 

In the House bill, Humphrey 
said, receipts would exceed expendi- 
tures during the first three years 
of the program, but there would 
be annual deficits in the next 10 
years totalling $4.7 billion by 1969. 

The deficits would be made up in 
the last three years of the 16-year 
tax schedule contained in the House 
bill. 

In questioning Humphrey, Sena- 
tor Robert Kerr, Oklahoma Demo- 
crat, mentioned that the House} 
bill does not bind future Congresses 
and that there would be many 
opportunities to adjust authoriza- 


The Senate amendments did 
not change any of the new | 
highway-user taxes with the ex- | 
ception of the heavy-truck levy. | 
Other user hikes are a proposed | 





one-cent-a-gallon increase on gas-| 
oline and special motor fuels, a 
three-cent-a-pound hike on tires| 
and a new tax of three cents a) 
pound on retread rubber. The excise 
tax on new trucks would rise from 

8 to 10 percent. 

The Assn. of American Railroads | 
got into the act at the highway 
hearing, urging that the diesel fuel 
tax be at least 50 percent higher | 
than the gasoline tax and that the 
truck weight fee be $7 per 1,000 
pounds. 

Rail interests also urged a tax of 
50 cents per pound on tires of 
9.00-20 or larger and a similar levy 
on retreading of such tires. 





At NADA Working Conference— 


Dealers attending NADA's second working conference in Cincinnati welcomed the opportunity to participate in practical dis- 
cussions of their most serious problems, ranging from labor relations to merchandising techniques. The conference was one of a 
series being sponsored in key cities by the association to help dealers keep abreast of crucial developments in the automobile 


business. 
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GM’s Car Divisions Name 


DETROIT.—The appoinments of 


|}dealer relations trouble-shooters 
|‘were announced last week by the 


five divisions of General Motors. 
Each of the 
five men will 
carry the title 
of ‘‘execu- 
tive assistant to 
the general 
manager in 
charge of dealer 
relations.” 
The divisional 
appointees are: 
Buick, J. B. Nash; 





Cadillac, George 

J. B. Nash D. Sills; Chev- 
rolet, Ivan X. Sarvis; Oldsmobile, 
W. O. Lampe, and Pontiac, John 


As the hearings opened, the |C, Jamieson. 


Automobile Manufacturers Assn. 
threw its full support behind the 
House bill in a letter to Senator 
Harry F. Byrd, Virginia Demo- | 
crat and Finance Committee | 
chairman. 

James J. Nance, AMA president, | 
said the House bill reflects a 
“realistic appreciation of the 
nation’s principal highway needs | 
and the financing plan appears | 
sound and reasonable.” 


Kelley, Somerville | 


Head Chrysler’s 











DETROIT. Formation of a 


two-man team to serve as a direct} 


channel of communication between 
dealers and top management of 





N. Kelley Jr. R. C. Somerville 
Chrysler Corp. was announced to- 
day (May 28) by L. L. Colbert,| 
president. 

On the team are Nicholas Kelley | 
jr., who retains his title of vice-| 
president in charge of organiza- 
tion, and R. C. Somerville, who is 
being relieved of his responsibility 
of setting up individual line dealers 
to become assistant to the president 
for dealer relations. 

A successor to Somerville in his 


sales post — executive director of 
markets — will be named in the 
near future. 

The two-man dealer-relations 


team will work with dealers and 
top management completely apart 
from the sales departments of the 
divisions and the corporation. 

However, the division’s councils 
and dealer conferences will con- 
tinue. Colbert said they were a 
valuable link between management 
and dealers. 




























In each case, 
general managers, 


the divisional 
in announcing 





G,. D. Sills 


the appointments, said the new 
posts were “created to give dealers 
a direct line of communication to 
the top management.” 

It was emphasized in each case 
that the new appointees would 
operate independently of the re- 


I, X. Sarvis 


| spective general sales managers. 


It was stated that the new ap- 
pointees, however, would work 
closely with the sales departments 
and would maintain a continuing 
survey of dealer opinion. The men 
are expected to spend much of their 
time in the field calling on dealers 
and meeting with dealer groups. 


The appointment of the five 





Auto Production — 128,749 cars, 
trucks in week vs. 197,227 year ago. 
Business Failures — 279 in week 
226 year before. 

Department Store Sales — Up 
19 percent from year before. 

Freight Loadings — 777,606 cars 
in week, an increase of 24,961 cars 
from year before. 

Gasoline Stocks — 187,708,000 
barrels, a decline of 1,512,000 barrels 
in week. 


vs. 


New-Car Registrations — 1,- 
580,084 in 1956 to date vs. 1,722,517 
year ago. 


New-Truck Registrations—236,- 
378 in 1956 to date vs. 208,292 year 
ago. 

Oil Stocks — 273,606,000 barrels, 
a decline of 1,698,000 barrels in 
week. 


Soft Coal Output — 10,055,000 





Business Barometer 





‘Dealer Relations Chiefs 


divisional aides is considered an 
implementation to a stepped-up 





J. C. Jamieson 


WwW. 0. Lampe 
dealer-relations program inaugu- 
rated early in March by General 
Motors with the appointment of 
Ivan L. Wiles, former Buick 


general manager, as executive 
vice-president in charge of dealer 
relations, 


Nash’s most recent position was 
assistant general sales manager of 
Buick. He is a veteran of 34 years 
in the auto business, having started 
as a retail salesman for a Buick 
distributor on the West Coast. 


The Cadillac appointee, Sills, has 
been manager of the organization 
and analysis department of the 
sales section. He is a 19-year 
veteran of the Cadillac sales or- 


ganization. 


Sarvis, Chevrolet’s choice, has 
been assistant general sales 
manager of that division for the 
eastern half of the U. S. since 
1947. He joined Chevrolet in 1926 
as a district representative in 
Los Angeles. 

Oldsmobile’s appointee, Lampe, 
has been with the division since 
1933, when he started as assistant 
organization and analysis mana- 


ger. He became Midwest regional | 


manager in 1949. 

Jamieson, the Pontiac appointee, 
was a retail salesman and sales 
manager in a dealership for 10 
years prior to joining GM in 1933. 
He was named an assistant general 
sales manager of Pontiac in 1953. 





















tons estimated in week vs. 
tons’ year before. 

Steel Output —96.6 percent of 
capacity estimated vs. 95.3 percent 
week earlier. 

Used-Car Prices — $852 in May 
to date vs. $874 in April. 

Wholesale Prices — 114.3 per- 


8,737,000 










cent on 1947-49 index vs. 119.3 per- 
cent week earlier. 

* * * 

Common Stocks 

May May 1956 

23 16 High Low 
Am. Motors 7 6% 8% 6% 
Chrysler 62 624%, 87 62 
Ford 54Y%, 545% 63% 54% 
GM 41%, 41% 49%, 41 
S-P 8% 8% 10% 8 
Average 34.43 35.05 
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Heavy-Truck Load Increased .. . 





Bell Reports— 


The Cincinnati 
Frederick J. Bell, 


gathering also heard 
NADA executive vice- 
president, outline details of the as- 
sociation’s fight for better dealer-factory 
relations. While there have been decided 
improvements in the industry, Bell told the 
group that the new-car dealer's position 
as an independent businessman still 
needs protection by law. 


S-P Negotiations | 
Expected to Reach 
Climax This Week 


DETROIT.—Negotiations to find 
a new parent for the Studebaker- 
Packard Corp. appeared last week 
to have reached the stage where the 
lawyers were working out the de- 
tails. The climax is expected to 
come sometime this week. 

Meantime, key Packard people 
are sitting tight in an optimistic 





|mood. It now appears that both 


Packard and Studebaker lines of 
cars will be continued, and prob- 
ably in separate cities. 

Final decisions on these matters, 
of course, will be up to the expected 
new management. 


Engine Rebuilders 
Meet in Chicago 


CHICAGO. — The 34th annual 
convention of the Automotive 
Engine Rebuilders opens here next 
Sunday, June 3, in the Sherman 
Hotel. More than 100 manufac- 
turers of products used in the re- 
building of the modern automotive 
engine will be represented with 
booths. The show and convention 
lasts through June 6. 

Hundreds of jobbers who do a 
regular engine rebuilding business 
as well as many firms who special- 
ize in engine rebuilding and operate 
an exchange program will be on 
hand. 
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AST year 10 million businessmen 
4 spent over one billion dollars to 
attend 4,800 conventions. This did 
not include sales conferences held 
by many individual businesses or 
conventions held by professional 
groups or civic clubs. 

The expenditures in our trade 
to attend meetings is probably 
less, considering the dollar 
volume, than other groups. This, 
in spite of the fact that we need 
to get together more than ever to 
help overcome the problems that 
have grown up in the last three 
years to affect this trade ad- 
versely. 

We have been affected by “volum- 
itis,” a contagious disease that 
started with the blitz in the fall of 
1953. That disease is indicated by 
the symptoms of selling cars below 
cost. 

We stand in need to have our 
eyes opened to a few psychological | 
facts regarding our market. We all 
agree that improvement in our 
approach and attitude toward 
buyers is necessary to place our 
feet on the path of progress. 

The recent NADA working con- | 
ference in New York, the first of | 
a series that are to be conducted 
throughout the country, made a 
real contribution in opening up new 
horizons and heightening the 
morale of all who attended. 


Such meetings are more than} 
justified in the results they bring. | 
They stand as a constant invitation | 
to become more skillful in our en- 
deavors and more understanding as 


Monthly Cost | 
Of Car in Stock 
Put at $39.83 


INDIANAPOLIS.—It costs a bit! 
more than a dollar a day to keep a/| 
new car in stock, according to Her- | 
man Schaefer, manager of the Au-| 
tomobile Dealers Assn. of Indiana, | 
Inc. 

Schaefer, in the association bulle-| 
tin, quoted one of his dealer-mem- | 
bers who broke down inventory 
costs and found that the monthly 
tab for one car in stock is $39.83. 

He analyzed the figure this way: | 
Floor-plan interest, $8.33; insur-| 
ance, $1.50; personal property tax, | 
$8; maintenance, $7, and storage 
cost, $15. 

Schaefer pointed out that the} 
dealer with 50 new cars on hand is| 
paying nearly $2,000 monthly to| 
keep them. 

Based upon the May 1 national | 
new-car inventory of 902,270 units, | 
















| 


| 


Schaefer noted that the dealers of | - 


America are spending $35,937,414.10 
to carry their inventory. 
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| Dealers who attended say the meet- 


| and all expenses of the new-car de- 
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to what is transpiring and how our 
problems can be overcome. 
* & *& 


Spark Inspired 
yrnox all reports, dealers attend- | 

ing this first meeting felt they 
were very much enlightened. 


ing inspired the latent spark that 
is within all of us. One of the many 
contributions was a discussion by 
Edwin L. Sholz (Buick), White 
Plains, N. Y., on the subject of 
“Point of No Return or Operation 
‘Black Figure.’” 


He proposed and gave his 
answer to the question, “What is 
the least gross profit to be sal- 
vaged from the sale of a new car 
to make the deal worthwhile?” 


At the beginning of his remarks 
he pointed out that when a dealer 
sells a car below true cost he is: 

Breaking his own market with 
his own customers. 

Breaking down his own selling 
organization. 

Encouraging his competitors to 
drop their bars down. 

It is obvious, he said, that unless 
a dealer sells his cars for more 
than it cost to sell them, he will 
scon cease to be a dealer. 

Therefore, the determination of 
the probable cost is most important. 
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Dealers tell me 


By John 0. Munn 


|His 1956 goal is 400 new cars — 


With Bonus Plus Profit Plan... 





This is another in a series |chance of reaching the 400 mark. 
on incentives and compensation | His sales to date have been ahead 
plans for salesmen. | of that pace. 

By Ed Brown Two factors 

Staff Correspondent that are keeping 
UCKAHOE, N. Y. — Last year Jernigan in the 
Pontiac dealer Paul Jernigan | black while some 
sold 326 new cars and 400 used. competitors have 
invested in red 

ink, are a solid incentive and com- 
pensation plan for his sales force 
and a determination not to take 
any deal for less than $300 “no 


a 22.7 percent increase in a year 
of declining sales throughout the 
industry. 

And Jernigan has an excellent 











~~" So a 


Pennsylvania Dealers Protest— 

These 168 State Police cars are involved in the Pennsylvania Automotive Assn.'s 
protest against factory sales to the State at below dealer cost. When replaced, these 
cars will be sold to the public at less than market value, dealers say, and will depress 





The indirect or overhead cost must 
be also allotted to each unit sold 
to recover the total cost. All costs 


partment apply to each and every 





new car sold. 

That’s why he emphasized the 
necessity to determine all costs, in- 
cluding not only overhead cost, but 
such variable expenses as sales 
commissions, delivery expense, 
policy expense and cooperative ad- 
vertising. 

Here is where we make the big 
mistake. Salvaging the variable or 
direct expense per car won't do. It 


| is only one-half the cost. Obtaining 


the variable expense is not the 
answer, 

Each and every deal costs its 
own fair share of the total expense 
burden. He urges dealers to forget, 
for the moment, all about the ac- 
counting system that has been used 
for years and think about the basic 
principles that we know are true 
in this or any other business. 

es *~ cad 


Two Businesses 


N the first place an automobile | 

dealer is running two essentially 
different businesses—a retail store 
that sells cars, and a shop that 
sells work processes, like any other 
factory, combining materials with 
labor. 

Even though the retail store and 
shop work closely together—indeed 
may even be physically connected 
—~Wwe must keep our thinking 
straight. 

We must segregate their opera- 
tions in our management calcu- 
lations. First, we must consider 
our so-called store. We are pri- 
marily in the new car business, 
yet we have to be in the used-car 
department. 

Then he suggests that we run our 
finger down ~the new-car depart- 
ment column and stop under the 
“Total Expense for 1955.” We sim- 
ply divide this expense by the 
number of new cars sold in 1955. 
There we have the answer to our 
$64 question, namely, the true ex- 
pense of selling each new car in 
1955. 

Simply stated, the true expense of 
selling each new car equals the 
total new-car department expense 
divided by the number of new cars 
sold. 

The store should stand on its own 
feet. If it can’t, what good is it to 
us? Our store must stop trading 
away our shop profits. 

If we just stay with this conclu- 
sion; if we but practice this method 
awhile we will never go back to 
subsidizing the new-car department 
with shop profits. 

It is obvious, to make a profit 

(Continued on Page 53, Col. 4) 





the used-car market. (United Press Photo.) 
* * 


- as 


Pa. Dealers Again Assail 
‘Giveaway’ Sales to State 


HARRISBURG, Pa.—“Some prog- 
ress, but not enough” has been re- 
ported by the Pennsylvania Auto- 
motive Assn. in its campaign to 
force auto manufacturers to stop 
selling cars to the State of Pennsyl- 
vania at less than dealer cost. 

The PAA said prices bid May 11 
on a 727-car State order “were 

still less than dealer cost, but 
higher than bids let earlier this 
year.” 

The dealer association has termed 
the factory sales to the State an 
“auto giveaway,” and has charged 
that the manufacturers are de- 
livering cars to governmental agen- 
cies at an average of $550 per car 
under dealer cost. 

In a letter to factory presidents, 
Cc. S. Klugh, PAA general manager, 
contended that the State purchased 
1,225 Fords and Chevrolets between 
October and January at an average 
cost of $1,100. Dealer cost, he said, 
would have been $1,650. 

In addition to an adverse effect 
on the new-car market, Klugh de-, 
clared, this practice also will 
depress the used-car market since 
“at the end of a year, the State 
will retail its used cars to the pub- 
lic at about the price originally) 
paid for them.” 

This price, he said, will be much 
lower than the minimum price at 

which dealers could offer their | 
year-old used cars. 
In addition; he continued, the) 
5,000 persons who purchase the cars| 
are potential late-model used-car} 
customers who will be lost to retail 
new and used-car dealers. 
In his letter, Klugh emphasized 
that PAA’s quarrel is strictly with 
the factories, not with the State. 
He said the State’s desire to pur- 
chase cars at the best possible price 








Dealer Engel’s Estate 
Listed as $295,000 


BUFFALO.—The estate of Louis 
Engel jr., Buffalo auto dealer who 
died March 4, 1955, amounted to 
$295,039.95, according to a _ tax 
appraisal report filed in Surrogate’s 
Court. 

The report listed life insurance 
of $167,496.15; stocks and bonds, 
$105,249.08; cash, $20,079.72, and 
miscellaneous property, $2,215. 





is “an indication of wise expendi- 
ture of tax money.” 


He called his letter a petition to 


the manufacturers to protect their) 
retail dealers by one of three! 


methods: 
“1. Sell your vehicles to the 


State direct, with no trade, at | 


no less than dealer cost. 


“2. Sell to the State through a 
dealer with no trade, at no less 


than dealer cost but with reasonable | 


‘make-ready’ allowance. 


“3. Sell to the State on a tradein 
basis with the dealer given the op- 


portunity to retail the used car.”| 





Truman Named to Head 


Indiana Dealer Group 

PLYMOUTH, Ind.—Paul Truman, 
Truman Motor Sales, Inc. (Hudson), 
has been elected president of the 
Marshall County Auto Dealers Assn. 
Other new officers are Lester Bier- 
ley Walkerton, vice president, and 
Harold Holaway (Lincoln-Mercury), 
Plymouth, secretary-treasurer. 

New members of the association 
are John Oliver and Mike Weeks, 
both of Plymouth, and Dick 
McClure and Maurice Nelson, both 
of Culver. 






Dealer Sights Record in ‘Off’ Year 


matter what the other fellow does.” 
& * * 

ERNIGAN has a four-man sales 

force — himself, a sales mana- 
ger and two salesmen. 

The sales manager is paid $100 

a week plus $10 for every. car 

sold by the dealership. He’s also 

been promised a $1,000 bonus if 
the firm hits 400 cars this year. 

As a further incentive, the sales 
manager purchases his own car 
at cost and can sell it for whatever 
he can get at the end of the model 
run. If a loss is incurred, Jernigan 
makes up the difference. 

The two salesmen receive salaries 
of $50 a week, $50 for each new 
car they sell and $25 for each used 
car. They get another $5 on a 
total finance deal. 

* * * 


a also a $100 bonus for 
selling 10 cars a month and 
another $25 bonus for the salesman 
turning in the largest gross profit 
in a month. 

In the latter case, the $25 is paid 
on the washout of the deal. Sales- 
men are given 12 days after the 
end of the month to move used 
cars they have taken in. 


Jernigan instituted his “no deal 
under $300” policy two months 
ago. “The immediate result,” he 
said, “was that my salesmen 
made more money; my business 
continued to show a profit, and 
our volume is quite satisfactory.” 
| And he’s found that only about 
10 percent of the prospects who 
arrive at the dealership claiming 
“Dealer Z in the next town offered 
|a better deal,” actually leave the 
| showroom. 
| The remainder, he said, have 
tarried long enough to complete a 
|purchase at a good price. 


cd * * 


IO’N A recent Saturday, as other 
dealers complained it was im- 
possible to complete even one sale, 
| Jernigan and his staff moved seven 
new cars. The following Monday, 
their daytime efforts were fruitless, © 
but between 6 p.m. and midnight” 
they sold six new cars. 

None of the above was the result 
of floor traffic. In Jernigan’s 
opinion, only the lazy salesman sits 
around the salesroom and waits for 
floor traffic. 

“A salesroom is one of those 
necessary evils,” he said. “The 
number of sales we actually gen- 
erate through salesroom contact 
is nil. If we had to depend upon 
this, we would be out of business 
tomorrow.” 

The showroom is officially open 
| until 9 p.m. However, if business 
|demands, the firm remains open 
until the last customer has been 
served. 





| 
| 


* * * 


| FERNIGAN feels that the sales- 
man’s approach to his customer 
lis the most important element in 
| selling. It is absolutely necessary 
|to make the customer feel at home, 
| at ease and unhurried. 
| In order to do this he insists 
| that his salesmen never open 
| their sales talk by mentioning 
| price. In fact, it has been his 
experience that more is accom- 
plished by avoiding the subject 
(Continued on Page 8, Col. 3) 


On the House .. . 


NADA 


previously held 


car keys in the 





Wemhoff 
highest renewal of membership 
are still 260 dealers in’ state who 


is going to stage 
executives dinner June 14 in Washington this year; 


directors’ meeting. . . 
vestigating juvenile delinquency, recommended: “It 
occurs to us that if the dealers could remove the 


its annual factory- 


in Detroit during semi-annual 
. Baltimore grand jury, in- 


evening at the close of business, 


this would greatly reduce the number of car thefts 
made by teenagers.” .. . 


Two North Carolina dealers have been honored 
recently. Leo Harvey of Kingston heads the North 
Carolina Citizens Assn., while Harold Pitser of 
Raleigh has been elected commander of American 
Legion Post No. 1. . . . lowa association reports 


in history, but points out there 
aren’t members... . 


Rockford (Ill.) new-car dealers have agreed to stay closed on Sun- 


days. . 


. . San Francisco association has added two members... . 


Illinois secretary of state hereafter will issue a certificate of title 
only on a surrendered manufacturers statement of origin. ' 


—Pete Wemuorr, Editor, 
Automotive News 
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Divorced from °56 Market Pattern So Far... 





Used-Car Sales on Separate Path ¥ 


(Continued from Page 1) 


ments that put the emphasis on 
satisfying the customer rather than 
absorbing the overhead. 

An accent has been placed on 
sharp cars which can be priced at- 
tractively. Guarantees have been 
tightened up and extended. The 
fly-by-night sharpies are gradually 
being weeded out. 

* * * 
| oe anticipated result has de- 
veloped: Buyers show an in- 
creasing fondness for dealing with 
the independent. 

A second result has been rather 
surprising to many industry ob- 
servers: Franchised dealers are 
also showing a growing attraction 
for “independent” status. 

Each week finds dealers relin- 
quishing their new-car franchises 
to concentrate on selling service 
and used cars. 

It is here that the real challenge 


Use of ‘Genuine’ 
In Chevrolet Ads 
Weighed by FTC 


WASHINGTON. A two-day | 
hearing was held last week on Fed-| 
eral Trade Commission charges} 
that General Motors has misused 
the word “genuine” in advertising 
Chevrolet replacement parts. 

GM denied the FTC complaint | 
last January, protesting that “genu- 


to new-car sales lies. Here also 
lies a clue as to why new-car sales 
apparently no longer follow the 
trail marked out by used-car ac- 
tivity. 
+ * * 

ll. has been a shifting in the 

distribution of sales know-how, 
too. As one industry analyst put it: 
“It used to be that the veteran 
dealers were concentrated in the 
new-car field. Dealers, breaking in, 
started with used cars—but their 
goal was the new-car field. 

“Look at what's happening 
today. The factory listing of new 
franchises include filling stations, 
tire shops and bright young guys 
with good records as accountants. 
Dealers who have their fill of 
quotas and factory travelers are 
switching to used cars. 


“The hearings in Washington 
aren’t the only reason why there 
have been a good number of fac- 
tory concessions to grumbling 
dealers.” 

Happiest over the metamorphosis 
in the used-car field have been the 
operators of wholesale auctions. 
Never before has business been so 
good as in the past six months. 








to grow. Prices refuse to buckle. 
+ * = 


PERATOR after operator re- 


desirable cars he can get. Bidders 
are so intent on getting the mer- 
ine” was used only to describe parts | chandise they want that some =o 
made and designed by GM, or|tions have found themselves with 


approved by the factory engineer-|an acute problem in “sales on the 
ing staff. | side.” Much of the best stuff is 


Last December the FTC com-|sold privately on the auction lot | 


plained that GM bought a number/|before it gets a chance to move 

of replacement parts from manu-|into the ring. 

facturers who sell identical parts| Last week Automotive News’ 

to independent outlets. | index of wholesale prices rose $1 
GM emphatically denied commit-| to $852. That is only $10 lower 

ting any action in violation of the! than it was in mid-January. 


FTC act. Price adjustments by models last 
|week were: ’56s, up $7 to $2,179; 
55s, up $1 to $1,573; '54s, down $4 
to $1,077; 53s, up $2 to $740; ’52s, 


Brown Bros. Dealership 


Is Adjudged Bankrupt | 


UTICA, N. Y.—Brown Brothers | 
Chevrolet & Oldsmobile Co., Herki- 
mer, N. Y., has been adjudged 
bankrupt, according to David J. 
Goldstein, referee in bankruptcy, 





Sticks to His Horse 


(Pontiac), a breeder, owner and 
racer of thoroughbred horses, has 
been elected president of the Ken- 
tucky Thoroughbred Horse Breed- 
ers Assn. 


US. District Court. 


HARRISBURG, Pa. — (UTSP)— 
New-car dealers in Pennsylvania 
scored a major victory with the 
signing into law last week of a bill 
which provides greater financial 
assistance to schools offering a 
course in driver education. 

Actively supported by the Penn- 
sylvania Automotive Assn., the bill 
was signed by Gov. George M. 
Leader at a ceremony attended by 
Senator Jo Hays, one of the spon- 


ant manager, and C. E. Pugh, 


Edward J. Kessler and Paul L. 
Wagner. 

The new law makes available to 
schools all funds collected under 


fee approved at the 1953 session. 
Under the 1953 law, schools were 
reimbursed $10 per pupil enrolled 
in the driver training program; the 
new law will add an estimated 





driver-education program. 

In signing the bill Gov. Leader 
was lauded by Parkinson for his 
interest in highway safety and con- 
cern about providing a sound pro- 
gram of training for youngsters 
learning to drive. 

Parkinson explained that a co- 
operative program between PAA 
and motor clubs had resulted in 
adoption of a driver-training course 
by 65 percent of the state’s schools. 

“We are hopeful that through 


Armacost Elected— 


Don R. Armacost (Studebaker) is the 
new president of the Motor Car Dealers 
Assn. of Greater Kansas City. The son of 
R. S. Armacost sr., past president of 
NADA, he succeeds Ervin W. Feld. Other 
officers include Jerome A. Smith (Buick), 
vice-president; Glover L. Williams (Ford), 
treasurer, and W. W. Egelhoff, secretary- 
manager. Directors are Galen Y. Boyer 
(Cadillac-Pontiac), Richard Durham (Ford), 
Russell Levenberger (Pontiac), Frank Mesce 
(Oldsmobile), H. E. Miller (DeSoto- 
Plymouth) and Presley Pitts (Dodge- 
Plymouth). 


added impetus and that additional 
schools will be encouraged to in- 


ports moving each week all the | 





| manufacturing group within Chrys- 
|ler Corp. was announced last week 
| by L. L. Colbert, president. 





up $3 to $488; ’5is, unchanged at 
$335; ’50s, up $1 to $247, and ’49s, 
down $2 to $177. 


Chrysler Links 
Parts, Stamping 


In Group Setup 


DETROIT.—Establishment of a 
new 19-plant stamping and general 


The group consists of the stamp- 
ing division and the parts and 








Osann jr. 


‘cquipment manufacturing division Ip C'o]g, Anti-Coercion Law 


Consignments and buyers continue | 


J, E, Brennan F, 


| automotive body division which was 





sors; E. W. Parkinson, PAA assist- | 


assistant manager, Pennsylvania | 
Motor Federation. Other sponsors | 
of the measure were Senators) 


an increase in the learner’s permit | 


$500,000 to funds earmarked for the | 





Pa. Hikes Driver-Training Aid... 


PAA Campaign Pays Off 





the additional funds now available | 


| 


formed in December, 1953, around 

a nucleus of plants purchased from 

Briggs Mfg. Co. at that time. 
John E. Brennan has been named 


bi <a 


Guide Los Angeles Dealers— 


New officers and directors of the Los Angeles Motor Car Dealers Assn. are, seated, 
from left, Lathrop G. Hoffman, secretary; Dan R. Ashcroft, vice-president; Clarence J. 


Phil Hall and Irvin Kaiser. 


GM Sees Loss of ‘Millions’ 


By Ira R. Alexander 
Staff Correspondent 


DENVER. William F. Huf- 
stader, distribution vice-president 


group executive of the new opera-| of General Motors Corp., has testi- 
tion. He has been ABD general’ fied in Federal Court here that GM 
manager since 1953 and was elected| would lose millions if a state law 


a corporation vice-president earlier 
this month. 

For the present, Brennan also 
will serve as general manager of 
the stamping division. He has 
named Fred Osann jr. to head the 


governing car manufacturer-dealer 
relations goes into effect. 

The special three-judge court 
ordered attorneys to file briefs 
within 25 days and replies within 
15 days after that. 


| executive and 
| planning for ABD. 


| has two plants in the Detroit area . aaa 
land one _ Indiana. Total floor| turers from canceling dealers’ fran-|the bill would lessen competition, 


| space of the 19 plants is 9,954,046 
LOUISVILLE. — Jim Paddock, | 


parts and equipment manufacturing 
division. Osann formerly was staff 
director of forward 


Hearing the case 


The stamping division is made up Knous and Jean S. Breitenstein. 


of 16 plants, 14 in the Detroit area 
and two in Ohio. The parts and 


equipment manufacturing division the 1955 Legislature. 


The bill prevents car manufac- 





square feet. 

The new facility is Chrysler’s 
third group operation. The special 
products group was formed a year 
ago and the engine and transmis- 
sion group, last February. 


Weeks Advisors See 


FRB Easing Credit 


HOT SPRINGS, Va. The 
Federal Reserve Board will ease 
credit restrictions shortly, ac- 
cording to a consensus of 100 in- 
| dustrial and financial leaders at- 
| tending the semi-annual meeting 


of Commerce Secretary Sinclair 
Weeks’ Business Advisory Coun- 
cil. 

Council members noted that 
short-term funds now are very 
tight and that industry might be 
forced to cut back expansion 
plans if the situation spreads to 


augurate a course in driver educa- 
tion,” Parkinson said. 

Reporting that the state’s new- 
car dealers are now loaning about 
450 cars for use in driver training,| the long-term market. They saw 
Parkinson said “this represents a| @ business decline in the third 
contribution of nearly $1 million| quarter but looked for an upturn 
to the program on part of auto- in the closing months of the year. 


mobile dealers of Pennsylvania.” 
* * t 








"Useful Cars’ in Bristol, Conn.— 


i ble | Something new in used-car advertising is this large neon sign featuring “Useful 
the driver program will receive | Cars” at the used-car lot of Wasley Buick Co. in Bristol, Conn. Erected over the 


entrance to the lot, the sign and its message have been praised by many dealers in 
the area. The firm is owned by Francis Wasley. 


were Circuit | 
Judge John C. Pickett, Cheyenne, | 
Wyo., and U. S. District Judges Lee | 


GM filed suit Oct. 28 to prevent : 
enforcement of the law, passed by |rado would be decreased in terms 


| 
| 


| 


| 
j 
| 








| Dixon, president; and Mel Alsbury sr., treasurer. Standing: Directors Ray D. Wilson, 


chises without a court order. It also 
makes it a crime to require any 
dealer to order parts, accessories or 
































accept delivery of cars under pres- | 


sure from the manufacturer. 


Hufstader, the only witness to tes- 
tify, contended that restrictions by 
the bill would cause extreme hard- 
ship to the company. 

Under questioning by Joseph G. 
Hodges, GM lawyer, Hufstader 
said the bill would “have a devas- 
tating effect on our business in 
preventing us from soliciting and 
promoting our business with the 
dealers.” 

He added, “our business in Colo- 


of millions of dollars.” 
The GM vice-president charged 


harm a cooperative. dealer- 
manufaciurer advertising program 
and slow production if the dealers 
are allowed to choose the method of 
transportation of new cars into 
Colorado. 

Fred M. Winner, attorney for the 
state, claimed in his cross examina- 
tion of Hufstader that the company 
was shipping new cars in by rail in- 
stead of the cheaper method by 
truck lines. 


Winner, who consulted fre- 
quently with M. D. Melville, who 
also represented the State, ham- 
mered at the point that dealers 
had little say in the cooperative 
advertising program. In this pro- 
gram, according to Hufstader, 
GM and dealers share costs. 


Hufstader said the company 


|added more than $1 million in 1955 


to the more than $867,000 which 
Colorado dealers contributed to the 
program, 


Canadian Dealers 
Report 7% Gain 
Over °55 Quarter 


OTTAWA. — Dealers throughout 
Canada recorded a gain of 7.4% in 
the first quarter of 1956 as com- 
pared with corresponding quarter 
of 1955, according to the Govern- 
ment, despite stories of saturated 
markets, credit squeeze and adverse 
weather conditions. 

All provinces reported gains ex- 
cept Manitoba and Saskatchewan. 

Moreover, unofficially, many deal- 
ers believe that business this year 
in Canada may rise surprisingly and 
provide a much better showing 
than in U. S. both for new and used 
cars as well as trucks. 

The fact that General Motors 
settled a long strike in the first 
quarter was a big impetus to the 
market. 

In the first quarter, dealers in 
Alberta reported a 21.3 percent in- 
crease. This was followed by Que- 
bec dealers with a gain of 13.6 per- 
cent, British Columbia 11.6 percent, 
Atlantic Provinces 4 percent and 
Ontario 3.6 percent. 







“,..one-stop aspect 


: plays a vital 
<| role in sales” 


seated, 
ence J, 
Wilson, 
says Lincoln-Mercury dealer, FRANK JOHNSON of 


Johnson Motor Company, Inc. Salt Lake City, Utah. 


s 


**CoMMERCIAL CrepiT has clearly demonstrated 
w that by their good service, I can forget past 
It also sales and devote my time to future programs. I 
e any have yet to hear of a complaint from a cus- 
ann tomer about their service. On the contrary, 


pres- 

many returning customers request COMMER- 
to tes- | 
ns by [ 
hard- § package deal is eminently fair and the one- 


ciAL Crepit PLAN again. The cost for their 


oh G. | stop aspect plays a vital role in sales. I’d say 
ader 5 that working with CommerctaL CRrepiT has 


ae meant an estimated 30% to 35% increase in 
and | my business.” 
the 
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Commercial Credit dealers 
‘com are successful dealers 


arter § 

yvern- 

rated 2 

iverse Write or call our nearest CommerciAL CREDIT 


o eae office for complete information on the benefits of 
= CommerciAL Crepir Pian. Why not do it today? 


deal- 
year 
y and 
owing = 
used COMMERCIAL CREDIT CORPORATION 
otors A service offered through subsidiaries of Commercial 
first Credit Company, Baltimore . . . Capital and Surplus 
o the rn = over $190,000,000 .... offices in principal cities of the 
SES Moar United States and Canada. 
rs in 
t in- 
Que- 
» per- 
rcent, 
and 
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How One Factory Handles It... 





Distribution Poses 


Class A Headache 


doesn’t force cars on its dealers and 
a bad factory is one that does.” 


For this reason many factory 


Epitor’s Note: In these days of 
mass production of custom cars, 
the task of getting the right car 


to the right dealer in time to “tops” have turned a critical eye 
satisfy the option-happy cus- | on their distribution departments 
tomer is a monumental one. In | to make sure that their dealers 
the following article, DeSoto’s | receive only the cars they order 
director of distribution gives one | —at least for the time being. 
factory’s insight into the prob- Abuse from dealers has also been 
lem. |heaped on the distribution depart- 
By Souapth M Callahan | ments, with the dealers continually 
' Staff Writer fanggen segs ‘aan aoe = 
GSUTROIT—The factory depatt-| i on wee. we aned care” 
ment that has been caught in the re wae a" need — 


cross-fire of the 


recent factory- 
dealer disputes 


ORE than any other factory 
group, the distribution people 


engines and trims. 

For instance, the 1956 DeSoto 
;comes in 14 body styles, 88 color 
|combinations, 28 trims and with 
| 42 different equipment items a| 
|possible 1,447,992 different auto 
| combinations. 
any interested | -— ottin at ee ee ae 
man-on-the-street E.W. Brown | W a ne ae 
that “a good factory is one that| $405 dealers is E. W. Brown, 

| director of distribution. 


DeSoto Lists Brown, who has been with Chrys- | 


‘ 6 9 ler Corp. for 23 of his 50 years, | 
has the calm, unharrassed appear- | 
15 in Top Ten ance of a man who isn’t a bit 
DETROIT. — Fifteen DeSoto) frustrated by his monumental job 
dealers made the “Top Ten” in|°f delivering 130,000 custom-made 
sales in April, according to A. B.|Production-line cars. _ 
Nielsen, general sales manager.| “The primary function of the 
The large number represented ties.| distribution department,” said 
Top dealer in the country was| Brown, “is to supply cars to our 
West Caldwell Auto Mart, Inc., 
West Caldwell, N. J. Runner-up 
was James F. Waters, Inc., San 
Francisco. 
Others, in order, were: Harold 


This cross-fire 
is largely the 
result of the 
recent Congres- 
sional _ investi- 
gations which 
brought home to 


more than any | ead = 
aiher te the éls- a ot es 7 a4 “a 
tribution depart- ore ae eee a 
trend to multiple options, colors, 
ment. | 
| 





them.” 


* 


e * 
|Shipped Only on Order 
E FREQUENTLY repeated that 
B. Robinson Auto Sales Co., Phil- | DeSoto only ships a car to a 
a — or ——- Mo- | dealer when the dealer orders 
rs, inc., Fortiand, Ore., fourth;| When asked about this, most De- 
oe ae — —. and | Soto dealers will agree 100 percent 
ewa otors, Inc., Baltimore,| with Brown. 
tied for fifth, and John Lubotsky | 
Motor Sales, Inc., Milwaukee, sixth. | have campaigns and goals and we 
Four dealers tied for seventh| frequently exhort our dealers to 
— ere. Poe ange mod haa more a. at Se aeage oe 
cago, Leo er, inc., Detroit;|to stay on the right side of that 
a oes. a. Angeles, | extremely fine line between ‘forc- 
an ites Bros. otor Co., Over-|ing’ and ‘exhorting.’” 
land Ste Ana ogi a place To enable the factory, its field 
was shared by A. D. Pelunis, Inc., 


personnel and its dealers to do 
Lakewood, O., and Glenn Walker,| some sort of forward planning, 
Inc., Detroit. Ninth and tenth 


DeSoto has “shipping schedules,” 
places were taken respectively by 


which are called quotas or allot- 
Oldt’s Motor Service, Pennsburg, 


ments at other factories. 
Pa., and Automobile Sales Co., Inc., These shipping schedules 
Memphis. 


(Continued on Page 51, Col. 1) 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday and Friday.) 


May 23 $1,500; 
(140 cars sold out of 197 entered.) 5 54 Crest (8) conv., 
BUICK—'56 Super Riviera, $2,625* : ; Custom (8) 4-dr., $945°, 
(ps); Century Riviera, $2,500*. ‘55 $875*; 2-dr., $850; Custom (6) 4-dr., 
Super Riviera, $2,030" (ps), $1,985* $800. 53 Crest (8) Country Squire, 
(ps), $1,705*; Special Riviera, $1,- $1,010; conv., $915°; 2-dr., $500; Vic- 
840*, $1.785, $1,760, $1,705; 2-dr.. toria, $890*; Main (8) hot rod, $700. 
$1,610* ‘ps). °54 Century Riviera, ‘52 Crest (8) Victoria, $620*; conv., 
$1,475*, $1,090*; Super Riviera, $550*; 2-dr., $685; 4-dr., $525*; Cus- 
$1,430*; Special 2-dr., $1,450°; 4-«r., tom (6) 4-dr., $425. '51 Custom (8) 
$1,365*; Riviera, $1,375*. '53 Special club coupe, $315. 
conv., $1,025*; 4-dr., $815*; Super HUDSON—’'55 Hornet (6) Hardtop, $1,- 
Riviera, $950*. ‘5Ir Special Riviera, 695*. 


$550*. MERCURY—'56 Custom 2-dr., $1,875. 
CADILLAC—'51 (62) coupe, $900*; 4- | °55 Montclair conv., $1,910* (ps); 


dr., $820*. Monterey Hardtop, $1,810*, $1,785*; 
CHEVROLET—'56 Bel Air (8) Hardtop, Custom 2-dr.. $1,420." "54 Monterey 
$2.000*, $1,965*; Two-ten (8) 2-dr., club coupe, $1,350*; Hardtop, $1,200; 
$1.685. 55 Bel Air (8) Hardtop, $1,- 4-dr., $1,125*, $1,070*, '53 Monterey 
630°, $1,610° (ps), $1,460°; 4-«r., 2-dr., $885*; Hardtop, $875*, 52 4- 
$1,440", $1,420*; 2-dr., $1,125; Two- dr., $540. "51 4-dr., $305. . 


ten (8) 2-dr., $1,330*; Delray coupe, i ; 
$1,300; One-fifty (8) 2-dr. y s1110: NASH—'55 Ambassador Hardtop, §$1,- 
Two-ten (6) 4-dr., $1,265. ’53 Bel Air 630*; Rambler station wagon, $1,475, 
Hardt 870* (ps); 4-dr., $750, $1,450; Hardtop, $1,035. 

ee, Ser pe S.. 5 OLDSMOBILE—'56 (88) Holiday, $2,- 
2- 


$675*; 2-dr., £740; Two-ten conv., 
$860": 4-dr.. $680", $610; 2-dr., $650, 385°, °55 (88) Holiday, $2,140°; 


$615; coupe, $640; One-fifty station 
wagon, $735. '52 SL Deluxe Be! Air, 
$630"; 4-dr., $445. "50 SL Deluxe 
4-dr., $250. 

CHRYSLER—’'55 Windsor 4-dr., $1,850* 
(ps), $1,350*. ‘52 NY 4-dr., $450". 

CONTINENTAL—’56 Mark II Hardtop, 
$6,725* (ps). 

DODGE—’'54 Meadowbrook 4-dr., 
'53 Coronet 2-dr., $585; 
brook club coupe, $550; 4-cr., 
'51 Coronet Diplomat, $375". 
Coronet 4-cr., $240. 

FORD—’'56 Fairlane (8) Victoria, $2,- 
000*; 4-dr., $1,890*, $1,790; Custom 
(8) 4-dr., 2 at $1,775, 2 at $1,650"; 
Main (8) 4-dr., $1,360. '55 Fairlane 
(8) conv., $1,625*; Victoria, $1,610*; 


are 


‘S) Ranch Wagon, Main (6) 
2-dr., $1,050*. 


$1,175°*; 


dr., $1,510*, '54 (98) Holiday, $1,820* 
(ps), $1,785* (ps); (88) Super 4-dr., 
$1,510* (ps), $1,500*, $1,435*; 2-dr., 
$1,395*. '53 (88) 4-dr., $1,130* (ps), 
$1,000*; (98) 4-dr., $1,015*. '52 (98) 
4-dr., $825*. 

PLYMOUTH—’55 Plaza (6) 2-dr., $1,- 
100, $1,065. °54 Belvedere Suburban, 
$1,065; conv., $1,015. '53 Cranbrook 
club coupe, $775. ‘°51 Cranbrook 
station wagon, $425; Belvedere, $210. 

PONTIAC-—'55 Chieftain (8) 2-dr., $1,- 
535*. ‘'53 Chieftain (8) Catalina, 
$960*; Chieftain (6) 2-dr., $675. ’52 
Chieftain (8) conv., $615*; 4-dr., 
$555*; 2-dr., 2 at $400; Chieftain (6) 
sedan, S$580*. 

MISCELLANEOUS—’55 GMC *\-ton 

Custom (8) 4-dr., $1,355, $1,325, $1,- | pickup, $810. '51 Dodge %-ton pick- 

250; Custom (6) 4-dr., $1,385*; Main | up, $355. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 42, 43, 46 


$780. 
Meadow- 
$500. 

"50 


dealers as ordered, when they need 


it. | 


Brown continued, “Of course, we 





| 


|dealer earnings 
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GENERAL MOTORS CAR DIVISION DEALERS 


THREE 


RETURN ON NET WORTH - # 


CHEVROLET TOTAL DEALERS 
TOTAL DEALERS 


BIG CITIES DEALERS 
HIGH VOLUME DEALERS 


PONTIAC EXCLUSIVE DEALERS 
TOTAL DEALERS 


BUICK EXCLUSIVE DEALERS 


TOTAL DEALERS 


HIGH VOLUME DEALERS 


IMPORTANT RATIOS 


INVESTMENT TURNOVER - TIMES 





Chart GM Prepared in Support of Volume Theory— 


The above chart, submitted by General Motors last winter to the O'Mahoney Senate subcommittee, is 


FIRST 9 MONTHS OF 


1955 


RETURN ON 


SALES - % 





designed to show 


that high-volume dealers fare better profit-wise than dealers as a whole in the same line groups. Distribution Vice-President 
W. F. Hufstader observed that so-called ‘wheeler dealers'’ earn more because their turnover is up to triple that of other 
dealers. The chart was published for the first time in recently issued transcript of O'Mahoney hearing. 

* * * * * * 


Delving Into the O’Mahoney Study: 





How GM Views Dealer Profits 


By Maynard M. Gordon 


| O’Mahoney subcommittee before the| a 15 to 20 percent return on invest- 


News Editor |new selling agreement was an-|ment as a target for every GM 


Cr: of a massive 2,500-page dis-| 
section of General Motors have| 
emerged revealing insights into 
corporation policies on dealer 
profits. 

These three areas of GM inter- | 
est stand out as the high spots | 
of a close scrutiny of the full | 
transcript of the “study” con- | 
ducted in November and Decem- 
ber by the O’Mahoney antitrust 
subcommittee of the Senate Judi- 
ciary Committee. 

Statements with respect to dealer | 
profits are considered especially | 
significant at the present time be-| 
cause of concern by top GM execu-| 
tives and NADA over declining) 


thus far this year. | 
* * | 


ONG-RANGE attitudes given the| 
subcommittee by various GM} 
officials on the profits theme are| 
as follows: 

1. Cutting prices on cars would) 
reduce, not increase, dealer profits. 

2. High- volume or “wheeler” 
dealers are exemplary from the 
standpoint of return on invest- 
ment. 

3. Competitive “distress merchan- 
dising” in the past has forced GM 
dealer profits down while the fac- 
tory’s rate of return has gone up. 

4. The dealer discount averaging 
25 percent is “historical.” 

5. GM has no thought of ever 

taking over the selling of its own 

products at retail. 





|among the 





6. GM is the “servant of the 
dealers.” 


Hard Core of Belief 


vo reflections of GM policy 
were spelled out for the 


U. S. Spending Up 
Despite $1.4 Billion 
Dip in Auto Sales 


WASHINGTON. — Sales of autos 
and parts in the first quarter of 











1956 were $1.4 billion below the 
last quarter of 1955, but personal 
income and expenditures were 
higher than ever, according to the 
Commerce Department’s latest sur- 
vey of business. 

Americans were spending their 
extra money for furniture, house- 
hold appliances, food and services 
— not automobiles, the survey said. 

Personal expenditures rose from 
$257.2 billion in the fourth quarter 
of 1955 to $258.8 billion in the first 
quarter of 1956, but auto and parts 
purchases dropped from $16 billion 
to $14.6 billion. 

Personal income during the 
period rose $2 billion to reach an 
annual rate of $313.5 billion, the 
survey reported. 


nounced and certain monetary con- 
cessions were given dealers, in- 


cluding the 100 percent warranty. 


However, students of the pon- 
derous GM transcript perceived in 
the key statements a hard core of 
principle upon which are based 
longer-range considerations of 
dealer welfare. What is more, the 
exchanges in these areas were 
most colorful of the 
inquiry. 

Star performers in the tedious 
unravelling of GM’s story in- 
cluded: President Harlow H. 
Curtice, Chairman Albert Bradley, 
Honorary Chairman Albert P. 
Sloan jr. and Distribution Vice- 
President William F. Hufstader 
for the corporation; and Senator 
Joseph C. O’Mahoney, Chief Coun- 
sel Joseph W. Burns and Staff 
Member Donald P. McHugh for 
the subcommittee. 

At the time the hearings were 


held, Sloan was chairman and| 


Bradley was an executive vice- 
president. Bradley succeeded to the 
chairmanship when Sloan retired 
from active duty Apr. 1. 

Related closely to the various 
statements on dealer profits was 
GM’s well-known, 35-year-old for- 
mula for efficiency. As spelled out 


by Bradley, who co-authored it with | 
Donaldson Brown, this formula sets | 








Goodwill Ambassador— 
John P. Crisconi, left, of Crisconi Phila- 


delphia Motor Car Co. (Oldsmobile), 
Philadelphia, hands symbolic gift to 
America's “Child Ambassador to Italy,” 


Stanley Werley. Mrs. Crisconi and Italian 


| dealer. 


unit. 
* = o 
HE theme of GM vs. dealer 
profits recurred throughout the 
hearings. Curtice, on the final day 
of testimony, was asked by Burns: 


“Now, in view of the increase 
of profit margin above the rate 
which you aim for, wouldn’t a re- 
duction in price of the cars to the 
dealers—that is, the price they pay 

allow them to have a better rate 
of return on investment? 

Curtice: No. Any reduction in 
price would be from a suggested 
list.” (Then Curtice told how Ford 
cut the price of its ‘56 Mainline 
series when Chevrolet added chrome 
to its One-Fifty.) “So any change in 
our list price would not affect the 
discount from the list price which, 
as I said the other day, averages 
25 percent to the enfranchised 
As a matter of fact, any 
reduction in price would make his 
actual dollars fewer.” : 

Unimpressed by this reasoning, 
the subcommittee staff took a 
divergent view of factory vs. 
dealer pricing in its 119-page re- 
port on the hearings. The report 
said GM used pressure on dealers 
to cut prices rather than lower 
prices itself. 

In connection with an earlier 
statement by Curtice that “the cor- 
|poration is the servant of the 
dealers,” Burns asked: 

“How does it happen that the 
servant's profits increase while the 


master’s decrease?” 
® * 


*‘Servant—or Not? 


yas following exchange took 
place: 

Curtice: I don’t think you 
putting a fair question. 

Burns: Well, perhaps the cor- 

(Continued on Page 54, Col. 1) 
Witness Finds 
” 
Bomb in Auto 

WINTER PARK, Fla. — Auto 
dealer Walter T. Summers, 
scheduled to be the main witness 
in a stolen-car case, found a bomb 
under the hood of his car when 
he checked to see why it would not 
start. . 

Summers was preparing to drive 
his children, Jerry, 12, and Vickie, 
10, to school. All three had entered 
the car when Summers found it 
would not start. 


Birmingham (Ala.) police said 
Summers had unknowingly bought 


are 


Ambassador Manlio Brosio look on. Brosio | stolen cars from a man identified as 
was the guest speaker at a testimonial| James Thomas Ayers when Sum- 
dinner honoring the Crisconis for their| mers operated a used-car lot. He 


Philanthropic work with children in this 


country and Italy. 


| is scheduled to be the main witness 
against Ayers. 
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NASH BUSINESS 


LATEST 10-DAY REPORT 
REVEALS SALES UP 
37.7% OVER PREVIOUS 
PERIOD...UP 35.3% 


OVER SAME PERIOD 
LAST MONTH: 


Yes, sir, business is good at Nash. 
More and more wise automobile 
men recognize the fact. That’s 
why more and more are joining 
the Nash team every month. 
Nash has the products, Nash has 
the policies, and Nash has the 
programs to let dealers build for 
the future. No other franchise 


offers so many plus factors for the 
dealer. Why not find out more 
about the opportunity Nash offers 
you today? Contact John W. 
Raisbeck, Vice President, Sales, 
Nash Motors Division, American 
Motors Corporation, Detroit 32, 
Michigan, for complete details in 
confidence. 


63 NEW DEALERS JOIN NASH IN APRIL 
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of automebiles during the first 
few minutes. 

Always in the discussion of his 
purchase, a customer will question 
some of the finer points involved 
in the price of the automobile. 

“The way these cars come 
through from the factory today,” 
Jernigan said, “we spend a fortune 
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Sights ‘Off Year’ Record 


Jernigan Pontiac’s Incentive Plan Spurs Drive 
To Boost Car Sales 22 Percent 


(Continued from Page 3) 


we feel certain he would rather we 
attend to these details beforehand. 
“We remind him that this eli- 
minates any frustrations of in- 
adequate service from his new 
car arising from dealer neglect 
and customer preoccupation with 
price. It invariably works.” 
Also, no customer may leave the 








Lead Pennsylvania Auto Dealers— 


Newly elected officers and the outgoing president of the Pennsylvania Automotive 
Assn. get together at the group's convention in Stroudsburg, Pa. Seated, from left, 
are R. N. Romesburg (Nash), Uniontown, secretary; John P. Mooney (Packard), McKees- 
port, retiring president; John B. White (Ford), Philadelphia, new president; and A. 
W. Golden (Cadillac-Oldsmobile), Reading, treasurer. Standing: Claude S. Klugh, 
Harrisburg, general manager; and vice-presidents E. D. Baldwin (Buick), Downingtown; 
E. P. Blough (Buick), Johnstown; W. K. Gottshall (Oldsmobile), Allentown; W. M. Mc- 
Cune (Ford), Kittanning; and Charles A. Dailey (Chevrolet), Erie. 





conditioning them properly for the 
customer. He very often doesn’t 
appreciate that fact, unless we 
show it to him. 


* o * 

——— that end, we always 

have a new car, just delivered 
from the factory, near at hand. We 
take each customer over, point out 
some of the missing connections, 
lift up a loose part, indicate the 
poorly assembled items, etc., and 
tell him that it would be a simple 
matter to deliver his car in that 
condition, but on the other hand 


Firestone Racing Tires 


Offered to Public 


Rubber Co. has made its Super 
Sports 170 racing tire available 
for trade sales, after a year of 
confining them to the track. 

The tires may be ordered 
through any Firestone dealer, but 
deliveries are made through the 
Firestone Racing Division, Speed- 
| way City, Indianapolis. 











Here’s how and where Celanese 
Fortisan’-36 rayon pays off 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 





STRONGER! 


RADIATOR HOSE-— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 
endows radiator hose with extra strength. It re- 
sists stretching, takes higher pressures than con- 
ventional fibers, is more flexible. 


STABLER! 


V-BELTS—“‘Infinitesimal change in cord length’’ 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 
fiber won’t expand or contract under atmospheric 
changes or “‘work.’”’ Makes possible matching belts. 





AKRON. — Firestone Tire & 


Write for facts and figures on this sensational new 
Celanese rayon fiber made from saponified acetate—it 
can do a job for you. Ask for booklet TD20A. Celanese 
Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N. C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. 
at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 


*Reg. US. Pat. Off. 


c 
FIBERS FOR INDUSTRY 


FORTISAN* RAYON - FORTISAN*-36 RAYON » ARNEL* TRIACETATE+ ACETATE + VISCOSE-RAYON 
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showroom with any written price 
sheets for shopping purposes. 

“This merely leads to confusion 
and allows some other salesman. to 
take advantage of us,” Jernizan 
said. “If the customer insists that 
he must have something, we tell 
him to remember the price differ- 
ential of $1,500 plus his car, or 
whatever it may be. We point out 
that this is the only important 
consideration. We never put any- 
thing into writing for him.” 

- * * 

ERNIGAN insists that his sales- 

men make personal delivery of 
the new automobile to the cus- 
tomer’s home, preferably during 
daylight hours, or as the men are 
returning home from work. 


Usually the neighbors gather 
around and examine the car, and 
all the while the salesman is 
picking up some live prospects. 
Jernigan’s used-car business is 

exceptionally strong, and one rea- 
son might well be the firm’s policy 
|of wholesaling those automobiles 
that cannot be guaranteed uncon- 
ditionally for 30 days on retail 
| delivery. This is an exceptionally 
| fine tool in the hands of the sales- 
|man, and accounts for a large 
volume of recommendations by 
| satisfied customers. 
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Arthur Lee Newton, 79, 
Pioneer Car Dealer 


NEW ROCHELLE, N. Y.—Arthur 
Lee Newton, 79, who retired in 1950 
as president of Glidden Buick Corp. 
after a 5l-year automotive career, 
died May 21. 

Mr. Newton was once said to 
have “sold more automobiles at re- 
tail than any other man in the 
world.” He started his career in 
1899 as a salesman for Woods Ve- 
hicle Co. here. Mr. Newton was on 
the U.S. track squad in the Olympic 
Games of 1900 in Paris. 

* - * 


Guy M. Cole | 
| 


WILLMAR, Minn. — Guy M. Cole, as- 
sociated with the auto industry for more 
than 30 years, is dead at the age of 57. 
At one time he was service representative 
for Nash, and also. served as sales manager 
of Nash dealerships in Okighoma City; 
— Okla.; Cheyenne, Wyo., and Cloquet, ' 
inn. 


x * * 


Eugene John Viano ' 


RYE BEACH, N. H.—Eugene John 
Viano, for 28 years a Buick dealer in 
Lexington, Mass., died here May 17. He 
was 61. Mr. Viano had been in semi- 
retirement since 1952. when he moved to 
Dunedin, Fla. 





* * * 


William Harold Hoult 


BRADENTON, Fla. — William Harold 
| Hoult, 66, a retired General Motors en- 
| gineer, died here May 14. He had retired 
| here five years ago from Pontiac, Mich. 

* * * 


Sidney C. Probert 


DETROIT.—Sidney C. Probert, 68, a 
pioneer in the auto industry, died here 
May 14. Mr. Probert had been director of 
production research for the Timken- Detroit 
Axle Co. at the time of his retirement a 
few years ago. He designed and super- 
vised installation of plymouth’s first pro- 
| duction line. 

* * * 
James W. Livingston 


DENVER. — Services for James W. 
Livingston, 45, and his wife, Artheen, 35, 
were held in San Diego, Calif., May 10. 
The couple died May 3, when their plane 
crashed seconds after takeoff from a 
Brownsville (Tex.) airport. He had oper- 
ated Livingston Motor Co. (Lincoln- 
Mercury) from 1951 until February, 1955, 
when he sold out to Lou Bell. 

* . * 


F. Earl Taylor 


SEATTLE.—F. Earl Taylor, sales vice- 
president, S.' L. Savidge, Inc. (Dodge- 
Plymouth), died May 8 after a heart at- 
tack. A native of Hastings, Neb., he joined 
Savidge in 1930 as.a salesman, 


* * * 


Clinton E. Dean 


ROCHESTER, N. Y.—Clinton E. Dean, a 
local auto dealer for 27 years prior to 
his retirement, died May 4 in Lauderdale- 
by-the-Sea, Fla. 

* * * 


Lester Leroy Stephens 


PALM HARBOR, Fla. — Lester Leroy 
Stephens, 65, former executive production 
control manager for AC Spark Plug divi- 
sion of General Motors Corp. in Flint, died 
here May 18. - 





* * * 


Harold. A, Bower 


DETROIT. —- Harold A, Bower, for 16 
years a Packard dealer here as owner of 
Bower Motor Sales, died May 21. He was 
55. 





- * * 


Lawrence W. Bryant 


GRANITEVILLE, 8S. C.—Lawrence W 
Bryant, 63, who retired as a car dealer 
oo years ago, died May 19 after a long 

ness. 








ather 
, and 
n is 
ects, 
ess is 
> rea- 
policy 
Obiles 
incon- 
retail 
onally 
sales- 
large 
is by 


\rthur 
n 1950 

Corp. 
areer, 


iid to 
at re- 
n the 
er in 
is Ve- 
fas on 
ympic 


le, as- 
r more 
of 57. 
ntative 
anager 
. City; 
‘loquet, 


John 
aler in 
17. He 

semi- 
ved to 


Harold 
rs en- 
retired 
Mich. 


68, a 
d here 
ctor of 
Detroit 
ment a 
super- 
st pro- 


es W. 
en, 35, 
ay 10. 
* plane 
rom a 
| oper- 
incoln- 
, 1955, 


s vice- 
Dodge- 
art at- 

joined 


lean, a 
rior to 
erdale- 


Leroy 
duction 
g divi- 
it, died 


for 16 
mer of 
le was 


ce W 
dealer 
a long 








SST 





AUTOMOTIVE WASHINGTON 
Overtime Tangle Seen 


In Wage-Hour Law 


By William Ullman 


Washington Correspondent 


T’S the “hour” in the Wage and Hour Law that worries 
auto dealer spokesmen in Washington. A Senate staff 
report shows that employes of automotive and accessories 
dealers receive the highest hourly wage of any workers in 


retailing. The U. S. average was $1.68 an hour in 1954, and 
by last year, it had climbed @——— 


to $1.81. This rate topped) dealers, he added, sell cars manu- 
that paid to gas station|factured by the Big Three. 
attendants, department store clerks o wis 


and everybody else in customer 
sales. Certainly, it is far above the 
$1 minimum wage. 

Hours are another story, how- 
ever. Although the Senate labor 
subcommittee staff has no nation- 
wide figures on the workweek of 
mechanics and body shop men, it 
has some for New Jersey. In 1954, 
86.3 percent of the dealer employes 
in that state worked more than 
40 hours per 
week. Nearly one 
out of ten worked 
54 hours or more 
in every seven 
days. 

These facts 
shed some light 
on NADA’s re- 
cent statement 
to the Senate 
State Labor sub- 
committee in 
opposition to ex- 


Bell’s Argument 


oo crux of Bell’s argument 

against extension is this: The 
nature of the auto service business 
makes it mandatory for shops to 
stay open six days a week, but the 
average dealer cannot afford to 





William Uliman 
tension of the Fair Labor Stand- 


ards Act to certain retail and 
service establishments. 


The proposed amendment to that 
law would broaden coverage to in- 
clude car dealers with a gross 
annual business in excess of $500,- 
000, including service and parts 
sales. 

Frederick J. Bell, NADA execu- 
tive vice-president, protested that 
the extension would subject one 
out of every five dealers to the min- 
imum wage and overtime provisions 
of the law. Most of the affected 


Data Released 
On Metallurgical 
Product Standards 


NEW YORK.—A new Metallurg- 
ical Series of Product Standards for 
Die Casting has been issued by 
the American Die Casting Institute. 
They are designed to permit the 
most economic level of production 
by avoiding “overspecification,” 
according to ADCI. 

The metallurgical standards are 
part of a program initiated by 
ADCI early in 1955. 


Heart of the program, according 
to the institute, is a series of prod- 
uct standards which describe the 
average die casting as produced by 
the industry when a customer does 
not specify dimensional or other 
tolerance requirements under 
normal inspection procedures. 


Subjects covered in the metal- 
lurgical product standards are: 
Composition and properties of 
standard and special aluminum- 
base alloy die castings; character- 
istics of aluminum alloys; alloy 
cross-reference chart; composition 
and properties of copper-base alloy 
die castings; brass die castings and 
alloy selection; composition and 
properties of magnesium-base alloy 
die castings, and characteristics of 
magnesium alloy die castings. 








Rambler Salesmen 


Get Pocket Brochure 


DETROIT.—Hudson and Nash 
salesmen are currently being sup- 
plied with a new pocket-type bro- 
chure folder which covers in 
detail the craftsmanship and fea- 
tures of the Rambler. 

Designed to serve as a sales 
guide, the new illustrated booklet 
will enable the salesman to con- 
duct an effective “step-by-step” 
‘demonstration when dealing with 
Prospects. 


It’s going to be the rare motorist 
who doesn’t hear plenty about 
Quaker State Medium HD, the one 
oil for all normal summer driving. 
This year Quaker State is reaching 
the mass motoring audience, with the 
biggest advertising in Quaker State 
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pay overtime “penalties” on a 
regular basis. 

Furthermore, Bell stated, it would 
be very difficult to compute over- 
time pay under FLSA provisions 
for mechanics who receive a guar- 
anteed minimum rate, plus a piece 
rate, plus incentive bonuses. 

Before dealers were exempted 
from the law in 1949, he ex- 
plained, skilled attorneys and 
accountants .were unable to tell 
them how to compute overtime 
without running afoul of the law. 

Bell also slapped at the idea of 
placing some dealers under the 
“burdensome” requirements of the 
law, and exempting others. In some 
cases, he noted, a dealer selling a 
high priced automobile might fall 
under the act, while another 
retailer selling more units of a 
popular-priced model would remain 
exempt. 


He emphasized that mechanics 


perform similar work, whether they 
work for a retailer who does a 
$500,000 annual business or only 
$100,000 worth. 

It doesn’t look as if the dealers 
have much to worry about—at least 
during this session. Most capitol 
observers see little chance for con- 


sign is 





history. So be sure your Quaker State / 


stocked with Medium HD and the 
Quaker State complete line! Be ready 
with Quaker State and you’re set 
fer satisfied customers—the kind 
that build your profit! 
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any surplus be applied to whittling 
down the national debt. 
+ * * x 
Highway Bill Hit 
HE “pay-as-you-go” provisions 
of the House highway bill won’t 
do anything of the kind, warns 
Secretary of the Treasury George 
Humphrey. 

He told the Senate Finance Com- 
mittee, now considering the bill, 
that in 1969, highway expenditures 
out of the trust fund would exceed 
income by as much as $4.8 billion. 

The deficit, he cautioned, would 
have to come out of general funds, 
and might forestall possible tax 
cuts. 


gressional agreement on extension 
this year. 


Tax Tantalizer 


A MAJORITY of “congressmen 
are mumbling about tax cuts 
these days as they turn home from 
Capitol Hill. In an election year, 
chopping down the income-tax rate 
is an almost irresistible temptation, 
and the chance for reduction can’t 
be counted out until Congress 
finally adjourns in July. 

Whether congressmen succumb 
to their desire could depend on 
a Treasury Department state- 
ment expected momentarily. 

If that report shows that income 
from tax revenues has exceeded 
outgo—as the Joint Economic Com- 
mittee insists—congressional whis- 
|pers for tax cuts will turn into a| 
|thunderous roar for action. Thus 
|far, Administration leaders oppose | 
| reductions, insisting instead that 





* * * 


FRB to Study °55 Sales 


HE Federal Reserve Board has 
ordered an exhaustive study of 
the biggest sales period in auto 
retailing history. 
Chrysler Division Names A new consumer credit study will 
. % survey new-car buyers in 1954-55, 
Nixon to Eastern Post | and include information on their 
Robert Nixon has been named | finances, occupations, family status 
assistant sales manager of Chrysler | and “related subjects.” 
division’s eastern zone. National Analysts, Inc., will con- 
Before joining Chrysler division,|duct the survey, which should be 
he was Philadelphia regional man- | substantially completed by early 
ager for Dodge. 1957. 





‘Glad you recommended Quaker State Medium HD. 
I've been hearing about it on my radio!” 


out front. Be sure you're well- 


. 
/ QUAKER 
mr Vas 


oe oe 





QUAKER STATE OIL REFINING. CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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eres profit potential 


‘Jeep’ vehicles added to your present line can mean the difference 
between a handsome net profit and a small one or even a loss 





Figure the profit you can make! Put in your own @ There’s no wheeling and dealing competition down the 


. 6 > . 
figures on the opposite page and you will see just how street when you sell ‘Jeep’ vehicles. 
: , , @ ‘Jeep’ vehicle resale value is far greater than that of 
substantially you can increase your profits by adding the 
most automotive products. (For example. a two year old 


Jeep’ franchise to your present line. This fact was proven Universal ‘Jeep’ commands 90.4% of original Factory 


by hundreds of dealers who did it last year! You can add list price. ) 
the ‘Jeep’ franchise without giving up a thing. Actually, @ ‘Jeep’ vehicle sales frequently include substantial addi- 


with a comparatively small addition to your present invest- tional profits from the sale of special equipment (shown 


on the opposite page ) either at the time of original sale, 


ment, and practically no increase in operating overhead, : 
: P ) : P 6 or later when owners have new jobs to do. 


you can use the same physical facilities for two lines, ®@ 49.8% of all ‘Jeep’ vehicle sales were “‘clean deals” in 


thereby realizing a much higher profit because: 1955. 


The ‘Jeep’ Family of 4-Wheel-Drive Vehicles 





Universal ‘Jeep’ CJ-5. this fomous 4-Wheel-Drive 
‘Jeep’ carries cargo and men, on the road or off. With 
power take-off, it’s a mobile power unit for operating 
many kinds of much-used special equipment. 





4-Wheel-Drive ‘Jeep’ Truck. America’s only time-tested 
and performance-proved 4-wheel drive Truck, in its weight 
class. Powered by the workhorse 6-cylinder ‘'226” 

engine, it’s the highway Truck with off-the-road stamina. 





Universal ‘Jeep’ CJ-6. The new, longer, Model CJ-6 
Universal ‘Jeep’ provides 50% more cargo area, 
longer wheelbase, and increased payload capacity. 


a 





4-Wheel-Drive ‘Jeep’ Utility Wagon. This dual-purpose 

vehicle carries up to 110 cubic feet of bulky cargo or six 

people on the highway or over the toughest off-road terrain. ‘Jeep’ Dispatcher DJ-3A. The 2-wheel drive ‘Jeep’ 
Dispatcher is the vehicle born to cut delivery costs. 
With savings in fuel, maintenance and time on 

the road, it’s America’s lowest-priced delivery vehicle. 
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OU cant afford to ignore! 


Figure Your Own Profit Potential... 
WILLYS 4-WHEEL-DRIVE YOUR PRESENT LINE 


3 
secunnbess:. agar 


“Washout” Gross ... $350.00* Average “Washout” Gross . petcet> Sake i 
Estimated Monthly Sales (Units) oten 10 Estimated Monthly Sales (Units)... - 
Estimated Monthly Gross Average Monthly Gross 2 
(which is nearly all nef) . $3500.00 - SI I HNO osicvicse cs cssesnctcvsevevcssssccceseseoucss : 
Monthly fixed overhead ........................... ist. "eda ‘ 
$3500 x 12 months = $42,000 per year Net Difference ; 
(between gross & overhead) . 
Trade-in Ratio . 5 to | Ne chs is hiek te accercdewits reek bance ehh idsewesile Siaadibee z 
Total Transactions Monthly waw and used)... 15 Total Transactions Monthly mow ont a . 
*A conservative figure. Recent surveys showed average gross profit of $475.16 after ‘‘washout.”” é 
HIGH RETURN ‘icer-teansactions a meter eee : 








Willys Creates Greater Return from Investment . .. Real “Put-In-Bank’? Profits 


many other Willys Profit Advantages: 


Ts 


@ FEWER COMMISSIONS TO PAY @ LESS USED CAR ADVERTISING EXPENSE 
Additional Parts and @ LOWER POLICY ADJUSTMENT COSTS @ LESS USED CAR MAINTENANCE 
IS’ @ LESS CONTINGENT LOSSES EXPENSE 
U. Service Profits @ NO REPOSSESSION LOSSES @ LOWER INTEREST AND INSURANCE 
@ LOWER “GET-READY” COSTS costs 
@ LOWER USED CAR RECONDITIONING © DEMONSTRATORS CAN MAKE MONEY 
costs FOR YOU 


| and 





POST HOLE DIGGER 
A ‘must’ for building fences, planting 
trees and shrubbery. Digs two to four 
holes a minute from an angle. 


HYDRAULIC DUMP BODY 

Converts 4WD ‘Jeep’ Truck for dump 
truck service and fast unloading. Auto- 
matic, fingertip controls on dash. 


SNOW BLADES AND ANGLE-DOZERS 
Easily attached to any ‘Jeep’ vehicle. 
Hydraulically controlled blade adjustable 
to the best plowing angle. 


REVERSIBLE-BUCKET SCOOP 

A one-man, hydraulically-operated earth 
mover. This dual-purpose scoop lifts, car- 
ries, dumps and spreads anywhere. 


Special Equipment Sales 
that mean Extra Profits and 
Broader Markets for You: 





BACK HOE 


WINCHES TRENCHER 


HYDRAULIC LIFT WRECKERS 


Provides a dependable, positive-operat- 
ing system for positioning standard 3- 
point-hitch implements. 


Folding type safely handles all passenger 
cars—converts from a wrecker to a ver- 
satile workhorse pick-up in one minute. 


Installed on many ‘Jeep’ units to insure 
transportation in what would ordinarily 
be impassable terrain. 


Digs trenches six feet deep, up to 14 
inches wide, up to 800 feet per hour. 
Economical one-man operation. 


Digs and loads in a fraction of the time 
required by larger units, handles small 
jobs more economically. 





Dealer Development Department il 
Willys Motors, Inc., Toledo |, Ohio 


Without obligation, please have a representative call and give 
me information about the ‘Jeep’ family franchise. 


To get into the ‘Jeep’ profit picture —here is all you do: 


The success of most dealers who dualed a passenger car line with the ‘Jeep’ franchise inA955 was 
so great that Willys will consider similar arrangements for additional areas where ‘Jeep’ vehicles 





don’t have complete representation. As Willys dealer points are established only on a market Name 
potential basis, the number of open points is limited, but each offers a substantial future to the 
Address 
right man. Why not get the detailed facts and see what they can mean to you...facts about gross 
profit comparisons after the washout ...facts about spreading your investment over a .wider base. City __State 
Fill out and mail this coupon! No obligation. ae 
Business Position 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

o ™ 1 |. Fair and equitable contracts between manufacturers and dealers in 
t A motor vehicles, parts and accessories; 

A { 2. Every dollar of gasoline and oi! taxes, collected by states and federal 
t e governments, applied to the building and maintenance of highways; 

. a 1 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 
else in the world. 


It Takes Men and Money 
To Track Down News 


 abre wonder what those little symbols, “ABC” and 
“ABP” up in our masthead mean? Some think they are 
of interest only to advertisers, yet they can mean a great 
deal to all readers. 

For example, ABP—dAssociated Business Publications— 
which is marking its golden anniversary this year, has as its 
first principle: 

“To consider, first, the interests of the subscriber.” 

The success of AUTOMOTIVE NEws has its foundation on 
that principle. We judge news on the basis of what our 
readers want, not on what advertisers want. And as for 
advertising itself, we will not knowingly accept advertising 
that is not in the best interest of our subscribers. 

Many misunderstand the place of advertising in publica- 
tions—business or consumer. Often you hear someone say: 
“That publication is the only one that can afford to tell the 
truth, because it has no advertising.” 

People who say this usually know little of the publishing 
business, and they. are confusing irresponsibility with inde- 
pendence. 

The fact is that the publications richest in advertising 
usually are richest, too, in independence. And, what’s more, 
they can afford the men and the facilities to hunt down the 
news their readers want. 

Truth in the news business is not something you pub- 
lish or do not publish. First you have to find it, and evalu- 
ate it. That takes capable men and money. 

And often you’ll find that the publications or tip sheets, 
which brag that they are best able to tell the truth because 
they accept no advertising, are least likely to find it because 
they lack both the staff and the facilities needed to pro- 
duce it.- 

Thus, advertising plays its part in supporting strong and 
independent news-gathering organizations in this country. 

That other symbol, ABC? It stands for the Audit Bureau 
of Circulations, which tells you that our subscription lists 
are audited and verified semi-annually by unbiased and com- 
petent auditors. It assures you that our circulation sales 
methods must meet the highest standards of the profession. 
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Marthaville, La.—E. E. Gentry: | 
Mont- | 

















Coming 
Events 


| 
| 
Dealer Conventions 


May 29— Oregon Automobile 
Assn., Multnomah Hotel, 
June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 
June 28-July I—New York State Automo- 
bile Dealers, Inc. Directors and County 
Vice-Presidents Spring Meeting, Lake 

Placid Club, Lake Placid, N. Y. 

July 26-28—Annual Summer Meeting, Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle, 

Aug. 26-27—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah, 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 
Assn., 
Me. 

Sept. 17-18—Minnesota Rateliobiie Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 1819—South Dakota Automobile 
Dealers Assn. Mitchell, S. D. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-2—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Sprinas, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. Tennessee Automo- 
tive Assn.. Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 


bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 





Dealers 
Portland. | 


7-9 — Maine Automobile Dealers 
Marshall ~—s York Harbor, 





Oct. 4-5—25th Annual State Convention, | 
Kansas Motor Car Dealers Assn. Baker | 
Hotel, Hutchinson, Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, 


Oct. 21-22—Oklahoma Acvtomobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 
Assn., Fort Harrison Hotel, Clearwater, 
Fla. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers | 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 -—Illinsis Automotive Trade 
Assn., Pere Marquette Hotel Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn.. Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Dec. 4—Utah Automobile Dealers Assn., eee 
Salt Lake City. 





and sell! 





Automotive Cartoon 


Of the Week 

















































"| know if a prospect is interested in buying 
he'll walk in and buy. 
salesman is interested in selling he'll walk out 


It is equally true if a 
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Jan, 26-30—40th annual NADA Conven- Letterbox 
tion and NAD Equipment Exhibition, 
San Francisco. | é M 
*. * ® 
| \ orthy essage ie ee a 
Auto Shows 
4 | This is an open forum for the discussion uf any subject of interest to our 
Dec. 8-I6—National Automobile Show, | readers, and your letters are welcomed. No attention is given to unsigned 


Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Milwaukee Auto Show. 

* * * 


General 


May 26-30—Indianapolis Custom Auto & 
Boat Show, Manufacturer's Bldg., Indiana 
State Fairgrounds, Indianapolis. 

June 3-6—34th Annual Convention Auto- 
motive Engine Rebuilders Assn., Hotel 
Sherman, Chicago. | 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, —— Had- 
don Hall, Atlantic City, N 

June 11-15—National Plastics iti 
New Coliseum, New York. 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 


Interna- used, 


Educational 


The undersigned recalls with 
| pleasure a television program pro- 
| duced last year, featuring Fibber 
McGee and Mollie, in which the 
feature players performed 2n edu- 
cational service of the highest cali- 
ber for the benefit of the general 
public, as well as the legitimate 
automobile dealer. 

It is my opinion that this type 
of program, carried on a sustained 
basis, for a period of approximately 
30 weekly performances, would be 
of immeasurable value in focusing 


used in the automobile industry. 
Such a program could be financed 
directly by the manufacturer or 
through the district dealers’ coun- 
cils advertising funds. 


Managers Meeting, Benjamin Franklin I know that many of my associ- 
Hotel, Seattle, Wash. ates also feel that a program of 
Sept. 20-22—Automotive Parts Rebuilders | this type would be extremely | 


Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 
(See CALENDAR, Page 48, Col. 3) 


worthwhile. With your backing, 
this might become a reality. —Max 





30 Years Ago... 


The Big Stories 


Chevrolet made 233,683 cars in the first four months of 1926, the 
highest number of three-speed transmission type cars ever turned out 
by any manufacturer in a similar period. 


“The biggest selling month in the biggest industry in the biggest 
retail market in the world,” is reported by George Stowe, president, 
Automobile Merchants’ Assn. of New York, Inc., in a survey of April 
automobile registrations in the New York metropolitan territory. 
There were 17,795 cars registered in April in this area. 

General Motors’ offer to purchase all the assets of Fisher Body has 


been approved by stockholders. : 
—From the files of Automotive News. 





attention on practices and methods | 


if you so request. Address Editor, Automotive News, Detroit 26, 








letters but you may sign your name with the assurance that it will not be 


Mich. 


M. Lasky, president, Lasky Motor 
Car Corp., Brooklyn. 


* * x 


Auction Pleased 


We have just looked over the 
May 14 issue of Automotive News 
and feel you did a very good job on 
the writeup of our ninth anniver- 
sary sale. This is very much ap- 
preciated. Bup Fennema, Dyer 
(Ind.) Auto Auction. \ 

* * * 


Freight Fudge 
Naturally I was interested in the § 

sample freight reductions for my § 

line of cars which you listed in a © 

recent issue of Attomortive News. § 
I assume that you received these 


|; examples from the manufacturer, 


and lacking the time to verify their 
accuracy, treated the factory gen- | 
tlemen to the courtesy of accepting 
their figures at face value. 

The freight cuts granted to my 
dealership, on the average, fell 
nearly $8 short of those shown 
by the factory. 

Well, I want to tell you that I 
finally got more data which proved 
that they used the largest, loaded- 
est and heaviest four-door models 
to make the reduction look more 
effective. 

The freight reduction to Florida 
points on the average weight and 
price cars is about two-thirds of 
the figures released to your office. 
On the lowest-price stripped cars, 
it comes to about half the pub- 
lished reduction. 

I rather imagine this is prob- 
ably true also of the data released 


by the other manufacturers.— 
F.Lorwa Deater. 
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Planning for tomorrow - Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry's most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 


and developing new and better products to meet the 
needs of the years ahead. 

It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG. U.S. PAT. OFF. 


BENDIX civrsion SOUTH BEND moran 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


Bendix 
Products 1 


Division AVIATION CORPORATION 





Bendix Power Brakes Bendix Power Steering 


BRAKES @ POWER STEERING e@ POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS @ HYDRAULIC REMOTE CONTROLS 
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Epiror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* a * 


Dear Ed: 


OMETIMES the most logical 
things to do in order to sell 
automobiles seem to be the hard- 
est chores. For instance, there 
was that deal the other day... 


Phil Baker came into our 


Willys Launches 
Jeep Production 
At Turk Plant 


TOLEDO — The first Turkish 
Jeeps built under a contract be- 
tween private interests in Turkey 
and Willys Motors, Inc., now are 
being produced in a new $2,100,000 


Turkish-American automotive plant | 


near Istanbul. 

Known as Turk-Willys-Overland, 
A. O., the plant will have an annual 
production capacity of 5,000 Jeeps 
and other Jeep four-wheel drive 
vehicles, and will employ only local 
labor, according to Hickman Price 
jr., president of Willys - Overland 
Export. 

Five hundred workers are cur- 
rently employed in manufacturing 
and continuing stages of plant con- 
struction. 

Seventy-five percent of the in- 
vested capital came from Verdi, 
Limited, Willys’ Turkish distribu- 
tor, and the remainder from Willys. 

Eventually Price said, Turk- 
Willys-Overland will be a nearly 
100 percent manufacturing entity 
using a high content of Turkish- 
made components. Over the next 
four years, it will use a substantial 
percentage of American parts, he 
added. 


Meeting the Practical Problems .. . 
Case Histories of a Salesman 





dealership—“just looking.” After 
talking to Phil for about half 
an hour, I con- 
cluded that I 
couldn’t sell 
him a car on 
the spot. 

Although I let 
him go with- 
out a deal, there 
was something 
about him that 
lingered with 
me after he left. 

I mentally 

reviewed the 
sales steps I had taken him 
through and I remembered 
particularly that we had talked 
quite a bit about auto salesmen 
in general and how lazy he 
thought they were when com- 
pared with the salesmen of pre- 
war days. 

He believed that if he were 
going to buy such an expensive 
item as an automobile that the 
salesman should put a great deal 
of effort into the project. 

* x * 





OMETHING he said struck 
stubbornly in my mind: “This 
thing is upside down. I can re- 
member the days when, if an 





Finance Firm Sues 


On Sour Auto Deal 

MEDINA, O. — Sun Finance and 
Loan Co., Cleveland, has sued 
Louis B. Carnes, former Lincoln- 
Mercury dealer here, to recover 
$1,980.11 plus interest and costs on 
charges growing out of a new-car 
transaction last fall. 

Sun said that Carnes delivered 
to them a retail installment con- 
tract, mortgage and note purport- 


| ing to cover the sale of a 1955 Mer- 


cury. The company said the amount 
of the downpayment was overstated 
and that it later had to repossess 
and repair the car. 
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auto salesman thought there was 
a possibility of selling a car, he 
would be parked on my doorstep 
every night until he got a deal. 

“But those days are gone. I 
guess if I want to buy a car 
today, I have to come here to 
you.” 

The more I thought about what 
Phil had said, the more I figured 
he was right. So this is what I 
did: 

As soon as I ate dinner, I 
drove to Phil’s house and rang 
the doorbell. When he opened 


$34 Million 


By George L. Glaser 
Special Correspondent 
LERMONT-FARRAND, France. 
—Speculation is running ram- 


|pant as to who will be the next 


owner of the Volkswagen Works, 
especially since it has been revealed 
that the firm has $34 million in 
cash. 

It is certain that the Volks- 
wagen savings-account owners of 
the prewar days will vigorously 
renew their claims for a substan- 


tial price reduction on a VW or | 


some other consideration. 

However, the German Govern- 
ment will have to legalize the own- 
ership before it can dispose of the 
enterprise. Among the rumored 
buyers are Krupp and even the 
Ford Foundation. 

* = * 
KW, a division of Auto Union 
Corp., is said to have devel- 

oped a car to compete pricewise 
with Volkswagen and even less ex- 
pensive lines. 

Reportedly, the car has a two- 


Auto News from Europe 


Rumors Flying About Next Volkswagen Owner; 


the door and saw me, we both 
broke into smiles. 
* * + 

E? AFTER a pleasant hour in 
his home, with his family 

sitting around us, we were down 

to choosing the colors of his new 

car, 

After we got that settled, he 
told me that this was the only 
way he wanted to buy a car. He 
enjoyed the informality of his 
home and the feeling of know- 
ing that we thought enough of 
his business to go out and get 
it. 

I’m mighty thankful he ex- 
pressed his opinion about lazy 
salesmen. It pushed me right 
into his house and into another 
deal. 

—Bert Simons. 








Stirs Interest 





| cylinder, watercooled engine with 
| front wheel drive. 
| Meanwhile, it’s been reported that 
Opel, the GM plant in Germany, 
may soon have a truck powered by 
a Perkins Diesel engine, especially 
since Ford of Cologne is strongly 
going into diesels for trucks. 
* * * 
es which produces about 
60 percent of the tires in 
| France, has improved its very pop- 
ular tire pressure warning device. 
The association of German 
parts jobbers has again requested 
that its members be given more 
freedom in selling parts to car 
dealers. They are particularly in- 
terested in Volkswagen parts 
made by outside vendors. 

It looks as if the group at Daim- 
ler-Benz which wants the Mercedes 
to have a new grille instead of the 
traditional radiator-type front may 
have won their argument. The new 
1.9 liter four-cylinder sedan may 
be the first model to use the grille 
thus far reserved only for sport 
cars. 





We Challenge Them All 
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Only Casco Gives Power to Spare for Consistent Performance Under All Conditions 
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‘Peterson Sees 


30 Million Trucks 
In U. S. by 1976 


PHILADELPHIA. — There 
10 million trucks on the road at 












vere & 


the beginning of 1956, but the fizure — 
could rise to 30 million within 29 | 


years, P. O. Peterson, 
Mack Trucks, Inc., told the Finan- 
cial Analysts of Philadelphia. 

Peterson cited four factors to 
back up his forecast: The trend to- 
word decentralization and the re. 
sulting growth of suburban areas, 
continuing high levels of public 
and private construction, Federal 
and state highway programs and 
the need to step up mining and 
logging activity. 

The Mack executive contended 
that his company is in an “excellent 
to benefit from these 
Mack’s registrations 
climbed 79 percent last year, he 
said, compared with a 40 percent 
rise for the entire heavy-truck in- 
dustry. 


He said the company’s order 


| backlog is three times that of a 


year ago and that Mack last year 
sold 42 percent of all vehicles in 
the “increasingly important diesel 
market.” 


Buy at Home 
9 Long Island Dealers 
Team Up in Ads 


HEWLETT, N. Y. — “Only your 
local new-car dealer has your in- 
terest at heart,” said the nine fran- 
chised dealers of Long Island’s Five 
Towns area in one of a series of 
cooperative advertisements urging 


| residents to buy at home. 


In the full-page presentations, 
the dealers set forth their code of 
ethics which includes fair prices 
and tradein allowances, proper in- 
spection and service before and 
after purchase and accurate adver- 
tising. 

“Remember,” the ads _ conclude, 
“the purchase of ‘a car is only the 
primary step.” 





Casco puts 25 years of know-how, experience and research into producing 
the most efficient fully automatic motorized antenna ever made. Above all 
this Casco Antenna is designed for fully automatic operation, and gives 
power to spare for consistency of performance under all conditions. No 
other antenna can match Casco in push-pull values and power that are 


all important to dependable automatic operation. 
CASCO DELIVERS POWER MORE EFFICIENTLY 


Simply turning on the radio activates the Casco motor which extends the 
Antenna mast. In a fully automatic antenna with low push factor, this 
could mean trouble right away, for if the antenna mast is bent, iced, 
jammed with grease, grime or bugs, the motor cannot overcome the re- 
sistance. Consequently, the motor continues to run without raising the an- 
tenna and soon burns itself out. It is virtually impossible for the Casco 
antenna to become jammed, because the Casco motor and drive deliver 
power to spare even under the most adverse conditions. Designed to 
deliver a minimum of 20 pounds of push, the Casco drive supplies power 
(nearly twice that of others) which enables the mast to go up to the point 


of limit switch actuation under almost any conditions. 


Casco’s automatic limit switch actuating mechanism itself is based on one 
of the oldest and time-proved of all engineering principles, the Geneva 
movement. This is a positive, sure-fire method in controlling the mechanism 
—of extreme importance in a fully automatic operation—and another 


feature that is exclusive with Casco. 
UNIQUE BALANCED DESIGN 


Casco’s unique balanced design assures longer life—longer, in fact, than the 
normal life expectancy of the car itself. This exclusive Casco design is 


NOISE REDUCTION DOUBLY IMPORTANT IN FULLY 
AUTOMATIC ANTENNAS! 
Because the fully automatic antenna goes up whenever the radio 
is turned on, it is extremely important that the mechanism run 
quietly so as not to interfere with the listener’s hearing of the 


radio itself. This reduction of noise is doubly important, because 


instead of occasionally putting the antenna up and down, the 
car owner with a fully automatic antenna raises and lowers it 
automatically every time the radio is turned on and off. This y 
continued use of the antenna means extra wear in other anten- 
nas. But thanks to better design, the Casco antenna takes this 
extra beating and keeps right on operating at maximum efficiency. ¥. 


SUPERIOR MAST CONSTRUCTION 


Casco’s costlier mast construction further assures a more trouble- 
free operation. It is designed for greater strength against wind 
pressures, bending, and the like. Casco’s exclusive design assures 
a rattle-free operation and contributes further to the elimina- 


tion of 


noise. 


ig 


MAST CAN BE PRE-SET TO DESIRED HEIGHT 
Fully extended the Casco Antenna mast measures 60’’. * 
However, the mechanism can be pré-set, to the car 4 
factory’s specifications, for any intermediate height ‘ 


within a two inch override for in-factory adjustment. 
Once this height is pre-determined, the Casco antenna 
automatically operates to this height.‘In this way, the 


unusual in that it utilizes a friction drive, but is so constructed that wear is 


greatly reduced. To accomplish this, two spring-loaded pressure pads are 
diametrically opposed against the shaft, thus assuring a more balanced 
loading and allowing the mechanism to operate at maximum efficiency. 
And, even extreme conditions cannot upset this balance. The longer life 
of the Casco Antenna is further assured by the use of a specially processed 
flexible nylon reed and nylon gears which are practically indestructible. 
Besides making possible a much longer wearing unit, nylon gears combined 


with unique design give smoother, quieter operation. Wear on the gears is 
further reduced by Casco’s ingenious method of lubrication. 


Buick « 
Oldsmobile « Packard « Pontiac « 


Casco Products Corporation, Bridgeport 2, Conn. 


Chrysler « 


car owner is saved a lot of grief that comes from bump- > - 


ing low garage door frames, overhanging trees and 
the like. 


MORE THAN EVER— 
CASCO IS THE UNCHALLENGED LEADER IN MOTORIZED ANTENNAS! 

Twice As Many Casco Motorized Antennas in Use Than Any Other. - 
Casco is the Standard Motorized Antenna on these fine cars: 
De Seto + Lincoln * Mercury 

Ford of Canada 
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car -conscious customers are finding out why | 





you choose Rayon Cord Tires 





as original equipment 


: 
| 
/ 
; 


Split-second starts . . . careening around corners at high speeds . . . screeching 

4 4 . halts. If Rayon Hi-Test Tires are safe for ambulances, you should know they're 

For safety in emergencies...Rayon Hi-Test civtups Seetlibceapedapenemeinetemianamee 
a el a ec real grows stronger as tires run hotter at high speeds. No wonder 9 out of 10 cars 


*. 
T C d . . sah. ride on Rayon. For premium safety at no premium in price, insist on RAYON HI- | 
ire or +++ Almost every ambulance relies on rayon tires for high TEST Tires. They're standard equipment on every auto manufacturer's new 22." | 
twee 


speed driving under all conditions... proof that you can depend on rayon! 1956 models. American Rayon Institute, Inc, 350 Fifth Ave, New York,1,N.¥. Tee 


Be sure you ride on RAYON—world’s leading tire Core 


This is the second ad in the American Rayon Institute’s new 1956 series reaching 
over 73,000,000 customers through four-color ads in Life, Post and Collier’s. 


These ads tell new-car prospects that— We’re keeping your customers 


* emergency vehicles—ambulances, police cars, fire engines— sold on the tires you sell 
depend on the safety of rayon cord tires 


* rayon tire cord is now 20% stronger than ever, pound for pound 
as strong as steel 


¢ 9 out of 10 cars ride on rayon cord tires .. . they deliver premium 
safety at no premium in price 





¢ Rayon—the world’s leading tire cord—is standard equipment American Rayon Institute, Inc. 
on every auto manufacturer’s models 350 Fifth Avenue, New York 1, N. Y. 
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Chevrolet's Top Truck Salesman— 


L. D. Robinson, second from right, of Wallace Chevrolet Co., Albany, Ga., receives | 
a $10,000 savings bond as the winning truck salesman in Chevrolet's national | 
“Double Payoff" contest. From left are Norman F. Ficke, Jacksonville (Fla.) zone truck | 
manager; A. J. Sawyer, zone manager; Robinson, and H. P. Sattler, Chevrolet national 
truck manager. 
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_ Lawsuits Affecting Dealers... 


Court Decisions 


By Leo T. Parker 
Attorney at Law 
T IS well known that in all states 

a contract or note is void if the 
interest charges exceed lawful in- 
terest. Recently a higher court held 
that if the purchaser is compelled 
to pay interest on insurance and 
carrying charges, the note signed 

by the purchaser is void and un- 
collectible. 

For illustration, in General Con- 
tract Corp. v. Duke, 270 S. W. 
(2d) 918, the testimony showed: 
One Duke purchased a 1950 Olds- 


mobile from O’Neal Auto Co. Here | 


are the figures on the invoice de- 
livered to Duke: Price of Olds- 
mobile, $2,117; less value of Buick, 
traded, $677; cash paid, $50, bal- 
ance due, $1,390; insurance and 
carrying charges, $333.44. 

Duke signed a note for $1,723.44, 
which included the insurance and 


carrying charges of $333.44. 

In later suit the higher court held 
that Duke’s note was usurious and 
void. The court said: “The test of 
usury is whether a borrower prom- 
ised to pay a greater rate of inter- 
est than the law permits, and 
whether the lender knowingly en- 


tered into a usurious contract.” 
a * * 


Dealer Liability 


J C. WILKINS, Denver, asked 
ie this question: “Is an automo- 
| bile dealer liable for theft of an 
employe’s automobile from a park- 
|ing lot furnished free to employes? 
| According to a recent higher court 
| the answer is, no. 





For example, in Clearwater v. 
| Wheeler, 49 S. E. (2d) 184, the testi- 
| mony showed that an employer fur- 
nished a parking lot free for use 
| of its employes. 

One day an employe drove his 
automobile onto the parking lot 


and removed his switch keys. 








(Excerpt from Ward’s Automotive 
Reports— March 26, 1956) 


Look what GMC started! 


UR first Hydra-Matic truck was the first 
‘‘automatic’’ in the volume truck field. 


Today, as the clipping suggests, we have plenty of 
company. 
But, we’ re still at the head of the class. 


In the past two years, our Hydra-Matic sales have 
soared 91.1%. That almost equals the automatic-shift 
volume of the ‘‘low-priced two’’ combined. 


Last year, we-took 41.5% of the entire self-shifting 


truck market. And we topped all comers in every 


weight class. 


Today, our Hydra-Matic: production has leaped to 
33% of all the up-to-one-tonners we produce. And 
we’re now hitting 14% in the 2%-ton class— 18% of 
3-4%-tonners and 16% of 5-ton-and-over models. . 


That’s just one more reason why it’s great to be-a 


GMC dealer! 


GMC TRUCK & COACH 
A General Motors Division 


The better you know GMC...the better the truck business looks 


a 


—— 


While the employe was at work 
his car was stolen. 

The lower court held the em- 
ployer liable but the higher court 
reversed the verdict, saying: “It 
would have been impossible for the 
defendant (employer), under the 
plan followed in this case, to pro- 
tect an employe’s car during the 
hour the gate was unlocked. There 
was no check on any car and no 
effort made to see that any par- 
ticular employe got his own car.” 

* a * 


Contracts and Leases 
ONSIDERABLE discussion hag 
arisen from time to time over 

the legal question: If an automo- 
bile dealer leases real property on 
a year’s contract what is his lia- 
bility if he refuses to renew the 
lease and yet stays on the premises 
after the lease expires? Another 
legal question involving practically 
the same law is: If an employer 
hires an employe for a year and 
nothing is said at the end of the 
| year whether the employe is hired 
| for another year, when can the em- 
| ployer without any liability dis- 
charge the employe? 

Modern higher courts consist- 
ently hold that rental, lease, and 
employment contracts are auto- 
matically extended for a period 
| equal to the term of the original 
contract, if the same relations 

between the contracting parties 

| continue after expiration of the 
| original contract. 
| For example, in Magnolia Co. v. 
| Davidson, 38 S. W. (2d) 634, it was 
| Shown that an automobile dealer 
|} and an employe entered into a writ- 
| ten contract by the terms of which 
| the former agreed to hire the latter 
| for one year and pay him $250 per 
|month, At the end of the first year 
the employe was permitted to con- 
tinue in the employment. At the 
| termination of nine months of the 
second year the employer dis- 
charged him. 

The employe sued to recover sal- 
ary from the date of his discharge 
to the end of the second year. The 
employer attempted to avoid lia- 
bility on the grounds that he had 
not contracted to employ the em- 
ploye the full second year. 

However, since a new contract 
was not made at the end of the 
first year, and the same relation 
| between the employer and the 
| employe continued into the sec- 
ond year, the higher court held 
the employer liable for payment 
of the employe’s salary for the 
remainder of the second year. 

This court said: “When one en- 
ters into the service of another for 
a definite period, and continues in 
|the employment after the expira- 
tion of that period, without any 
|new contract, the presumption is 
that the employment is continued 
on the terms of the original con- 
tract and that provisions and re- 
strictions forming essential parts 
|}of the contract . . continue in 
| force ... The evidence was amply 
sufficient to support the allegation 
| that defendant (employer) had re- 
| newed the contract for a period of 
| one year.” 





* * * 


Ky. Fair-Trade Act 


Ruled Unconstitutional 
LOUISVILLE. — Kentucky’s fair- 


of minimum resale price contracts 


Stuart E. Lampe. 





state to minimum resale prices 
through contracts signed by only 
one retailer. 


The ruling came in a suit in 









































































trade act has been held unconstitu- = 
tional as it applies to nonsigners © 


in an opinion by Circuit Judge § 
He ruled unenforceable the “non- . 


signer” clause which allows manv- | 
facturers to bind all retailers in the 7 


which General Electric Co. sought | 


to force the Amé@rican Buyers Co- 
operative, Inc., Louisville, to re- 
frain from selling GE appliances at 
prices lower than those agreed to 
by another Louisville retailer. GE 
is appealing the ruling. 


of * * 


County Tax on Vehicles / 


Ruled Illegal in Texas 


AUSTIN, Tex. — The Harris 
County “wheel tax” on motor vehi- 
cles to secure purchase of rights of 
way for highways has been de- 
‘clared unconstitutional by the 
Texas State Supreme Court, which 
has. held that a tax of this nature 
can only be imposed by a general 
state law. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


San Antonio 

April new-car registrations in San 
Antonio amounted to 1,337, down 14 
percent from the previous month’s 
1,560. 

A mild increase of 4 percent 
pushed new-truck registrations 
from 207 in March to 215 in April. 

Registrations of new cars by 
make were: Chevrolet, 431; Ford, 
341; Buick, 129; Pontiac, 100; 
Oldsmobile, 99; Mercury, 47; 
Plymouth, 46; Dodge, 44; Cadil- 
lac, 20; DeSoto, 13; Hudson, 13; 
Studebaker, 12; Chrysler, 10; Lin- 
coln, 9; Packard, 8; Nash, 7; Im- 
perial, 3; Continental, 2; MG, 2, 
and Willys, 1. 

Truck registrations were: Ford, 
63: Chevrolet, 60; International 39; 
GMC, 28; White, 18; Dodge, 2; 
Mack, 2; Willys, 1, and miscellane- 
ous, 2.—(J. H. Reed.) 


* * * 


Dallas 


A jolting 36 percent decline in 
new-car registrations was recorded 
in Dallas during April when the 
total was 2,298, compared with 3,623 
in March. 

New-truck registrations fell 9 
percent, from 644 in March to 586 
in April. 

By make, April car registra- 
tions were: Chevrolet, 829; Ford, 
556; Buick, 223; Oldsmobile, 152; 
Pontiac, 91; Mercury, 83; Plym- 
outh, 78; Cadillac, 69; Dodge, 53; 
DeSoto, 28; Studebaker, 25; Volks- 
wagen, 18; Nash, 17; Chrysler, 
16; Lincoln, 16; Hudson, 15; Pack- 
ard, 11; Willys, 5; Austin, 4; MG, 
3; Renault, 2; Anglia, 1; Jaguar, 
1; Porsche, 1, and miscellaneous, 
1. 


Truck registrations were: Chev- 
rolet, 194; Ford, 135; White, 108; 


International, 66; Mack, 38; GMC,| eral-aid participating contracts 


26; Dodge, 6; Reo, 4; Willys, 4; Ken- 
worth, 2; Autocar, 1; Diamond T, 
1, and Studebaker, 1.—(Ruby Fen- 
oglio.) 

* * + 


Flint 


New-car registrations in Flint, 
one of General Motors’ leading 
plant cities, totalled 1,873 in March, 
compared with 2,151 in the previous 
month. 

Buick was ousted from leadership 
by Chevrolet, which registered 695, 
compared with 412 for Buick. In 
third place was Ford, with 307. 

Other registrations were: Pon- 


tiac, 120; Oldsmobile, 87; Cadillac, | 


72; Plymouth, 52; Mercury, 43; 
Nash, 21; Dodge, 20; Chrysler, 12; 
DeSoto, 6; Studebaker, 6; Lincoln, 


U.S. C of C Raps 
Budget Cuts on 


Business Studies 


WASHINGTON. — Full restora- 
tion of House cuts in Department 
of Commerce budget requests for 
statistical studies is “imperative” to 
avoid delays in charting a number 
of important business trends, the 
Chamber of Commerce of the 
United States has advised Congress. 

The chamber said accurate and 
timely forecasting of business 
events benefits the general public 
and Government as well as _ busi- 
ness. 

The chamber asked for full 
restoration of cuts totalling $1,807,- 
000 in department requests affect- 
ing the following statistical 
programs: 

Improvement in retail trade in- 
ventory and foreign trade statistics. 

The 1957 census of governments 
to provide data on the income, 
Spending, debt and other items of 
State and local finance. 

The proposed National Housing 
Inventory which would provide the 
first measurement since 1950 of the 
nation’s housing supply and _ its 
characteristics. 

Improved consumer expenditure 
estimates in the national income 
Series and improved monthly es- 
estimates of manufacturers’ inven- 
tories, sales and orders. Also, re- 
sumption of quarterly publication 
of data on business births and 
deaths. 

Improved construction statistics. 









| 





4; Packard, 2, and miscellaneous, 
14, 

Truck registrations amounted to 
183 in March, compared with 151 in 
the previous month. 

By make, they were: Chevrolet, 
101; Ford, 35; GMC, 31; Interna- 
tional, 8; Willys, 3; Mack, 2; Dodge, 
1; White, 1, and miscellaneous, 1. 

* * + 


Toledo 


New-car deliveries during April 
in Toledo and Lucas County, O., 
continued to sag under a year ago. 
For the first four months of 1956 
they were 1,128 behind the same 
period of 1955, the Toledo Automo- 
bile Dealers Assn. reported. 

April deliveries totalled 1,878, a 
decline of 275 from the previous 
month and 407 from April last year, 
association figures showed. 

Only one make, Chevrolet, 
showed a year-to-year gain for 
the month while all other makes 
were down, except for Lincoln, 
which was even. 

April registrations by make were: 


States Increase 
Road Contracts 
By $23 Million 


WASHINGTON. — Highway con- 
struction contracts awarded by the 
state highway departments and toll 
facility agencies in March amounted 
to $256 million, compared with $233 
million in March, 1955. 

Contracts authorized by the state 
highway departments for January 
through March, 1956, amounted to 
$707 million, compared with $509 in 
the same period of 1955, an increase 
of 39 percent. 

Of the total of $707 million, Fed- 


amounted to $394 million, or 56 per- 
cent; state and local contracts (non- 
toll) $132 million, or 19 percent, and 


| toll road and bridge facilities $181 


million, or 25 percent. 

A total of $2,809 million in high- 
way construction contracts were 
awarded from April, 1955, to March, 
1956, an increase of 17 percent over 
the previous 12-month period. 


Helping Hand 


Small Business Clinics 


Urged by C of €C 


WASHINGTON. — The Chamber | 


of Commerce of the United States 
has urged local chambers, trade 
associations, financial institutions 
and manufacturing firms to give 


small business a hand in manage-| 


ment problems. 

At its 44th annual meeting the 
chamber suggested distribution 
clinics, sales courses and other ac- 
tivities to increase the efficiency of 
the small businessman. 

The policy also calls for efforts 
to encourage young persons to seek 
careers in distribution and recom- 
mends concerted action to continue 
improvement of downtown areas. 


Chevrolet, 537; Ford, 458; Buick, 
200; Oldsmobile, 134; Plymouth, 
133; Pontiac, 121; Mercury, 83; 


Dodge, 49; Cadillac, 31; Chrysler, 
29; DeSoto, 23; Nash, 22; Lincoln, 
15; Studebaker, 13; Clipper, 7; 
Willys, 7; Hudson, 6; Imperial, 3; 
Packard, 2; Kaiser, 1, and miscel- 
laneous, 4.—(George E. Toles.) 

* + * 


Augusta, Ga. 

Sales of both new and used cars 
in Augusta, Ga., are in the midst 
of a seasonal upturn. The improve- 
ment has been especially noted in 
used cars, where volume is reported 


15 percent ahead of 1955. 
There has been considerable 
price-slashing on used cars, and 
terms remain liberal. Dealers 
complain that although new cars 
are moving well, profits are weak. 
Some new-car dealers report diffi- 
culties in washing out tradeins.— 
(Julanie Lampkin.) 


* * * 


Cleveland 


A continued dropping-off in auto [ 


sales plagues the Cleveland-area 
market, although good weather has 
arrived. 

For the week ended May 12, new- 
car registrations fell to 1,549, com- 
pared to more than 1,700 in the 
previous week and 1,888 in the com- 
parable week of 1955. 

Used-car sales totalled 1,609, 
about 300 under the preceding 
week and 600 under the 1955 week. 

Totals of 117 new-truck registra- 
tions and 58 used-truck transac- 
tions were well under the previous 
week.—(Sanford Markey.) 





Tech Center May Speed Process .. . 





From Lab to Consumer 


DETROIT.—The General Motors 
Technical Center will broaden the 
scope of research and engineering 
for all industry, two GM vice-presi- 
dents told 2,000 members of the 
Society of Automotive Engineers 
meeting at the newly dedicated 
facility. 

The speakers were L. C. Goad, 
executive vice-president, and 

Charles A. Chayne, engineering 
vice-president. Goad said the cen- 
ter “might shorten the time be- 
tween the discovery of something 
and its introduction to the public 
in our products.” 

Speaking of the long-range effect 
of the center, Goad said, “If you’ve 
acquired sound information, right 








C. A. Chayne L. C. Goad 


direction and correct attitudes, you 
can project these into generations 
ahead where they will multiply and 
| grow more valuable with each pass- 
ing year. 

“We like to think that the Gen- 
eral Motors Technical Center and 
its people will have just such a 
long-term beneficial effect.” 

Chayne said that while many val- 
uable projects already have been 
completed at the center, there is 
something still greater which such 
institutions tend to assure. 

“That greater thing,” he said, 
“is the freedom and the means to 
make even more important dis- 
eoveries. With the freedom and 
the means goes the challenge of 
making progress in areas already 
beneficiaries of a vast heritage 
of technical advancement.” 

In a tribute to the SAE, Chayne 








Jordan Motors Plans Modern 


Jordan Motor Co. (Ford) is erecting this modern sales and service building on a two-acre site 
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declared that automotive technol- 
ogy embraces virtually every form 
of engineering. 

“The field is, indeed, so broad 
that no one person could claim to 
be the master of it,” he said. “The 
best the individual can do is to 
have the right ingredients from 
each of the engineering fields to 
get his present project done.” 

He noted that automotive engi- 
neers “have developed the art of 
working together in groups to a 
very high degree.” 

GM reported that nearly one mil- 
lion persons atiended facility open 
houses held in connection with the 
technical center dedication. 


Population Trend | 
Seen Pushing | 


Automation Need 


NEW YORK.—Population trends 
foreseen for the next nine years! 
should encourage the growth of, 
automation by 1965, according to 
Standard & Poor’s Corp. 


By 1965, the firm said, the num-| 
ber of persons under 20 together 
with those 65 and over will com-| 
prise an estimated 48 percent of the 
total, compared with 45 percent in 
1955 and 41 percent in 1940. 


As a consequence, it was pointed | 
out, gainfully employed persons 
will have to provide for the needs 
of an increased proportion of un- 
productive people. This, Standard 
& Poor’s said, should mean less un-| 
employment and place a premium 
on technological progress, especially | 
automation. 


The company said an estimated 
increase of 15 percent in the popu- 
lation—to 190 million by 1965—sig- 
nifies a “vastly enlarged demand 
for goods and services and the need 
for a material expansion of pro- 
ductive capacity.” 

















at 615 S. St. Mary's St., San 
Antonio. Costing an estimated $330,000, the new plant will contain 48,000 square feet of floor space. The service shop will 
feature 10,000 square feet of floor space and 36 stalls, according to Charles Jordan sr., owner. 


“Here comes a new member for 
the club . . . didn’t have an 
Auto-Crat Safety Belt either.” 





Just Published! 


“AUTO COSTS” 


“AUTO COSTS” is a complete, 
concise and accurate book thet 


gives you 


FACTORY 
INVOICE 
PRICES 


of all 1956 CARS 
and EQUIPMENT 


(WHOLESALE COST) 
KNOWING YOUR COMPETITORS’ 
COSTS can save many a deal for 
you ...here are the actual facts 
and figures. You'll agree it’s 
worth many times its modest 
price of $5.00. 

Send your check today! 
Dept. 14 





AUTO COSTS 
PUBLICATIONS 


Box 224 New York ed 








CHROME NAME PLATES 


Now—new lower prices in all quan- 
tities on the finest line of die cast 
triple plated chrome name plates 
available. No sef-up charges in 
larger quantities. 





For complete details—write for the 
name of the qualified advertising 
specialty counselor nearest you! 


UNITED STATES 


NAME PLATE COMPANY 
2017 S. 29th Street, Phila 


Penna 





“Tt BUILD SERVICE PROFITS 
® with personalized 
name plates 
DETAILS ON REQUEST 





1281 SO. CHEROKEE 
DENVER, COLORADO 


STEMAC 
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SEAMLESS or WELDED 
Plea eS 

Pisa 2a 

PRESSURE 

bee Ths 

CARBON 

STAINLESS PIPE 

PSP Ue SS tei 


ida Re US I 


SERVICE STEEL 


DETROIT, MICHIGAN 


Representatives for PITTSBURGH TUBE COMPANY 
COLD DRAWN BUTT WELDED 





MILLER Zecouutable 


Car-7oe CARRIERS 


Thousands 
Sold by Car 
Dealers 
* 
Write 
for 
Details 











Now @ SIZES 


7. LONG JOHN 
for Station Wagons 
74” Long in UP Position—90” Down 


2. STANDARD 


for All Cars 
56” Long in UP Position—72” Down 


* Can be changed from car to car without 
buying expensive change-over ports for 
different makes and models. 


FITS ALL CARS! 
CLAMPS SECURELY! 
ON or OFF in a Jiffy! 


NO HOLES TO DRILL! 
Miller Saddles Lock on 
Where Car Top is Strongest. 








Wea 


MFG. CO. 


5919 Tireman, Detroit 4, Mich. 





Quantity 
PRODUCTION 


i 
GREY IRON 
ONE OF THE NATION’S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 
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By Martin L. Whitmyer 
Staff Writer 
General Motors, Ford Motor and | 
Chrysler Corp. placed 1-2-3 among 
the top 100 advertisers in news- 
papers in 1955, according to figures 
compiled by Media Records, Inc., 
and released last week by the 
Bureau of Advertising of the 
American Newspaper Publishers 
Assn. 

Studebaker-Packard placed 11th 
and American Motors, the only 
auto manufacturer to show a 
smaller expenditure in 1955 than 
in 1954, finished in 21st place. 
The expenditures for the year 

cover only factory - placed news- 
paper advertising space. They do 
not include cooperative advertising 
expenditures or production costs. 

Combined automotive expend- 

itures for 1955 totalled $199,438,000, 
or a 42.6 percent increase over the} 
$139,861,000 used for newspaper ad- 
vertising in 1954, New-car adver- 
tising totalled $126,119,000 in 1955 
for a 66 percent improvement over 
the $75,957,000 spent in 1954. Truck 
and tractor advertising was up 48.8 
percent with an expenditure of $11,- 


Affecting Factories and Dealers... 


Auto Advertising 





230,000 in °’55, as compared with 
$7,545,000 in ’54. 

Expenditures among other auto- 
motive classifications showed: 
Aviation with $2,702,000 in ’55, as 
compared with $848,000 in ’54; 
gasolines and oils up from $27,- 
856,000 to $28,636,000; parts and 
accessories up from $519,000 to 
$975,000; tires and tubes up from 
$4,313,000 to $4,918,000, and miscel- 
laneous up from $22,323,000 to $24,- 
858,000. 


Among the car manufacturers 
GM was the top spender with an 
outlay of $62,587,251 for newspaper 
ads in 1955. That was a 67.4 percent 
improvement over the $37,391,415 
spent in ’54, when the corporation 
also led the nation’s newspaper ad- 
vertisers. 


A breakdown of GM’s ’55 expen- 
ditures on cars and trucks showed: 
Buick cars (new), $14,872,799; Buick 
(used), $12,173; Buick engine, 
$6,540; Cadillac (new), $3,607,707; 
Cadillac (used), $15,487; Cadillac 
and Oldsmobile combination, $17,- 
092; Chevrolet cars, (new) $15,777,- 
352; Chevrolet cars (used), $1,306,- 
709; Chevrolet trucks, $4,378,495; 
GMC trucks, $1,757,092; Oldsmobile 
(new), $7,592,775; Oldsmobile (used), 
$48,140; Pontiac (new), $7,912,309, 
and Pontiac (used), $193,198. 


Ford Motor spent $29,610,982 on 
newspaper advertising in °55 to 
register a 64.5 percent increase 
over ’54’s expenditure of $17,- 
999,652. 

Broken down by divisions the 
company spent $197.863 on Conti- 
nental; $3,041 on Continental and 
Lincoln combinations; $15,592.498 on 
Ford cars; $2,388 on Ford engines: 
$25,932 on Ford engines; $2.392.996 
on Ford trucks; $351.345 on used 
Ford cars; $754.840 on Lincoln 
(new); $1,754,022 on Lincoln and 
Mercury combinations; $6,222 on 
Lincoln and Mercury (used), and 
$7,246,826 on Mercury (new). The 
remainder was spent on _ institu- 
tional advertising and promotion of 
the Anglia car. 


Although Chrysler Corp. placed 
third among the advertisers. it 
showed the biggest percentage gain 
among all the auto makers. 


The corporation expended $24.- 
058,711 in 1955 to register a 104.1 
percent increase over the $11,787,- 
596 spent on newspaper advertis- 
ing in 1954. 

A breakdown of the corporation’s 
auto manufacturing divisions 
showed Chrysler (new) with $4,- 
746,765; Chrysler and Plymouth 
combinations (new), $160.222; Chry- 
sler (used). $132,036; DeSoto (new), 
$1,967,162; DeSoto and Plymouth 
combinations (new), $345,847; Dodge 
cars (new), \$6,572,751; Dodge and 
Plymouth combinations (new), 





(used), $15,018. The remainder of} 
the budget expenditures were used 





newspaper advertising in ’55 to 
register an 18.2 percent gain over 
"54 when it spent $5,121,118. 


A breakdown by divisions showed 





Packard (new) with an expenditure 
of $3,120,042; Packard (used), $28,- 
319; Studebaker cars (new), $2,632,- 
235; Studebaker trucks, $103,361. 
The remainder of the budget went 
for institutional advertising and 
promotion of the Students Interna- 
tional Travel Assn. 


AMC spent $3,376,354 for news- 
paper advertising in '55 to show a 
15.9 percent decrease from the $4,- 
015,528 spent a year earlier. The de- 
crease also dropped the corporation 
from 13th place in ’54 to 21st last 
year. 


Broken down by automotive 
divisions the corporation spent 
$1,000,517 on Hudson (new) ; $2,407 
on Hudson and Nash combina- 
tion; $2,184,470 on Nash (new), 
and $61,316 on Nash (used). The 
remainder of the corporation’s 
expenditures was used for pro- 
moting products of its appliance 
divisions and institutional adver- 
tising. 

A breakdown of advertisers in| 
allied fields showed Socony-Mobil 
Oil Co. (31st) with $2,562.350 in '55, 
as compared with $2,389,393 in °54; 
Westinghouse Electric Corp. (33rd). 
up from $2,184,427 to $2,514,967; Gulf 
Oil Co. (34th), up from $2,048,242 to| 
$2,495,161; Shell Oil Co. (37th), up 
from $1,752,079 to $2,407,907; Stand- | 
ard Oil Co. of New Jersey (42nd), 

down from $2,389,288 to $2,311,542; 
Sun Oil Co. (44th), up from $1,610.- 
937 to $2,188.692; Monsanto Chemi- 
cal Co. (45th), down from $4,101.- 
841 to $2,163,223; Goodyear Tire & 


It's Pops, Dad! 
Light Music Is Preferred 


On the Highway 


DETROIT. — Motorists owning 
Highway Hi-Fi equipped cars pre- 
fer music of the light, popular vari- 
ety, according to Chrysler Corp. 

This is based on records motor- 
ists choose when ordering addi- 
tional platters for their record play- 
ers which Chrysler introduced on 
all its 1956 cars. 

Here are the leaders in the high- | 
way hit parade: 

1. “Columbia Hall of Fame’— 
Percy Faith, Doris Day, Mitch 
Miller, Rosemary Clooney on one 
side, Les Elgart’s band on the re- 
verse. 

2. Lee Raine and orchestra, 


3.Sammy Kaye’s “Dreamy 
Moods” and “Swing and Sway.” 





4. “I Love Paris” and “Holiday | 
in Rome” by Legrand and orches- 
tra. 

The original packet of six which 
comes with the player includes Dis- 
ney’s “Davy Crockett” reported 
tops with kids. 


Rubber Co. (46th), down from $2,- 
267,630 to $2,110,507. 

Borg-Warner Corp. (50th), up 
from $722,908 to $1,982,556; Standard 
Oil Co. of Indiana (51st), up from 
$1,469,876 to $1,870,732; Firestone 
Tire & Rubber Co. (76th), up from 
$949,585 to $1,331,551; Continental 
Oil Co, (80th), up from $770,870 to 
$1,251,430; Texas Co. (86th), down 
from $2,172,663 to $1,125,092; Stand- 
ard Oil Co. of California (92nd), 
down from $1,223,070 to $1,043,057; 
Avco Mfg. Co. (94th), down from 
$1,379,852 to $1,016,306; DuPont de 
Nemours & Co. (95th), up from 
$818,794 to $1,011,280, and Union 
Carbide & Carbon Corp. (96th) up 
from $939,235 to $1,003,377. 

Kaiser-Willys spent $605,495 in 
1955; International Harvester, $235,- 
185 for truck ads, and Reo, $100,556, 

* + * 


Breakdown on N. Y. Market 


“The Unknown Frontier for 
Business,” the New York Times 
latest breakdown of the New 
York market, is now available. 

Copies of the 32-page booklet 
may be obtained by writing on 
business letterhead to the Re- 
search Department, New York 
Times, Times Square, New York 
36, N.Y. 


* * * 


Add Names 


Jeane V. Bice has been appointed 
art director for the Detroit office 
of McCann-Erickson, Ine. 
He formerly was art director for 
MacManus, John & Adams, Inc. 
Bloomfield Hills, Mich. 


a * * 


Robert M. Fitzgibbons has joined 
D. P. Brother & Co., Detroit, as 


|}account executive and has been 


assigned to the New Departure 
account. Fitzgibbons succeeds Al- 
bert C. Cochrane, who recently was 
transferred to the Hollywood office 
to supervise the agency’s West 
Coast advertising. 
* x = 
David Douglas Duncan, formerly 
with Life magazine, has joined the 
editorial staff of Collier’s magazine. 
* * * 
Thomas F. Brennan has joined 
Geyer Advertising, Inc., as copy 


| group head. Brennan formerly was 


with Maxon, Inc. 
= * = 


Jules Richards has joined the 


|merchandising department of the 


New York Herald Tribune. For the 
past 10 years, Richards has held 
creative-executive posts with New 
York advertising agencies. 
* * cd 

John W. Sangston has been 
named as advertising representa- 
tive in the philadelphia office of 
Woman’s Home Companion. He 
succeeds James Greer who recently 
resigned. Prior to joining the mag- 
azine Sangston was a sales repre- 
sentative for Bride-to-Be magazine 


|and Department Store Economist. 
| * 


* * 

Sheldon Widmer, former assist- 
ant to the president, has been 
named vice-president of Edwards 
& Deutsch Lithographing Co., Chi- 


|cago. Widmer is in charge of the 


merchandising and publishing divi- 
sion of the firm. 





Joseph Wins Top Sweepstakes Prize— 


Winning top prize in a sales sweepstakes was cause for celebration at Oliver C. 
$395.287; Dodge trucks, $991,457; | Joseph, Inc. (Dodge-Plymouth), Belleville, Ill. Oliver C. Joseph, dealer, was awarded 
Dodge cars (used). $88,456; Plym-|a trip to Paris or $2,500 as first prize for dealerships his size in the St. Louis dis- 
outh (new), $6.820,874; Plymouth | trict. From left are, front row, J. R. Davis, Dodge regional manager; Ed Hill, who 


Plymouth regional 


placed second in individual competition by selling 17 new cars during a one-month 
period; Richard Korte, 


assistant sales manager; A. J. Mehrie, 


for institutional and Chrysler Air- Plymouth district manager; Joseph; his son, Oliver Dee; and Maurice Petri, a salesman, 


temp advertising. 


S-P expended $6,052,792 for 


White and William Harris. 


Top row: Salesmen Paul Mueth, William Lugge, Wolter Trost, Ralph Daubach, Tom 
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Highways 








More than 96 percent of cars 
checked in a week by police in Val- 
paraiso, Ind., were found to be in 
perfect condition, according to Dale 
Gott, police chief. Only 36 of 1,011 
were found to be defective. ; 

Thirty-three cars had a single 
defect and three had more than 
one. One car failed to pass any of 
the tests. Among the defects were 
tail lights, 20; mufflers and exhaust 
systems, 4; headlights and glass, 2, 
and brakes and horn, 1. 

* * * 
Driver-Training Aided 

Arkansas State Teachers College, 
Conway, Ark., will expand its 
driver-training program this sum- 
mer under a $2,500 grant from the 
Allstate Foundation of Allstate In- 
surance Co. The fund will provide 
scholarships for 22 teachers who 
wish to qualify as instructors in a 
two-week course beginning July 9. 

a = 


2 Milwaukee High Schools 


To Get Driver Courses 


In a compromise action, the Mil- 
waukee school board voted to start 
experimental behind-the-wheel driv- 
ing courses in two high schools 
next fall. 

George Hampel jr., board presi- 


Syracuse Seeks 
To Charge Tax 


On Auto Excises 


SYRACUSE. — New-car buyers 
will have to pay a tax on a tax 
if plans of the city sales tax bureau 
are approved by the State. 

The City bureau wants to extend 
its 2 percent levy to the full price 
of a new car, including the amount 
represented by the Federal excise 
tax. The proposal would add $3 to 
$10 to the price of a new auto. 

It is understood that the State 
enabling act would have to be 
amended to permit the practice. 
Syracuse now exempts the excise 
tax from the City levy, but it does 
not exempt the distribution and 
handling charges included in the 
manufacturer’s price. 

Earlier this month, New York 
City officials ruled that the City 
would not collect sales tax on 
excise, distribution and handling 
charges. 

In its auto plea, Syracuse may 
cite a State ruling allowing sales 
tax to be collected on the full retail 
price of liquor. The ruling is being 
appealed. 


Butts Sells Out 
Last Wichita Deal 


WICHITA, Kans. — End of a pio- 
neer auto family in Wichita was 
marked last week when ownership 
of Butts Cadillac-Oldsmobile Agen- 
cy, 1900 E. Douglas, was assumed 
by Irvin B. Hamilton. Hamilton 
formerly owned an Oldsmobile 
dealership in Winnepeg, Man., and 
has resided in Phoenix, Ariz., for 
the past two years. 

In 1907, J. Arch Butts sr. opened 
the first Buick dealership in Wich- 
ita. John Butts, nephew of the 
founder, sold Butts Buick to Ben 
Robinson in April. J. Arch Butts jr., 
who sold the Cadillac-Oldsmobile 
agency, will take over a similar 
dealership in Monterey, Calif. 


Don Allen Acquires 


Holyoke (Mass.) Deal 


HOLYOKE, Mass. — Chevrolet 
dealer Don Allen has announced 
the acquisition of Herbert W. Scott, 
Inec., here. It will be operated as 
Don Allen Chevrolet, Inc., and Ed- 
gar A. Nacke will be president and 
general manager. 

Other Allen dealerships are in 
Buffalo; Albany; New York City; 
Pittsburgh; New Castle, Pa.; En- 
glewood, N. J.; Wilmington, Del.; 
Miami, and Stuart, Fla. 


Buyers ‘Tax’ Patience 
CHICAGO. — Chicago dealers re- 
port, along with other spring woes, 
that many buyers refuse to pay 
the use tax to the dealer and in- 
Sist on paying it direct. The Chi- 
cago Automotive Trade Assn. has 
warned that dealers are liable if 
they do not collect the use tax. 





dent, had proposed courses in all 
high schools. Supt. Harold S. Vin- 
cent contended this would be too 
expensive. Another opponent com- 
plained that pupils taught to drive 
“will be tempted to drive some- 


body else’s car without permission.” 
* + + 


Florida Reciprocates 


Florida has established its first 
reciprocal agreement with another 
state on automobile financial re- 
sponsibility. The reciprocating state 
is Tennessee. 

* * = 


Special Highway Signs 
To Be Used in Kansas 
Kansas is going to use several 
new types of highway signs this 
year in an effort to cut traffic fa- 
talities. 
One will surround the conven- 


tional railroad crossing sign with 
red, reflectorized “rising sun” rays. 
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Another will mark narrow bridges. 
A third will be a reflectorized sign, 
four by six feet, reading: “You 
Slow Down and Live.” 

+ +. * 


Road Parley Scheduled 


Representatives of about 20 state 
highway departments will be in- 
vited to attend a week-long pilot 
conference on highway manage- 
ment which opens July 15 at Cor- 
nell University, Ithaca, N. Y. Spon- 
sors are the American Assn. of State 
Highway Officials and the National 
Highway Users Conference. 

+. * + 


Michigan Blames Speed 
For 45% of Accidents 


Joseph A. Childs, commissioner 
of the Michigan State Police, has 
reported that one or more drivers 
were reported to be violating the 
traffic law in nearly three out of 
four fatal accidents recorded in the 
state during 1955. 

Accidents took 2,004 lives, injured 
62,234 and cost an estimated $240 
million, Childs said. He said that 
excessive speed was the most com- 


total, 






U. S. Envoy Visits Nash Display— 


V ) Clare Booth Luce, U. S. Ambassador to Italy, is shown viewing the Nash exhibit at 
mon violation, 45 percent of the | the Turin Automobile Show. To Mrs. Luce's right are Walter Merz, Nash regional 


export director, and S. Loverdoes, Nash distributor. 
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motor oil 


A 
of sludge damage AbEm 17 


the greatest enemy of modern motors ! 


Sell it under Alemite’s 


unconditional money-back guarantee 


Seventy percent of today’s driving is 
low-temperature stop-and-go! Result: 
Unburned gasoline, carbon and acids 
form destructive sludge to an alarm- 
ing degree! This by-product of mod- 
ern motoring has easily become the 
Number One Enemy of car motors. 
Now, for the first time—there is a 


BEFORE — Photograph of 
car’s oil screen after serv- 
ice test using conventional 
motor oil. Note filter-clog- 
ging deposits of sludge. 


AFTER—Clean, sludge-free 
oil screen after identical 
service test made with new 
Alemite Motor Oil (unre- 
touched photographs). 








Patol 


Direct to: 
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motor oil that effectively checks 
sludge damage! This entirely new 
kind of motor oil—made only by 
Alemite—eliminates 90% of all sludge- 
caused damage and economy loss! 
Maintains motor performance and 
long life. Keeps engines clean-run- 
ning and powerful . . . gives complete 





Ask Your Alemite Representative FiTINT Thi 
For Information—Or Write 


Alemite, Dept. C-56 
1826 Diversey Parkway 
Chicago 14, tll. 


gol a-Ta Customer, 
are Plan! 









protection at hot highway speeds or 
in cool-engine stop-and-go driving. 
Ask your customers to try new 
sludge-fighting Alemite Motor Oil on 
Alemite’s unconditional money-back 
guarantee. It’s one sure way to keep 
them satisfied—and to keep them com- 
ing back to your service department ! 


And here’s what Alemite offers 
to help you sell its new wonder motor oil! 
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ALEMITE 


MOTOR OIL 
A Product of STEWART-WARNER CORPORATION 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


‘My Dealer Said Yes’ 


EMBERS of the Scranton (Pa.) 

New Car Dealers Assn, com- 
bined for a newspaper advertise- 
ment which stressed the impor- 
tance of doing »usiness with a 
franchised dealer. 

The ad asked four questions 
and declared, “My dealer an- 
swered yes” to all four. 

The questions were: “Will I get 


a written, factory-endorsed guaran-| 
tee? Will I get a new-car title cer-' 


tificate? Will I get factory-approved 
service by factory-trained mechan- 
ics? Will I get genuine parts and 
accessories ?” ‘ 

oe * 


Luring Neighbors 


ATZEL Oldsmobile, Pasadena, 
Calif., used a full-page news- 
paper ad addressed to car owners 


he ad said. “And we mean satis- 
fied with the courteous treatment 
you receive. Satisfied with the close- 
in convenience of our service. Satis- 
fied with the quality workmanship 
of our service. Satisfied with the 
new model or used car of your 
choice.” 
* * * 


Clean Cars for Charity 


ALLES-GROESBEECK CHEV- 
ROLET Co., Albuquerque, N. 
M., loaned its facilities to a Down- 
town 20-30 Club for a Sunday car- 
wash bee. The event was staged to 
raise money for the club’s charity 
fund. 
Club members served coffee to 
waiting car owners. 
* * 


Hail Sale 
UICK action by Shortman Mo- 


* 


insurance agency to average ov 
losses on the cars so it could go 
ahead and sell them. 


Next day, newspaper ads liste@ 
“before” and “after” prices. Diffe; 
ences ranged up to $600. 


A spokesman for the firm said it 
wound up with its normal profit— 
and quickly moved the 110-car in- 


ventory. 
* * * 


Egged On to Eat Crow? 


A*™ ADVERTISING gimmick may 
wind up in hundreds of scram- 
bled eggs for A. D. Penner, auto 
dealer in Steinbach, Manitoba. 


A few weeks ago he offered a 
50-cent discount on the price of a 
new or used car for every crow-egg 
a customer could turn in. For qa 
week everything was rosy. It wag% 
too early for crow eggs. q 

Then came a letter from Donat 
Descoteaux, St. Genevieve, ask- 
ing if it would be all right “if I 
start bringing in 100 dozen a 
week.” At that rate he would be 
receiving a $600 weekly discount. 

Penner said he would stand by 
his offer. ’ 


of neighboring Altadena, urging tor Co., Topeka, Kans., pre- 
them to shop at Natzel. vented loss after a severe hail- 
Altadena has no Oldsmobile deal-| storm. Within five hours after the 
ership. storm struck, Shortman was adver- | 
“You are only seven minutes} tising on local radio its “Hail Sale.” | 


“We've never backed down on an | 
| advertising offer yet . . . if someone 
brings in 2,000 crow eggs he'll get § 
a $1,000 car.” 


Plaza Motors Opens New Building— 

This spacious showroom is one of the features of the new sales and service 
building of Plaza Motors (Cadillac-Oldsmobile), Palm Springs, Calif. Edgar L. Mc- 
Coubrey, right, is president of the dealership and N. K. McDonald, left, is general 


Ee we a a eee 


manager. 





ina newcar... 


in a used car... 


The Stainless Steel trim, molding and vital parts 
that add style and beauty to a car, inside and out, 
are features that help make the sale. 


Stainless Steel has wide customer acceptance. It’s 
easy to clean and keep clean. It’s a tough, solid 
metal that will not corrode or dent and 

stands up to gravel, ice, salt and water. 


The finish never fades and parts are easy to 
replace. Stainless Steel lasts the life of the car. It sells 
in a new car and it re-sells in a used car. 


McLoutu Stee. Corporation 
Detroit, Michigan 


away from satisfied car ownership,” 


The firm had arranged with its | 


McLoutn 
STAINLESS 


STEEL 


for automobiles 


Manufacturers of Stainless 
and Carbon Steels 


Industry Profits 
Up 35% in 755, 
‘Says U. S. Report 


WASHINGTON.—Sales, earnings 
and dividend payments for U. S. 
manufacturing corporations climbed 
| to record levels in 1955, according 
to the Quarterly Financial Report 
| for the fourth quarter made public * 
jointly by the Federal Trade Com- % 
mission and the Securities and Ex- 
| chang? Commission. ; 

The high rate of business activity 7 
| that prevailed during the first three 
| quarters of 1955 carried through 
|the fourth quarter, with sales and 
| profits after taxes in that period 
reaching record quarterly levels of 7 
$73.6 billion and $4.2 billion, re- 
| spectively. 

The report reveals that for the § 
| year 1955 earnings both before and | 
jafter taxes were considerably 
| higher—-around 35 percent — than 7 
the comparable figures reported for 
|the previous year. Profits before 7 
|taxes were estimated at $28.6 bil- 
lion, an increase of $7.7 billion for 
|the year, while profits after taxes 
| amounted to $15.1 billion, compared 
with $11.2 billion reported for 1954. 

Manufacturers’ sales amounted to ~ 
$278.4 billion, a gain of 12 percent 7 
over 1954 while at the same time 7 
costs and expenses rose by 10 per- | 
;cent. Cash dividend payments 
;amounted to $68 billion, leaving 
retained earnings of $8.3 billion, 
also a record amount. ‘ 
| Motor vehicle industry sales rose | 
29 percent and profits, 75 percent. 4 





Stringing Along 
Cord Still Making Parts 
For Vintage Autos 


AUBURN, Ind. — Cord, one of | 
the few firms still making parts 
for vintage cars, continues to pro- 
duce them in the same building 
here where the Auburn and Cord 
were produced. The last Cord was 
made in 1938 and the last Auburn 
in 1936. 

Since then Cord has kept the old 
cars rolling by rebuilding them and ~ 
by casting parts such as cylinders 
and pistons. 

Most of the orders, which come 
from all over the world, involve 
Cords and Auburns, although there © 
are frequent demands for Hupp and 
Graham parts. The firm estimates 7 





.|that about 1,500 Cords and 500 


Auburns are still on the road. 


Detroit Dodge Dealers 


Discuss Service Profit 


DETROIT. — Profit versus over- 
head in service department opera- 
tions was the subject of a recent 
dinner meeting held here at the 
Automobile Wholesale Parts Corp., 
Mopar parts distributor for Michi- 7 
gan. 

Eighteen Dodge dealerships in + 
the Detroit area were represented. © 
Principal speaker was R. C. Loman, 
Dodge regional service manager. | 
He introduced a new work-sheet * 
for service managers, analyzed the 
service operation and discussed the - 
percentage of general overhead 
paid by service departments. 
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What’s Future for New Diagnostic Equipment? 








Backshop Debate: ‘Scope versus Meter 


John T. Benedict 
Engineering Editor 
— the new oscilloscope engine | 
4 analyzers the most radical for-| 
ward step in motor service equip- | 
ment during the past 25 years—| 
and an advancement that threatens | 
to supplant conventional meter-type | 
units? | 

Or, is the oscilloscope equipment | 
slated merely to supplement present 
ignition system testers, taking its | 
place as a necessary scientific ad- 
junct in a well-equipped service) 
shop of the future? 

Is current widespread interest 


By 


by John T. Benedict 





Opinions Vary as ’Scope 
Leaves Lab for Shop 

TRONG, widespread reactions 

and differing opinions provoked 
by the recent entry of two addi- 
tional makes of oscilliscope-type 
engine ignition analyzers into the 
automotive service field caused one 
*scope enthusiast to tell me: 

“We've sure stirred up a hornets’ 
nest with our promotion of this new 
unit.” 

This just about sums up the cur- 
rent situation in the service in- 
dustries, as oscilloscope principles 
long-used in instruments for re- 
search and engineering work have 
been simplified and adapted into 
“TV-type” equipment groomed for 
invasion of the nation’s estimated 

400,000 automotive service establish- 
ments. 

Widely varying viewpoints evi- 
dence the disagreement of many 
individuals as they ponder the im- 
plications and ultimate impact of 
this radical new piece of service 
equipment. Uncertainty is the 
rule among those (tester makers 

(Continued on Page 34, Col. 3) 


in the new type of electronic 
cathode-ray tube equipment a de- 
ceptive gauge? Do some see in 
the “oscilloscope versus meter” 
controversy a false indication of 
the potential market for an in- 
strument whose ultimate applica- 
tions may be hopelessly handi- 
capped by a degree of complexity 
that precludes widespread use by 
the average mechanic? 


These questions represent the 
middle ground and extremes of a 
debate which has been raging 
among engine analyzer manufac- 
turers and throughout all segments 
of the automobile service industries 
since recent announcements that 
the oscilloscope had been simplified 
in preparation for a sweeping move 
out of the engineering laboratory 
and into the service shop. 


Answers are urgently needed by 
decision-makers whose _responsi- 
bilities range all the way from de- 
ciding “what type of service equip- 
ment should we build?” to those 
who are more concerned with a 
choice of “which piece of equip- 
ment should we buy?” 

” am * 
Meter, Oscilloscope 
Principles Differ 
ASIC differences between the 
two types of test equipment 
are, of course, “more than skin 
deep.” With the standard, meter- 
type units, an operator actually is 
making direct measurements of 
voltage, current and r.p.m, These 
readings then are interpreted by 
comparison with specifications pro- 
vided for each car. 

An essentially different type of 
instrument, the _ oscilloscope-type 
unit basically measures the se- 
quence of ignition and combustion 
events, as well as the regularity or 
non-regularity of these events. 

Its fundamental operating prin- 
ciple differs from meter-type 
equipment in that an oscilloscope 
is synchronized to engine crank- 
shaft position—with the informa- 
tion being displayed in the form 
of visual dynamic patterns ap- 
pearing on the face of the 
cathode-ray picture tube. Inter- 
pretations are based on. observa- 
tions of the pattern shape and 
its “behaviocr” in comparison with 
a known or “normal” pattern. 

The service-equipment debate had 


ENGINEERING 


NEW PRODUCTS 
Page 26 





been under way quietly for more| 


than a year, as the industry re- 
acted to introduction of an elec- 
tronic ignition analyzer by Jos. 
Weidenhoff Inc., (now Weidenhoff 
Corp.), and awaited the unveiling 
of other oscilloscope-type units 
known to be under development. 

Fresh fuel was added to the con- 
troversy at the beginning of this 
year, as cathode-ray ‘scope units 
were announced by Allen B. Du- 
Mont Laboratories and Heyer In- 
dustries. 

* * * 

A= a four-year cooperative 

development program with 
Socony Mobil, DuMont has placed 
a number of analyzers in use 
throughout the country. Heyer, thus 
far, has been taking orders on the 
strength of demonstrations of its 
hand-built prototypes, with produc- 
tion units slated for delivery later 
this year. 

The DuMont Type 901 cathode- 
ray engine analyzer is a dynamic 
tester showing ignition perform- 
ance under actual operating con- 
ditions. Its five-inch screen gives 
electronic presentation for each 
individual cylinder, permitting 
comparisons of each “trace” with 
those for the other cylinders. 

With this patented presentation 
arrangement, the appearance of one 
line being different from the others 


ASHINGTON. — Man-made in- 
dustrial diamonds now are be- 
ing produced in limited quantities 
at the Detroit pilot plant of General 
Electric Co.’s Carboloy department. 

And the process is so success- 
ful that “man-made diamonds 
will have an important impact 
on American industry and de- 

fense,” according to Dr. C. G. 
Suits, GE research director. 

Suits spoke at ceremonies mark- 
ing presentation of a cluster of 
GE’s first man-made diamonds to 
the Smithsonian Institution. 

J. S. Gillespie, manager of the 
diamond project at Carboloy, said 
industrial diamonds could become 
a $200-million-a-year business with- 
in the next decade if the cost of the 


/| man-made product can be brought 


below the cost of those now being 


mined. 
* * * 


T PRESENT, he said, commer- 
cial diamonds are being con- 


Die Castings Set Auto Record 


D® CASTINGS have penetrated 
automotive design to an un- 
precedented extent, according to a 
survey by the American Die Casting 
Institute. Researchers for the 
national association of job shop die 
casters studied both 1955 and 1956 
models of all popular makes of 
cars. 
The outstanding fact revealed 
’ by the survey is that both zinc 
and aluminum die castings have 
attained large-scale, diversified 
use in the American passenger 
car — with a steady increase 
noted in the number of functional 
parts now made by die casting. 
While die castings continue to be 
. used in external elements such as 
grilles and trim, both zinc and 
aluminum die castings are used in 
-engine parts, transmission compo- 








nents, interior trim, exterior trim, 
steering gear, heating and air- 
conditioning system parts and a 
wide variety of important load- 
carrying structural internal mem- 
bers. 


* * * 


Job-Shop Sales Exceed 


Optimistic Predictions 
5 As year, job-shop die-casting 
sales in the automotive field far 
exceeded the most optimistic pre- 
dictions, as industry production 
soared to an alltime high. Job-shop 
die casters shipped 117 million 
pounds of aluminum die castings 
for automotive parts. A _ record- 
breaking zinc total of 327 million 
pounds was consumed in automo- 
tive die castings. 
The previous high for job-shop 


aluminum consumption by the auto 
industry was 57 million pounds in 
1954. The top year for zinc was 
1950, when 173 million pounds were 
supplied by job-shop die casters. 
The trend toward functional 
die castings has resulted in ex- 
panded use of this production 
process on parts specifically de- 
signed for load-carrying capabil- 
ities — particularly in transmis- 
sions, engine parts and acces- 
sories and steering-gear parts. 
Perhaps the outstanding example 
of the apparent shift to structural 
die castings may be seen in auto- 
matic transmissions. Many torque 


converter housings now are made 

as aluminum die castings. In next 

year’s models, a trend to aluminum 
(Continued on Page 32, Col. 1) 





GE Produces Diamonds 


Carboloy Turns Out Limited Quantities 
For Industry; Cost a Problem 





means that the “trouble” is associ- 
ated with that particular cylinder. 
If a defect is apparent on all the 
lines, it is known to be common to 
all cylinders. 
* = * 
Proponent Presents 


Arguments for ’Scope 


I MAKING a general comparison | 


tected only during operation, Eck- 
lund asserted: 

“The very fact that a mechanic 
can look at the ignition pattern at 
the time a miss occurs, and im- 
mediately determine which cylinder 
or what common portion of the 
system is at fault, is an answer to 


| every mechanic’s prayers.” 


Furthermore, according to Eck- 
lund, the fact that the mechanic 


of cathode-ray analyzers to| can be certain that he has made the 


meter ignition testing equipment, E. 


proper repair increases the likeli- 


Eugene Ecklund, manager, automo-| hood that a customer will go away 
(Continued on Page 22, Col. 1) 


tive test equipment sales, DuMont, 
cites the following advantages for 
the oscilloscope. 

(1) Checks the engine while it is 
running. (2) Tests entire ignition 
system with only one set of con- 


nections. (3) Saves time by quickly 
pinpointing trouble for the me- 
chanic. 


(4) Provides a check on work 
done, so mechanic may be sure the 
trouble has been corrected. (5) 
Eliminates unnecessary parts re- 
placement, because only the proper 
correction remedies the electronic 
trace pattern. (6) Has considerable 
customer appeal. 

Ecklund says, “these points are 
simply stated, but should not be 
taken lightly.” 

After pointing out that most 
spark plug troubles can be de- 





sumed in the U. S. at the rate of 
about $50 million a year. Some 80 
percent of these go into grinding 
wheels and the rest into rock drills, 
wheel dressers, metal cutting tools 
and dies. 

About 2% tons of diamonds now 
are mined each year, principally 
in Africa with a smaller supply 
in South America. Approximately 
90 percent of them are imported 
by the U. S. 

Suits explained the U. S. is stock- 
piling industrial diamonds for de- 
fense needs and cited the necessity 
of a home-made source in case im- 
ports should be pinched off. 

Speaking of the GE process, he 
emphasized, “We are not attempt- 
ing to make stones of gem quality 
and size. The most important pros- 
pect from this discovery is that we 
will be able to make this unique 
substance available for widespread 
use in manufacturing. 

* « 7 


“FORTUNATELY, 80 percent—by 
weight—of the industrial dia- 
monds now used in the U. S. are of 
the sizes that can be produced read- 
ily by this process.” 

Gillespie said the two main areas 
of concentration are the produc- 
tion of man-made diamonds in 
quantity and at a marketable price. 


While progress is being made 
on both problems, Gillespie 
stressed that there is “still more 
to be accomplished before we will 
have commercial diamonds com- 
mercially available.” 

All details of the GE process 
have been placed under a Govern- 
ment secrecy order, but it was re- 
vealed that the company — by con- 
structing a special pressure vessel 
for use in large hydraulic presses 
—has achieved, and maintained for 
long periods, pressures of 2.7 mil- 
lion pounds per square inch at tem- 
peratures of 5,000 degrees Fahren- 
heit. 








Ailment Diagnosis— 


DuMont's TV-type Enginscope is shown 
in action checking engine ailments. This 
electronic device displays operating faults 
as light patterns on the instrument's pic- 
ture screen. 


‘Building Blocks’ 
Used to Control 


Electronic Brains 


ACKSON, Mich.—A new method 

by which industry can select 
from a series of 21 standard “build- 
ing-block” components the best 
electronic control system to regu- 
late pushbutton manufacturing 
operations from remote points has 
been announced by Sparks- 
Withington Co. 

According to John J. Smith, 
president, the modular units can 
be mass-produced inexpensively 
and can be hooked up by plug-in 
units which can be expanded or 
regrouped by semispecialist per- 
sonnel. 

They utilize a single standard 
communications channel which can 
handle hundreds of control and su- 
pervisory functions up to hundreds 





|of miles at major savings, Smith 


said. 
* a * 
H® SAID the system makes pos- 
sible a great extension of auto- 

mation since a large percentage of 
industry’s control applications now 
can be handled by the present units 
available in the assortment of 21 
electronic building blocks. 

Connecting the components for 
strategic applications can save 33 
to 40 percent of the cost of made- 
to-order systems, according to 
Smith. He said the blocks take 
up a half to two-thirds less space 
than other control networks. 

Five standard control systems 
now are available utilizing the 
modular units — automotic alarms, 
remote metering, discreet control, 

(Continued on Page 35, Col. 1) 
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lement Meters? 


Backshops Debate Role of ‘Scopes 


(Continued from Page 21) 


satisfied — and adds assurance that 
the service operation will prosper. 
* + of 
ONTINUING with his account of 
alleged oscilloscope superiority, 
Ecklund asserted, “meter equip- 
ment has a value, but it certainly 
will not give these advantages.” 

“Pickup (on meter units) is made 
by direct connections to individual 
components in the ignition system, 
with answers being given as num- 
bers,” Ecklund stated. “A converter, 
which changes the signal to an 
average reading, often is used to 
allow the meter to indicate.” 

A cathode-ray analyzer uses only 
two or three connections to pick- 
up the signal. The signal may be 
amplified, but is not purposely dis- 
torted, said Ecklund. 

“The cathode-ray tube,” he as- 
serted, “shows the signal as it 

actually occurs; hence, it indi- 


Expediting development of an inaccessible area with helicopter . 


cates not only the average read- 
ing, but also the differences and 
variations.” 


Cathode-ray oscilloscopes re- 
semble other engineered products 
in that the designer has a choice of 
features, and must make many de- 
cisions which involve compromises 
of one sort or another. 

Neglecting all other factors, it 
may be said that a piece of equip- 
ment is no better than the choice 
of features which is made in the 
design stage. 

“Many of the comments which 
are made by meter-type equipment 
advocates,” argued Ecklund, “are 
based on certain generalities which 
must enter the picture.” He ex- 
plained that the comments may, in 
general, be perfectly valid—yet 
“completely out of order when re- 
ferred to a particular piece of 
equipment.” 

* + * 

OR a detailed discussion on ad- 

vantages of the new electronic 


type of analyzers, Ecklund says it is 
necessary to become more specific 
and define the choices which the 
designer has made in his particular 
cathode-ray oscilloscope. 

DuMont was the originator of 
the oscilloscope, and its equip- 
ment has been used for laboratory 
engine testing since 1941. 

Although these “standard” 
oscilloscope techniques have been 
an outstanding success in various 
types of research and engineering 
work, DuMont realized that the) 
problems inherent in pattern in- 
terpretation imposed limitations on 
the use of such instrumentation for | 
routine automotive servicing. 


Realizing that some other form 
of presentation must be evolved be- 
fore the equipment could be} 
prought to the mechanic, the com- | 
pany abandoned its original type of | 
presentation about 10 years ago and | 





. in transporting men, machinery, material. 


World’s Largest Turbo Transporter 


Pours Out Its Power Through SPECO Transmissions 


This mammoth turbine-powered helicopter of ‘‘1001’’ uses is the 
Vertol YH-16A. The production version will be able to carry up to 
12 tons and can whirl into action without warm-up to achieve an 
air speed of over 150 mph. Transferring the output of its turbine 
into a smooth, steady flow of propelling power is the job of the 
forward and aft transmissions produced by SPECO. the Steel 
Products Engineering Division of Kelsey-Hayes. 


The manufacture and assembly of gears and gear assemblies which 


insure dependable, maintenance-free performance such as required 
in the Vertol YH-16A is a Speco specialty, one of 40 years standing 


in service to the aviation industry. 


accordance wit 


began manufacturing improved 
types on special order. 


a * *« 
Unit Simplified 
For Service Use 
> DuMont felt that 
even these improved versions 
were unsuitable for the garage 
trade. It wasn’t until 1950 that Du- 
Mont found what it considered 
would be-a satisfactory presentation. 
As a result of an idea suggested 
by Socony-Mobil, DuMont built its 
first unit with a multiple TV-type 
presentation where a separate line 
is used for each cylinder, in firing 
order. With this new pattern dis- 
play arrangement, a five-inch tube 
is said to give the equivalent of a 
30 or 40-inch tube using the single- 
line presentation. 

Because of DuMont’s experi- 
ence and a survey made by 
Socony-Mobil, it was felt desira- 
ble to include a number of other 
features in this particular unit. 
The combined effort resulted in a 
piece of equipment which picks 
up its signal from the ignition 
system without making any physi- 
cal connection to any of the ig- 
nition contacts. 

Since it was considered prefer- 


Rotor transmission from YH-16. The transmissions, 
clutch assemblies, synchronizing shafts and drive 
shaftings are ye by 


elsev-Hayes in 


Vertol’s design specifications. 


KELSEY-HAYES 


Keisey-Hayes Wheel Co., Detroit 32, Mich. - Major Supplier to the Automotive, Aviation and Agricultural industries 


TEN PLANTS / Detroit and Jackson, Michigan; McKeesport, Pa.; Los Angeles, Calif.; Windsor, Ontario, Canada + 


Davenport, [owa 


(French & Hecht Farm Implement and Wheel Division) + Springfield, Ohio (SPECO Aviation, Electronics and Machine Tool Division) 
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|cept for measurements of capaci- 





able to measure events in terms of 
crank angle rather than time, the 
unit was designed so that line 
length remains constant regardless 
of engine speed. A necessary ad- 
junct to this idea was provision for 
operating the equipment over the 
entire speed range without re- 
setting the controls. 

With the added accuracies that 
were made possible by the large 
pattern size, it became necessary to 
reduce distortion to a minimur. 
Hence, features such as moving the 
spot across the tube at constant 
speed, and the use of flat-face tubes 
to reduce parallax between screen 
and scale, were embodied. 

+ + * 
| pipe is of the opinion that 
this design approach offers the 
following distinctive advantages 
over the “normal oscilloscope.” 

(1) Each cylinder is displayed 
over a length sufficient to see the 
pattern in detail. (2) all cylinders 
are shown simultaneously, in firing 
order permitting direct comparison 
of one with another. 

(3) Mechanical variations previ- 
ously not determinable by inspec- 

tion area readily 
noted. (4) Cylin- 
der - to - cylinder 
variations are vis- 
ible. .(5) Varia- 
tions within each 
cylinder from one 
firing to the next 
are discernible. 
(6) Measure- 
ments may be 
estimated satis- 
factorily by eye, 

E, E, Ecklund or the scale can 
be used where more precision is 
desired. (7) Only two simple con- 
nections are required. (8) No igni- 
tion connections are disturbed, so 
any trouble that exists is still 
present during the test. 

(9) Since no physical contact is 
made to the ignition system, the 
connection is “safe” and may be 
made with engine running. (10) A 
true ignition picture is possible, 
since results are viewed at the 
spark plug. (11) Equipment is port- 
able and may be used for road 
testing. 

“From the above discussion,” said 
Ecklund, “it is apparent that the 
words cathode-ray oscilloscope are 
not magic.” 

As a general observation, it may 
be said that the cathode-ray engine 
analyzer is a supplement to other 
equipment, he stated. 

* > x 

os equipment which it displaces 

is said to depend upon the 
operation of the individual me- 
chanic. The DuMont engine 
analyzer is claimed to be capable 
of replacing the dwell-tachometer 
and the coil tester, It also is said to 
the condenser tester, ex- 


tance value. 
Visualizing a complete shop 
planned around the DuMont engine 


|analyzer, Ecklund said the follow- 


ing additional equipment is needed 
for a completely equipped ignition- 
carburation facility: 

Timing light, distributor bench 
tester, vacuum gauge, compression 


| tester, volt-ampere-ohm meter, ca- 


pacitance meter and exhaust 
analyzer. 

In rebuttal to some criticisms 
voiced by proponents of meter- 
type equipment, Ecklund disputed 
the statement that an oscilloscope 
does not give a direct reading in 
percent or degrees of dwell. He 
said this value can be read from 
a scale over the face of the 
cathode-ray tube just as readily 
as it can from a meter. 

In addition, he declared that the 
oscilloscope will show if dwell is 
satisfactory in avoiding any tend- 
ency to burn the distributor points. 
With a DuMont analyzer, he stated, 
dwell can be estimated to within 
one-degree accuracy. 

“In addition,” he asserted, “it will 
show the differences in dwell from 
one cylinder to another — some- 
thing which a meter will not show.” 


* * * 
SCILLOSCOPE critics also say 
that each ignition defect is not 

clearly and obviously defined in the 
*scope picture. To this, Ecklund re- 
plies: 

“Assuming that the operator has 
not had sufficient experience to de- 
termine such events, the very fact 
that he is able to pick out the 
cylinder in which the defect occurs 
is an answer which meter equip- 
ment will not give.” 

The fact that the screen will 
(Continued on Page 23, Col. 1) 
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show evidence of ignition, even | 
though there may be troubles, is 
regarded by Ecklund as “of ex- 
treme importance.” 

The cathode-ray engine analyzer 
is said to be capable of indicating 
many problems before they create} 
difficulty, a feature which makes| 
the instrument suitable for use in| 
a preventative maintenance pro- 
gram. 

The oscilloscope will point out} 
the cause of trouble, such as “re- 
sistance in ignition circuit of cylin- 
der No. 3.” “Doesn’t this define the 
trouble?” asks Ecklund. 

Operating conditions of the en- 
gine while testing will indicate 
whether or not the fault lies with 
the spark plug. This leaves the lead 
and distributor cap as possibilities. 
Ecklund issued a final challenge: 

“How will meter equipment do 





any better? And how would you! 
find the troublesome cylinder to 
begin with?” 

ok * ca 


Called Supplement 
For Meter Testers 


NOTHER strong '’scope sup- 
“% porter, Charles Mohnen, sales 
* * e 





Pictures Troubles— 


A seven-inch TV-tube is the central fea- 
ture of this ‘oscilloscope-type ignition | 
analyzer now being readied for produc- | 
tion by Heyer Industries. 





manager, automotive division, 
Heyer Industries, Inc., prefaced his 
remarks with the 
comment that it} 
generally is recog- | 
nized that much} 
of what is known 
about ignition in| 
today’s automo-| 
biles has been re-| 
vealed through 
use of cathode- 
ray oscilloscopes 
in engineer-| 
ing laboratories. | 
Charles Mohnen Dyna- Vision is 
the trade mark used by Heyer for | 
its engine analyzer, which utilizes 
a cathode-ray tube as a visible in- 
dicator of .various transient phe- 
nomena in the combustion process. 
Mohnen calls this equipment evo- 
lutionary, rather than revolutionary 
—because “it provides the missing 
links, the means to observe factors 
about which the motor tune-up 
operator always had been in doubt.” | 
He says that it supplements 
meter-type instrumentation such 
as used in electrical testing of 
the low voltage (starter, genera- 
tor and battery) system, and in 
air-fuel ratio measurement 
through exhaust gas analysis. 
To Mohnen, Dyna-Vision is “the 
logical answer (in service equip- 
ment needs) from a strictly eco- 
nomical point of view.” Entirely 
aside from its lower first cost, the 
equipment plus operator expense 





per job is reduced as compared with 


| conventional meter-type engine 


analyzers, he said. 

“For this more than any other 
reason,” predicted Mohnen, “you 
will see more and more engine 
analyzers employ cathode-ray 
oscilloscope tubes in one form or 
another. 

“I venture to predict that within 
two or three years it will be as dif- 
ficult to sell an analyzer without it 
as it would be to sell an automobile 
without an automatic transmission.” 

* * * 
es a business viewpoint, ac- 
cording to Mohnen, the new 
type of electronic equipment has 
much to offer for the dealer and 
his customer, since it gains access 
to all functional elements of the 





engine through'a few simple con- 
nections. 

In recounting oscilloscope advan- 
tages, Mohnen said that it permits 
quick pin-point diagnosis and 
“stitch-in-time” corrections — even 
on the types of complaints that 
otherwise could be costly and an- 
noying to the dealer. Such equip- 
ment allegedly “leaves no doubt in 
the service manager’s mind as to 
what needs attention.” 

Further summarizing ’scope 
benefits, Mohnen declared that it 
provides a real inducement for 
owners to visit their dealer 
periodically for motor tune-up. It 
also is claimed to be an instru- 
ment that will enable a dealer 
to stage “free” performance-check 
clinics as a means of attracting 
other service business. The “very 
nature” of the ’scope unit is said 
to “impress the car owner as 
being modern, scientific and up- 
to-date.” 

Only three connections are re- 
quired for the Heyer unit: One to 
the high-tension line between coil 
and distributor, one (clamp) over 
spark plug lead to No. 1 cylinder, 
and one to the breaker terminal. 
The analyzer can be energized from 
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any AC outlet. A power-pack for 
road testing also will be available. 

Three controls are used — one 
test selector and two projecter con- 
trols. Heyer’s standard screen size 
is seven inches, with the deluxe 
console having a larger 17-inch 
“TV-tube” size. 

An accessory unit provides elec- 
tronic tachometer, timing light, 
spark advance indicator, voltmeter 
and transducer, by means of which 
the functional valve pattern is pro- 
jected on the screen. 

A combustion analyzer also avail- 
able as a supplementary unit will 
show air-fuel ratio under various 
operating conditions, as well as pro- 
viding a vacuum gauge and con- 
trols for checking the “vacuumatic” 
advance mechanism. 

* * * 


Operation, Results Given 
For ‘TV-Eye’ Analyzer 


_—— the operator, application of 

Dyna-Vision is a “cinch,” ac- 
cording to Mohnen. After making 
| the three connections, a mechanic 
|starts the engine, adjusts throttle 
to a specified r.p.m., and begins a 
routine procedure, With a “flip of 
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the selector knob,” he can, in turn, 
observe: 

(1) Coil output, over-all available 
secondary voltage. (2) Distribution 
of energy to individual cylinders. 
(3) Utilization of energy by the 
various spark plugs and manner of 
firing the combustible charge 
within the cylinders. 

(4) Pressure changes in induc- 
tion system, reflecting operation 
of valves and linkage. (5) Timing 
and spark-advance, including 
“basic” timing centrifugal and 
vacuum governor advance, as 
well as synchronization of in- 
dividual cylinders. (6) Carbu- 
retion, including effective air-fuel 
ratio and mixture-balance in dual 
and four-barrel carburetors. 

“Based on these observations,” 
asserted Mohnen, “the operator can 
select various ‘patterns’ on the 
screen to implement his findings.” 
These enable him to distinguish 
specific conditions such as: reversed 
coil; shorted turns in coil (primary 
or secondary); open in coil (sec- 
ondary); shorted or open defective 
condenser or a worn distributor 
with faulty cam, shaft, breaker or 
advance mechanism. 

Other detectable troubles men- 

(Continued on Page 24, Col. 1) 
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No hard selling needed. Women prospects know the 


dent-resistance. . 


easy-clean qualities of stainless steel in their homes. 
Men prospects‘know the durability of stainless 
steel in industry and architecture. 


No other commercial metal can match the 
corrosion-resistance of stainless steel automotive 
trim. It’s solid, tough, inherently strong. Will 
never crack, chip, flake or peel away. Its extremely 
high tensile strength provides maximum 

. protects body surfaces. 


Tell prospects that stainless steel brightwork 
never needs painting or plating. Is easy to clean 
...and to keep clean. Never needs protective or 

decorative coatings or films. Stainless steel’s lustrous 
beauty will never fade from sun or weather. 
It stays bright despite long use. 


Stainless steel brightwork helps you attract buyers— 
helps you sell competitively—helps you when it comes 


to costs of reconditioning cars for resale. Reconditioning 
of exterior brightwork made from inferior metals is 


expensive, if not prohibitive. 


Know the stainless steel trim on your product. Check your 
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manufacturer’s parts list. Then sell the easy maintenance of 
stainless steel—the brightwork they don’t have to “baby.” 
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Will They Replace or Supplement Meters? 


Backshops Debate Role of ‘Scopes 


(Continued from Page 23) 


tioned by Mohnen 
Cracked distributor cap (carbon 
shorts); cracked or shorted rotor 
(poor contact); hidden gaps in high 
tension system, and worn or 
cracked spark plugs. 
* * aa 
“ALL in all, Dyna-Vision pro- 
vides more information than 
can possibly be learned from the 
conventional motor tune-up equip- 
ment that has been available here- 
tofore—and, needless to say, that 
includes those of our own manu- 
facture,” declared Mohnen. 

“The net effect of even minor 
adjustments and/or replacements 
becomes immediately apparent to 
the operator. There simply is no 
comparison between this scope 
method of overall ‘scanning’ and 
that of crawling all over the en- 
gine pit with a collection of attach- 
ments, meters, leads and gadgets,” 
he continued. 

Heyer admittedly is fully aware 
of the pioneering character of its 
undertaking, and the company 
expected the many “raised eye- 
brows”—and questions like “who 

* * = 


Sun Meter Unit— 


Described by Sun Electric as “moder- 
ately priced,” this simple tune-up tester 
is said to be capable or performing eight 
different checks with one set of connec- 
tions to the engine, and with only one 


test lead change required. 
> -* 


is going to teach the mechanic 


how to read a ’scope?” 

Philosophically and realistically, 
Mohnen said, “we know it takes at 
least four years to sell a new idea, 
and another four years to make it 
stick!” It wasn’t so very long ago, 
recalled Mohnen, that folks were 
skeptical about micrometers, feeler 
gauges, vacuum gauges, voltmeters 
and ammeters. 

“There is just no point in arguing 
that in this day and age anybody 
can rely upon the five senses in 
timing a modern automobile or ad- 
justing a carburetor by watching 
the fan blade,” he concluded. 

* ie 
Difference of Opinion 
On Adding to Senses 


A SIMILAR concept of the limita- 
tions of human senses was 
voiced by a Sun Electric executive 
in a talk on instrumentation in 
fleet maintenance. 

Speaking before the SAE, W. W. 





AUTO 
TURNTABLES 
* 


Messtectered by 
renanel 
_— z 


oY 
Stemford 


included:| 


| Squier, 
tion director for Sun, referred to 
the effect of engine design trends 
on fleet maintenance. 

He said, “These new engines are 
far more critical of the perform- 
ance of the entire ignition system, 
fuels and carburetion, than were 
their predecessors. 

“In terms of good fleet mainte- 
nance, these changes have resulted 
in a ‘narrowing’ of tolerances in 
making initial settings or adjust- 
ments.” 

The new engineering improve- 
ments in vehicle power plants 
were said to have “created the 
demand for a new type of me- 
chanic.” Squier stated, “A me- 
chanic no longer can rely wholly 
upon his sense of feel, sight, 








smell and hearing for the inspec- 
tion and maintenance of the mod- 
ern vehicle.” 
He went on to say, 
equipment makers, we prefer to see 
ourselves as actually implementing 





vice-president and educa-| 





or tooling the mechanic in order to 
supplement his natural senses and 
his mechanical experience with new 
fingers, eyes, ears and nose so he 


|can deal successfully with the new 


engines with their more exacting 
service requirements.” 

It is obvious, however, that, in 
presenting these thoughts, Squier 
had in mind the meter-type units, 
rather than oscilloscope equipment 
as the real answer to modern serv- 
icing needs. He indicated that Sun’s 


| goal is to “make the tester’s simple 


to use, make them foolproof and 
indestructible—and, above all, make 


| it possible for the average man to 


quickly interpret test results.” 
+ * + 


N DESIGNING instrumentation, 
the test equipment maker was 


| said to have two masters: The item 


to be tested, and the mechanic who 


| will use the tester. 
“As test! 


“If the brain child of our engi- 
neering department can accurately 
and reliably obtain the needed in- 


| tion to service problems. 








formation from the engine, in the 
hands of the average mechanic,” 
asserted Squier, “we feel then and 
only then, that we have produced a 
saleable piece of test equipment.” 

In giving an opinion on the al- 
leged high degree of education, 
training and experience required 
for accurate diagnosis of troubles 
based on interpretation of the 
“squiggles” on oscilloscope-type 
units, an executive for one of the 
large makers of meter-type equip- 
ment told AUTOMOTIVE NEws: 

“Frankly, I believe there is a 
very definite need for this type 
of analyzer in engineering work. 
However, we still cannot justify 
the ’scope in an average service 
shop. We are building oscillo- 
scopes for engineering use, but 
thus far have not found encour- | 
agement to market them for auto- 
motive service applications. 

“If the demand develops, we cer-| 
tainly will manufacture ’scopes for | 
service use. The TV-type units are | 
recognized as having an inherent | 
appeal, because they look like a) 
“magic eye” and, to, some, may | 
seem to offer a magic cure-all solu- 





“As a result of these misconcep-| 
tions, some people will buy the| 


|report offer an 
| thinking of a large segment of the 


oscilloscopes without an actual 
demonstration. They may be dis- 
appointed later, when they realize 
how much know-how is required to 
properly understand the informa- 
tion presented on the screen after 
making the much-advertised ‘sim- 
ple hookups.’ 

“Considering the complexity of 
data interpretation and the initial 
high-cost of the ’scope, plus what 
in our opinion is the relatively 


|small percentage of jobs where it 
|is needed and offers an advantage 


over meter-type units, we don’t feel 
that the oscilloscope-type equip- 
ment is likely to gain wide usage 


|in automotive servicing.” 


* + * 


| Confidential Study 
| Of Oscilloscope 
|A§ HIS contribution to the pro 


and con discussion of oscillo- 
scope versus meter-type ignition 
system test equipment, one com- 
pany official released to AUTOMOTIVE 
News a hitherto confidential cri- 
tique of the cathode-ray oscillo- 
scope as a service tool. 
The following excerpts from this 
insight into the 


(Continued on Page 25, Col. 1) 
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service industries as they view the 
present situation: 

“There definitely is some merit 
to the cathode-ray oscilloscope type 
of analyzer; but, for true evalua- 
tion, it must be fitted into the over- 
all picture of automotive testing 
requirements. 

“Its capabilities must be weighed 
against the cost, training prob- 
lems involved and other poten- 
tial disadvantages. For example, 
the oscilloscope cannot be recom- 
mended for functions that are 
performed better or equally as 
well by conventional equipment 
at a lower cost. 

“If properly designed, the oscillo- 
scope can give positive and accu- 
rate answers in regard to certain 
factors of good ignition. Its char- 
acteristics in measuring distributor 


cam lobe accuracy can be excellent, 
| although not all ’scopes are capable 
| of this test. 

“It can measure dwell accurately, 
| but does not give a direct reading 
in percent or degrees. This figure 
| must be calculated by the operator. 
| Misfiring is indicated on the oscillo- 
| scope, but the cause of misfiring 
| often is obscure. 
| “Manufacturers of the oscillo- 
| scope-type testers may make claims 
for ability to detect fouled spark 
plugs, improper condenser action, 
low output, defective secondary in- 
sulation, wrong point gap or incor- 
|rect plug gap. However, these 
claims must be very carefully con- 
sidered. 


“TF YOU ask, ‘Will all these igni- 


picture?,’ the answer is ‘Yes.’ But, 
if you ask, ‘Will each of these igni- 
tion defects be clearly and obvi- 
ously defined in the ’scope picture?,’ 
the answer is a very definite ‘No!’ 

“In the first place, several types 
of ignition defects produce identical 
or very similar ’scope pictures, In 
the second place, many of the indi- 
cations that can be defined can 
only be evaluated in general terms 
such as ‘large plug gap’ or ‘small 
plug gap.’ There is no exact meas- 
urement, and everything is up to 
the skill and judgment of the oper- 
ator. 

“Finally, an approximately nor- 
mal average ignition picture can 
be defined and illustrated; but 
this picture varies widely, de- 
pending upon the amount of sec- 
ondary suppression used, coil de- 
sign, compression ratio and other 
factors. In fact, the variations to 
be noted between various ‘normal’ 
ignition patterns often are far 
more obvious and better defined 
than those deviations in pattern 
which indicate certain ignition 
defects. With an oscilloscope, the 
big problem is interpretation. 

“The case of the oscilloscope is 
almost a direct parallel to the 


instrumentation is necessary). Ex- 
cept for dwell and cam lobe accu- 
racy, all indications are compara- 
tive or general in nature. Final 
analysis lies in the use of meter- 
type testing equipment such as the 
coil tester, condenser tester, igni- 
tion output meter, distributor tester, 
etc. 

“The oscilloscope must be con- 
sidered as an additional piece of 
equipment, rather than a substitute 
or replacement for items of con- 
ventional design. In our opinion, 
the ’scope merits do not justify its 
cost. 

“Although we have investigated 
the oscilloscope as a potential serv- 
ice tool, we have decided against 
attempting to market such a device 
at the service shop level. 

“We believe we can essentially 
duplicate all important functions 
of the ’scope with meter-type 
testing equipment that has the 
advantages of lower cost, greater 
simplicity of use and interpreta- 
tion, and is also easier and less 
expensive to maintain. 

“We do not discount the ’scope, 
but feel that considerable refine- 
ment and simplification will be nec- 
essary before it can become more 
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yet been simplified sufficiently to be 
considered as a general service tool 
—however, this eventually may 
come about.” 

* + 
Criticisms Answered 


By ’Scope Proponent 


N REBUTTAL to one of the ma- 
jor criticisms given above, a 
’scope proponent replies: “Meter 
advocates may argue that the ‘av- 
erage ignition picture varies from 
one make to another’—this is true, 
but certainly is being facetious!” 

“The charts necessary to inter- 
pret meter readings verify this. 
And, even with measurements 
available, it is not always possible 
to approve or reject a coil, for 
example. 

“Certainly, the pattern varies 
from car-to-car and from make- 
to-make on an oscilloscope. It 
also varies from firing-to-firing 
within a cylinder, indicating the 
need for a device which shows 
such variations. 

“The ignition system serves one 
purpose — creating a satisfactory 
spark at the right time and place,” 
he said, adding that “the oscillo- 
scope’s superiority is claimed to lie 


tion defects influence the ’scope| vacuum gauge (in that supporting| than a research device. It has not/in its ability to show if the spark 
LEI 
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exists, at any given moment. 

“A certain amount of intelligence 
is necessary,” conceded the ’scope 
supporter, “but this is true of any 
equipment.” 

+ - + 
SPOKESMAN for one meter- 
maker said, “Personally, I think 

the oscilloscope is a fine thing and 
a real step forward—on some jobs, 
it’s the best means of pin-pointing 
troubles. 

“However, we must be realistic 
and face the fact that many me- 
chanics fail to make use even of 
the simple types of equipment now 
available to them. 

“To me, the big question mark is 
the degree of training needed for 
effective use of oscilloscope equip- 
ment, and the inability or unwill- 
ingness of the average mechanic to 
learn how to use it and follow 
through by actually integrating 
such complex devices into his rou- 
tine service operations.” 

At Allen Electric and Equip- 
ment, management was reluctant 
to disclose details of future plans, 
or reveal exactly what steps are 
being taken to combat the chal- 
lenge of the new oscilloscope- 
type testers. 

It is apparent, however, that en- 
gineering and market research pro- 
grams have followed a dual plan of 
attack by pursuing evolutionary 
improvement of conventional 
meter-type equipment and expan- 
sion of the accessory line—while, 
at the same time, conducting ex- 
periments with ‘scope designs so 
as to be ready with such units if a 
market should develop. 

om . 

“RUNCTIONAL integration” de- 

sign concepts are being applied 
at Allen to simplify use of test 
equipment and minimize the num- 
ber of separate units needed in a 
service shop. An example of this 
idea is the company’s combined 
coil and condenser tester in one 
unit. 

Future equipment designs may 
feature additional use of electronic 
methods, plus utilization of elec- 
tronic principles as applied to com- 
putation and display of various 
phenonema—all with the object of 
extending the use of the unit and 
simplifying the operator’s task of 
diagnosis and trouble-shooting. 

Electronic principles already 
are embodied in such Allen units 
as the recently introduced Dis- 
tributron ignition-advance-timing 
tester. This unit also features 
printed circuitry, as do other 
pieces of equipment now going 
into production at Allen. 

It also was disclosed that experi- 

(Continued on Page 30, Col. 1) 
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Master Gage Set Designed 
For Testing Micrometers 


A master gage set of unique pyramid 
design for testing the accuracy of shop 
micrometers has been marketed by Size 
Control Co., 2500 W. Washington Bivd., 


Chicago 12, Ill. 
Called the Mikemaster, the instrument 
consists of six lapped, hardened and 


normalized steel cylinders graduated in 
size from one to six inches in diameter. 
To check his micrometer an operator slips 
it over one of the cylinders to see if the 
micrometer reading agrees with the cylin- 
der size. The cylinders, permanently 
attached to a wooden base, are made 


to Class Y accuracy, and calibrated to 
places. 


four decimal 





Vibration Resistant Teenuts 
Produced in Various Sizes 


The upper portion of this Teenut incor- 
porates a V-type notch with the circum- 
ference of the barrel compressed inwardly 
toward the axis to form a permanent set. 
This is said to make it a reusable, pre- 
vailing-torque-type, self-locking nut. 

It is one-piece, self-contained unit in 
which the self-locking device is an in- 
tegral part of the design. The Teenut is 
not affected by heat or oils, and has high 
tensile strength, it is said. Engineered in 
various shapes and sizes to suit customer's 
specifications. Carr Fastener Co., Division 
United-Carr Fastener Corp., 450 Main St., 
Cambridge 42, Mass. 





Electric Truck Features 
3 Speeds, Fingertip Control 


Featuring compactness, the overall 
length of the Raymond “Walkie” electric 


truck is only 20% inches greater than 
the load length, making the model ex- 
tremely short and very maneuverable, it 
is claimed. 
A unique power pack, consisting of 
four avtomotive-type batteries, provides 
24-volt operation with no resistance loss 
in second and third speeds, it is claimed. 
Other specifications include three travel 
speeds; fingertip controls for travel, lift 
and lowering; smooth pallet entry and 
lightweight construction. The initial model 
is designed for pallet handling and is 
offered in 4,000-pound capacity. Raymond 
Corp., 332-139 Madison St., Greene, N. Y. 
# * * 


Safety Device Controls 
Overheating Problems 


A Heat Warner which signals with oa 
twin alarm whenever the temperature of 
any equipment rises dangerously has been 
developed by Humphrey-Wilkinson, Inc., 
North Haven, Conn. 


Requiring no maintenance, the Heat 


Warner is a metal tube with an inner 
cartridge that warns of danger at what- 
ever temperature conditions require, it 
is claimed. It wiil produce a heavy 
smoke and a pungent odor at factory-set 
temperatures ranging from 137 to 450 
degrees Fahrenheit. 
* 


* * 





Automatic Threading Lathe 
Unveiled by Man-Au-Cycle 


The Man-Au-Cycle automatic threading 
lathe, a high-speed, single-point thread 
cutting machine which automatically cuts 
internal and external threads, right and 
left-hand taper and multi-start, has been 


introduced by Man-Au-Cycle Corp. of 
America, 132 Fifty-third St., Brooklyn, 
N. Y. 

Known as model! 1240, the unit is 


approximately 1,000 pounds heavier than 
previous models and is equipped with 
a secondary gear box for producing multi- 
start threads automatically, it is claimed. 
It also features a multifeed attachment 
which is said to enable the operator to 
automatically duplicate two, three, four 
or six passes when cutting multi-start 
threads. High working speeds, up to 2,000 
r.p.m., permit the fullest utilization of car- 
bide tools, it is claimed. 
= 





Yale Fork Trucks Feature 


New Engineering Design 


The completion of a $5 million, three- 
year research and manufacturing program 
that has produced several lines of Yale 
fork trucks, including LP-gas, diesel and 
electric powered models, has been an- 
nounced by Yale & Towne Mfg. Co., 
Philadelphia 15, Pa. 

One of the results of the program is 
said to be a Yale torque transmission that 
permits for the first time “inching” of 
a fork truck and simultaneous fast lifting 
of loads and operation of attachments. 
Marked lower silhouette lines, a clear 
floorboard, waterproof instruments and a 
recessed driver's seat. are some of the 
other features which distinguish the Yale 
lines. 





Measuring, Calculating Unit 
Made of Stainless Steel 


An improved version of the Caliputer, 
a precision measuring and calculating in- 
strument for skilled craftsmen, engineers, 
scientists and the family handyman, is 
now on the market. 

The instrument is scid to combine the 
functions of a slide rule vernier caliper 
and venier depth gage and computer in 
a single unit. The pocket-size Caliputer 
is made of stainless steel, and measures 
4%, inches long, 1% inches wide and ¥% 
inch thick. Caliputer, P. O. Box 586, 
Rancho Santa Fe, Calif. 
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2 Dock Levelers Equipped 
With Hydraulic Power Unit 


Two hydraulic dock leveling devices 
are available with capacities of 10,000 
and 20,000 pounds. The packaged units 
are delivered assembled ready for place- 
ment in front of an existing dock and 
subsequent wiring. 

Each dock leveler has its own hydravu- 
| lic power unit consisting of a Y2-horse- 
power, 115/220, single-phase, 60 cycle, 
totally enclosed, ball bearing motor, and 
a hydraulic package unit. The hydraulic 


taining a pump, check valve, relief valve, 
and solenoid-operated release valve, all 
mounted and assembled as a self-con- 


tained unit, it is claimed. Rowe Methods, 


Inc., 2534 Detroit Ave., Cleveland 13, O.| 
a: a 
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For Duplicating Microfilm 


A system of duplicating microfilm frames 
mounted in aperture cards to other cards 
with unexposed ozalid film premounted, 
and a printer to handle the process at 
the rate of as many as 35 to 40 dupli- 
cations per minute has been announced 
jointly by the Filmsort Division, Dexter 
Folder Co., Pearl River, N. Y., and the 
Ozalid Division, General Aniline & Film 
Corp., Johnson City, N. Y. 

The printer, which weighs 60 pounds, 
will handle microfilm on aperture cards 
up to nine inches wide and will operate 
at speeds ranging from one to 10 feet 





the film makes positive copies from posi- 
tive microfilm, or negative from negative, 
it is said. The printer is 16 inches wide 
by 12 inches deep ond 13 inches high. 








Hydraulic Directional Valves 
Solenoid, Pilot Operated 


An improved line of solenoid operated 
and controlled, pilot operated directional 


| rises or sinks according 


package unit consists of a reservoir con-| 


| designed especially for 
lloads, it is claimed. 


| conveniently placed on each 
| wire mesh belt is available in a variety 
of weaves, 
| size of flight. 
| standard voltages. Cooney Industries, Inc., 
| 17245 East Ten Mile Rd., 
| Mich. 


Film Card, Printer Developed | 





insulation has 
borundum Co., Niagara Falls, N. Y. 


ing from 
increments. 





valves for industrial oil-hydraulic systems 
has been marketed. 

Available for gasket or sub-plate mount- 
ing, they are said to be compact and 
require a minimum of piping. Features 
are said to be an override plunger that 
permits manual operation of the valve 
during setup operations, circuit checks or 
solenoid or current failure, and a solenoid 
cover chain that prevents loss of covers 
during solenoid maintenance or adjust- 
ment, Vickers, Inc., 1402 Oakman, De- 
troit 32, Mich. 

a. @ Se 
Measuring Device Evaluates 
Ultrasonic Generators 


A General Electric measurement device, 
known as a radiation pressure float, is 
said to be the first device used in meas- 
uring the acoustic power output of ultra- 
sonic generators, and has enabled the 





| industry to establish needed codes and 


standards. 


The device consists of a small cone- 


| shaped inverted funnel with hollow walls. 


When submerged in a liquid that is being 
agitated by the sound waves, the funnel 
to the strength 
of waves. General Electric Co., Schenectady 
5, WN. Y. 


* * * 





Heavy-Duty Conveyor Built 
To Handle Heavy Loads 


The Cooney conveyor is equipped with 
a heavy-duty wire mesh belt, and 
handling heavy 


To provide ease of handling, the unit 
comes equipped with casters and handles 
side. The 


and with any spacing and 
Motors are offered in all 


East Detroit, 





Bonded Ceramic Fiber Block 
Resists High Temperatures 


per minute, it is claimed. Non-reversing, | 


A high heat - resistant, lightweight, 


bonded Fiberfrax ceramic fiber block with | 


improved handling and compressive 
strength features for high temperature 
been developed by Car- 


Resistant to temperatures up to 2,300 


degrees Fahrenheit and chemically inert, 
the F-20 Fiberfrax blocks withstand flame 
impingement and are unaffected by fur- 
| nace atmosphere, it is claimed. Standard 
sizes 


are 12 by 12 inches, 18 by 12 


inches, 18 by 6 inches, 36 by 6 inches 
and 36 by 12 inches in thicknesses rang- 
to 4 


1% inches in Y,-inch 





+ 


Powder-Metallurgy Material 
Available for General Use 


Compo-E, a powder-metallurgy com- 


pound developed for the production of 
low-cost, oil-retaining bearings, has been 
made available for general use by Bound 
Brook Oil-Less Bearing-Co., Bound Brook, 
N. J. 


Composed of approximately equally 


parts of bronze and iron, it is said to 
combine the economy and 
iron with the anti-friction and 
properties of bronze. 
intended as a 
bearing material, it also can be fabri- 
cated into sintered structural parts, it is 
claimed. Data covering chemical analy- 
sis, 
characteristics will be supplied on request. 


strength of 
long-life 
While primarily 
low-cost, general-purpose 


physical properties and operating 





| grinder is 








Inc., 





| Ex-Cell-O Grinder Handles 
| Large Single-Point Tools 


The Ex-Cell-O style 48-B double-end 
said to be equipped for 
either wet or dry face grinding of large, 
single-point tools, and can be used for 
roughing out all sizes of shanks. With 
suitable wheels the unit will recondition 


| tools of high-speed steel, cast alloys and 


carbides, it is claimed. 


Using two 10-inch plate mounted wheels, 
the wheel shaft rotates in heavy-duty, 
double-row ball bearings, permanently 
lubricated. The spindle drive is through 
a V-belt from a reversible motor lo- 
cated in the base of the grinder. Ample 
tool rest tables are adjustable to required 


tool sharpening angles, and may also 
be adjusted to compensate for wheel 
wear. Ex-Cell-O Corp., 1200 Oakman 


Bivd., Detroit 32, Mich. 





ei. 


Head, Manifold Jig Works 
With All Dry Grinders 


A “roll-over” jig designed to make 
possible the setup and dry grinding of 
both block and manifold face of V-8 
heads is now available. 

Said to carry the workpiece over the 
grinding wheel on a tripod of three sealed 
rollers, the jig works with all types of 
dry grinders. Its “roll-over feature is 
said to permit a fast accurate handling 
of even the latest valve-in-head V-8s. 
Peterson Welding Labs, Inc., 1423 Vir- 
ginia Ave., Kansas City, Mo. 

* * cd 


Wheelabrator Bulletin 


A bulletin describing one of its table- 
type airless blast cleaning machines has 
been published by Wheelabrator Corp., 
1016 South Byrkit St., Mishawaka, Ind. 
It is devoted to the Wheelabrator plain 
table, a machine designed for handling a 
wide range of work, like that found in 
job shops. Copies are available free. 


Write for Bulletin No. 100-D. 


x * + 





Cut-Off Machine Designed 
For Dry Abrasive Wheels 


A cut-off mdchine is available for use 


with a dry-cutting abrasive wheel for cut- 
ting rod, bar and tubing stock. The unit 
also may be used with high-speed saw 


blades, and with conventional wood- 


cutting blades, it is claimed. 


The machine is available equipped with 


an air-feed attachment for repeated pro- 


An automatic coolant 
system which supplies coolant to the 
blade also is available. Walker-Turner, 
Plainfield, N. J. 


duction operations. 
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Pneuma-Serve Names 


Burdette and Knitter 

George A. Tinnerman, president 
of Pneuma-Serve Inc., Cleveland, 
has announced appointment of Neil 
B. Burdette to chief engineer, and 
Elmer J. Knitter to production 
manager. 

Before joining Pneuma- Serve, 
Burdette was an equipment de- 
signer with Ford Motor Co. in 
Cleveland, and a plant layout engi- 
neer at Tinnerman Products Inc. 
Knitter formerly was an equipment 
designer with Ford in Cleveland 
and a plant layout engineer with 
Chevrolet in Cleveland. 

* 2 a 


Doehler-Jarvis Picks Bauer 


Alfred F. Bauer has been ap- 
pointed assistant general manager 
of the Doehler-Jarvis division of 
National Lead Co. Formerly chief 
engineer of Doehler-Jarvis, Bauer 
will continue to function in that 
capacity. He joined the firm in 1951. 

* * * 


SKF Chooses Sine 


SKF Industries, Inc., Philadel- 
phia, has announced the appoint- 
ment of William A. Sine jr., as 
general supervisor of production 
material control and procurement. 
Sine has been a member of the 
SKF purchasing staff for a number 
of years. me 


Gemmer Names Kaminski 

Gemmer Mfg. Co., Detroit, has 
announced appointment of Henry 
L. Kaminski as manager of its 
methods development department. 
Kaminski previously was _ with 


Wright Aeronautical Corp., Curtiss- | 


Wright Corp. and Ford Motor Co. 
. > 


Celania and King Named 


Pittsburgh Plate Glass Co. has 
announced appointments of Joseph 
J. Celania and Murray A. King to 
management staff of its Cumber- 
land (Md.) plate-glass manufactur- 
ing plant. 

x ca * 
Clarke Replaces Father 
In Engineering Firm 

Eugene C. Clarke jr., has been 
elected president of Chambersburg 
Engineering Co.,Chambersburg, Pa. 

Clarke had been works manager 
and later general manager. He 
succeeds his father who will con- 
tinue as a director. 

® ck « 


Gilbert Is Named 


Samuel R. Gilbert jr., has been 
appointed personnel manager and 
chief industrial engineer of Wilken- 
ing Manufacturing Co., Philadel- 
phia. Gilbert was an industrial en- 
gineer for American Viscose Corp., 
Lewistown, Pa., from 1946 through 
1955. 

* a ~ 
Heldenbrand Appointed 


Appointment of Roy H. Helden- 
brand, as divisional manager of 
Threadwell Tap & Die Co., Green- 
field, Mass., subsidiary of Sheffield 
Corp., Dayton, O. has been an- 


nounced. 
* * * 


Borden Names Ketring 


Gordon E. Ketring has been 
named assistant to the western 
sales manager of Borden Co.’s 
chemical division. Western sales 
manager is F. W. Linehan. Ket- 
ring joined Borden in 1950. 


* 2 * 


Eaton Appoints Simons 

H. Charles Simons, chief engi- 
neer of Eaton Mfg. Co.’s heater di- 
vision since Apr. 1, 1948, has been 
promoted to sales manager. He suc- 
ceeds W. A. Paterson, appointed 
general manager of Eaton Automo- 
tive Products, Ltd., London, Ont. 
Simons joined Eaton in 1948. 

x x * 


5 Scientists, Consultant 


Named by Bendix Aviation 
Appointment of five scientists 
and a consultant to the systems 
planning group of Bendix Avia- 
tion Corp. has been announced. 
Karl F. Kellerman is associate 
director; Charles A. Piper, di- 
rector of industrial systems; 
James W. McNabb, Louis B. 
Young and R. E. Geller, staff 


Technical PERSONNEL CHANGES 


| 





engineers. Prof. Robert F. Rein- 
hart of Case Institute of Tech- 
nology is consultant. The group 
is a new section of Bendix man- 
agement which will coordinate 
all manufacturing efforts. 

x = * 


Johnson Appointed 


Robert R. Johnson has been 
named chief engineer for Minnesota 
Rubber & Gasket Co., Minneapolis, 

* oe % 


Dodge Promotes Engle, 


Tompkins and Gibson 
R. D. Engle, former Dodge as- 
sistant chief engineer, has been 





promoted to chief engineer—car 
operations. S. J. Tompkins, who 
had been Dodge chief engineer 
—truck design, has been elevated 
to chief engineer-truck opera- 
tions. 

Engle will be responsible for 
all car engineering activities for 
Dodge, while Tompkins will have 
similar duties for Dodge trucks. 
Engle will be assisted by George 
W. Gibson, who has been named 
assistant chief engineer-car oper- 
ations. He had been supervisor 
of paint and trim engineering. 

+ 


® > 


Shallway Picks Markey 


Appointment of Bruce W. Markey 
as Shalco service manager has 
been announced by Shallway Corp., 
Shalco sales and service company, 
Connellsville, Pa. Markey will ad- 
minister service of Shalco shell 
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molding and shell core blowing 
equipment throughout the U. S. 


Progressive Picks Wilbur 


Progressive Welders Sales Co. has 
announced appointment of William 
‘'T, Wilbur as chief application en- 
gineer. Prior to his association with 
Progressive, Wilbur operated his 
own company, which did resistance 
machine designing for several weld- 
ing manufacturers. 

* ok * 
Morey Chooses Knopf 

Morey Machinery Co., Inc., New 
York has announced appointment 
of Joseph L. Knopf as vice- 
president. Knopf has been with 
Morey for about 33 years. 


x * * 


Kelsey-Hayes Picks Beeler 


Appointment of Frank M. Beeler 
as assistant chief engineer, steel 


27 


products division, Kelsey-Hayes 
Wheel Co.: has been announced. 

Beeler previously was associated 
with Propulsion Research Corp. of 
Calif. 





* * * 


Houdaille Picks Boehm 


Appointment of Eric G. Boehm 
as general manager of the hy- 
draulics division of Houdaille In- 
dustries, Inc., has been announced. 
The division's plant is located on 
East Delavan Ave., Buffalo. Boehm 
has been with Houdaille since 1940. 

+ z + 


Caldwell Heads Research 


Appointment of Dr. Wallace C. 
Caldwell to head a new transistor 
research department has been an- 
nounced by the Red Bank division 
of Bendix Aviation Corp. Dr. Cald- 
well has been chief engineer of the 
division’s electron tube plant for 
four years. 


Koti us your best’ 





This is the American Family that’s always wanting more car for its 
money . .. ever new improvements in performance, styling, safety 
and value’. . . and is getting it. Give this luxury-demanding, con- 


venience-conscious, beauty-responsive, value-informed American: 


Family what it looks for in a car . ... and you switch it from buying 
‘next year’”’ to now. 

Borg-Warner has been serving the automotive industry and help- 
ing to give the American Family more for its money for over half a 
century. During all this time, “‘design it better—make it better” 
has been a guiding principle: And because of that principle, B-W 
engineering and production have become a recognized and tradi- 
tional part of automotive progress. 

Today, 22 of the 32 Borg-Warner divisions and subsidiaries serve 
the industry. 19 of the 20 cars made incorporate one or more essen- 
tial parts engineered and produced by Borg-Warner. This long-time 
record of cooperative accomplishment ideally prepares B-W for 
the challenge of the future. 




















in 1900—The old time mixing valve was replaced 
by MARVEL CARBURETORS. 

In 1903—The Spur type Differential was intro- 
duced by WARNER GEAR. Radiators made of cop- 
per tubing with attached cooling fins introduced by 
LONG. 

In 1913—The Single Plate Clutch was developed 
by BORG & BECK and Silent Timing Chains were 
introduced by MORSE CHAIN. 

In 1916—Universal Joints were developed by 
MECHANICS. 

In 1921—First standard type Transmissions were 
introduced by WARNER GEAR. 

In 1922—Double Plate Clutches were introduced 
by LONG. 

In 1923—Multiple Spring Clutches developed by 
ROCKFORD. 

In 1924—Vibration Dampening Flexible Center 
Clutches introduced by BORG & BECK. 

In 193O0—Transmission Synchronizer Units for cars 
and trucks produced by WARNER GEAR. 

In 1931—Roller Bearing Universal Joints intro- 
duced by MECHANICS. Free Wheeling offered to 
the industry by WARNER GEAR. Tapered Steel Discs 
for truck wheels were developed by INGERSOLL. 
In 1934—Automatic Overdrives for transmissions 
were introduced by WARNER GEAR. 

In 1938—Borglite and Torbend Clutch Plates were 
introduced by BORG & BECK, LONG, and ROCK- 
FORD. 

In 1939—Ty-Ply Rubber-to-Metal Bonding mate- 
rial developed by MARBON. 

In 1949—Automatic Transmissions for passenger 
cars perfected by DETROIT GEAR and WARNER 
GEAR. 

In T1952—MARVEL-SCHEBLER introduced Power 
Chambers and Hydraulic Power Units for trucks and 
trailers; LPG Carburetion Systems for trucks, trac- 
tors, buses, taxis and stationary engines. 

In 1953—Automatic Transmissions for trucks pro- 
duced by WARNER GEAR and DETROIT GEAR. 

In 1955—Morlife Clutches for trucks, buses, and 
other heavy duty equipment introduced by 
ROCKFORD. 








This 1909 Hudson} 
with 2,/26 other' 


THE FIRST car to bear the proud Hudson name 
was this Model 20, introduced in July, 1909. One 
of the first low-priced cars, it sold for $900 f.o.b. 
Detroit—featured a selective sliding gear transmis- 
sion and a 4-cylinder vertical engine. Over 4,000 
were sold in the first year—a record up to that time! 
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he rules of the race were simple: sell enough 

cars to stay in business. The prize was 
tremendous: a permanent place in the world’s 
greatest industry. 2,726 cars started the race. 
2,709 of them fell: out. 


Hudson won! 


Hudson offered a quality product—a car a man 
could be proud to own. Hudson offered value— 
more, per dollar, of the- things a buyer really 
wanted in an automobile. Hudson offered ex- 
clusive features—over 80 important industry 
firsts in ‘its 47-year history. 


And the story’s the same today! 


The brand-new Hornet Special V-8, for ex- 
ample, features American Motors’ own V-8 


engine . . . the world’s newest. It combines 
big-car roominess and luxury with small-car 
handling . . . blazing performance with out- 


standing economy, even on regular gas. And 
it offers all this at a new low price! 


Hud 





Yes, firmly established as a fast-selling, profit- 
able line, Hudson and Rambler cars still offer 
buyers (and dealers) more for their money. 
Exclusive single-unit construction; exclusive, 
three-times-smoether ‘Deep Coil springing; ex-: 
clusive, low-cost All-Season Air Conditioning— 
these are just a few of the American Motors... 
firsts that can help you sell Hudson and 
Rambler cars in volume. 


And the profit is one of the industry’s best! 


If you’re ready to progress with this complete 
line of fine cars, look into the profitable Hudson 
franchise. For details on choice dealership op- 
portunities still open, contact your nearest 
Hudson Zone Office; or write: V. E. Boyd, 
General Sales Manager, Hudson Motors Division, 
American Motors Corporation, Detroit 32, Mich- 
igan. (In Canada, contact: L. E. Fenn, General 
Sales Manager, Hudson Division, American 
Motors Sales of Canada, Ltd., 2951 Danforth 
Ave., Toronto 13, Ontario.) 


Son 





HORNETS - WASPS - RAMBLERS - METROPOLITANS 
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_ Products of American Motors 


° Tune in “DISNEYLAND”—ABC-TV Network 





RAMBLER 


THE NEWEST new cars on 
the road today are the 1956 
Hudson and the 1956 Rambler. 
Leading their field in room and 
comfort, they’re top per- 
formers—offered in a range of 
models that covers 95% of the 
new-car market. Model for 
model and price for price, they 
offer more demonstrable selling 
features than any other make! 


HORNET 
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Will They Replace or Su 


lement Meters? 





Backshops Debate Role of ’Scopes | 


(Continued from Page 25) 


ments ‘with various types of tran- 
sistorized designs are nearing suc- 
cessful conclusion—and that units 
embodying transistors soon will be 
released for production. 

* . * 


Printed Circuits, 


Transistors Coming 
a of printed electrical 
circuits and transistors will 
simplify design and manufacture of 
the new test equipment, as well as 
increasing its operating life, easing 
maintenance needs and .contribut- 
ing to more reliable, trouble-free 
service. 
Use of such advanced equipment 


engineering ideas likewise could be} 


a clue that future Allen designs 
may make further use of electronic 
principles. 

Pursuing this train of thought, 
it isn’t too far-fetched to visual- 
ize spectacular technological ad- 
vances that possibly could bring 


as many advantages as the oscil- 
loscope—with the added benefit 
of simplified data display and 
less complicated interpretation 
requirements. 

Such thinking ultimately might 
envision the embodiment of analog 
computer techniques inside the au- 
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“Who does he think he’s 
ding with that thing?” 


kid- 
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tomotive service equipment. This 
would be a logical outgrowth of the 
current widespread demand to “put 
the brains inside the test equip- 
ment, 
upon the operator.” 


One individual offered the opin-| @ 
ion that “the oscilloscope doesn’t | 
seem to be the answer.” He doubts | 
that the ’scope will take over, and/| 


says that the “human factor” will 
deter its widespread usage. 

In his opinion, complexity and 
level of training required to use 
the ’scope will be a serious draw- 
back—and acceptance of such 
equipment will “break down” on 
the willingness of mechanics to use 
= * + * 

{ge pessimistic (or realistic?) 

view is widely shared among 
many individuals in all segments 
of the automotive service indus- 
tries. 

The universally asked questions 
are those pertaining to the size of 
the present market for oscilloscope 


and make fewer demands) ~ 








Electronic Meter— 


Electronic actuation is embodied in this 
latest tester introduced by Allen Electric 
& Equipment Co. The unit tests the 
complete ignition system (including dis- 
tributor) while the engine is running. Test 
functions are summarized as “ignition, 
advance and timing” tester. 

x * * 


service equipment . . . whether or 
not this market will grow—and, if 
so, how fast or is there a 
chance that interest may wane and 
doom the ’scope to a market which 
will peter out? 


It is a truism that service equip- 





When you want close quality control, 












standar 


months. 


BONDERITE 
corrosion resistant 
paint base 


“GOLD STANDARD” 
PANELS are Bonderized 


Parker’s Customer Service 
lab prepares Bonderite- 
treated raphe. used as the 

of comparison by 
manufacturers and paint 
companies. We have shipped 
about 400,000 in the last 12 








BONDERITE and BONDERLUBE PARCO COMPOUND 
aids in cold forming 
of metals 


rust resistant 


@ The test panels in the plant lab- 
oratory tell the story: Bonderite in 
the finish line is the quality control 
engineer’s friend. 
standards are more easily maintained. 
And when standards are maintained 
in the plant, product performance in 
the field will please your customers. 
The secret of Bonderite’s uniform 
results begins in Parker manufactur- 
ing plants, where each lot of chemi- 
cal is numbered and tested. A sample ‘ 


PARKE 


Performance 


kinks! 


RUST PROOF COMPANY 
2164 E. MILWAUKEE, DETROIT 11. MICHIGAN 


PARCO LUBRITE 
wear resistant for friction 
surfaces 


TROPICAL 


heavy duty maintenance 
paints since 1883 


you use Bonderite under the paint. 


is kept permanently. Operating pro- 
cedures for processing are simple, 
easily followed, easily checked. Long 
experience has smoothed out all the 


Take the most positive way to con- 
trol quality and assure finest paint 
finish, durability and appearance— 
use Bonderite. 


*Bonderite, Bonderlube, Parco, Parco Lubrite, 
Parker Pre-Namel—Reg. U.S. Pat. Of. 
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ment is no better than the men 
who use it. And, perhaps more to 
the point: unused equipment does 
no good at all. It is all too true 
that some of the present costly 
equipment is gathering dust in 
service shops and garages. 


In lamenting the fact that me. 
* * cod 





Motor Analyzer— 


Typifying 
| ‘deluxe equipment, this new Allen unit 


current design practice for 
is called a “complete, self-contained mo- 
tor analyzing" console. It is said to con- 
tain everything needed for a complete 
range of tests on electrical circuits and 
component parts, as well as providing 
| tune-up functions. 
| *x 


* x 





chanics generally fail to make 
| proper use of tools and test equip- 
| ment provided for them, one indi- 
| vidual recently called attention to 
|a condition in many shops—where 
|} expensive test equipment is used 
“mostly to drape fender covers and 
miscellaneous items upon!” 


Ky. Crackdown 
Finds 300 Illegal 
Trucks in 3 Days 


FRANKFORT, Ky. — In the first 
|three days of a statewide crack- 
down on violators of Kentucky's 
new truck laws, revenue agents 
| found nearly 300 vehicles operating 
illegally. 

Roadblocks were set up to 
examine trucks weighing more 
than 18,000 pounds. The revenue 
men were assisted by State Police 
and officers of the department of 
motor transportation. 


The enforcement teams checked 
weights and licenses, whether the 
vehicles had gasoline use-tax and 
|special-fuels permits and whether 
|the owners had posted the re- 
|quired bond to insure payment of 
| fuel taxes. 
| Many of the illegally operated 
trucks were from out of state and 
most of the drivers stopped ap- 
peared to be unaware of Kentucky's 
new _ regulations, according to 
Douglas W. Faris, director of reve- 
nue enforcement. 


Kenosha Police Shif t 


To Rambler Wagons 


KENOSHA, Wis.—The Kenosha 
Police Department is switching to 
Rambler station wagons as patrol 
cars, according to Police Chief 
Stanley Haukedahl. 

City officials indicated that the 
possibility of using the station 
wagons as emergency ambulances 
and the ease of converting them to 
use by other City departments after 
retirement from the police fleet 
played an important part in the 
decision. 





Canadian Road Engineering 


OTTAWA. — The University of 
Alberta will be the first university 
in Canada to give a degree in road 
engineering and the Alberta gov- 
ernment will support Canada’s first 
post-graduate road engineering 
school in cooperation with the uni- 
versity and private business. Cana- 
dian engineers now must obtain 
this training in the U. S. 
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GM’s Grube to Visit 
European Laboratories 


DETROIT. — William L. Grube 
of General Motors Corp. research 
staff's physics and instrumentation 
department has taken a two-week 
tour of European laboratories spe- 
cializing in electron microscopy. 

Grube, recently named president 
of the Electron Microscope Society 
of America, supervises the physics 
of solids section of physics and in- 
strumentation department. He will 
represent the American Society for 
Testing Materials committee and 
will summarize this committee’s 
work on electron microstructure of 
metals in a symposium at Liege, 
Belgium. 


* * 
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ng Briefs 


says Russell, Burdsall & Ward, fas- 


tener experts, yet many engineers | 
operate under the fallacy that ex- | 


ternal loads always add to the 
stress in the bolt. 


In a rigid joint, external loading 
does not increase stress in the bolt 
unless the external load is greater 
than the residual tension in the 
bolt. In a flexible joint, external 
loading adds to the tightening 
stress. Bolt stress is thus the sum 
of residual tension plus external 
load. 

* * * 
Automatic Switch Begins 
New Plant in ‘Jersey 


ORANGE, N. J. Excavation 


has been started for the construc- | 


| have 120,000 square feet of floor 
| area and will occupy a 30-acre site. 
| ASCO expects to move its entire 


operation to the new location by 


the end of this year. 
+ * * 


‘GM and Fruehauf Lauded 


For Skilled Management 
NEW YORK. — General Motors 
and Fruehauf Trailer Co. have been 


cited by the American Institute of 
Management for “outstanding per- 


formance in vital management 
areas.” 
The 1956 Manual of Excellent 


Managements, published by AIM, 
Singles out the two firms from 
among the 409 companies it lists as 
deserving particular merit for ex- 
cellence in one or more of the in- 


stitute’s areas of management ap-| 


praisal. 


Wentworth Adds Deal 








tion of a new plant at Florham! LEBANON. Ore. Jack Went- | 
Park, N. J., for Automatic Switch | worth, Nash-GMC dealer, has pur- 
Co., designer and manufacturer of | chased Agnew Motors, Albany, Ore., 
solenoid valves and electromagnetic | jn partnership with Richard E. 
controls. | Davis. He will retain his Lebanon 

W. F. Hurlburt jr., president, said |dealership which will be managed 
the modern, one-story building will | by James Mueller. 


Carbon Dioxide Welding Process— 


Developed by A. O. Smith Corp., Milwaukee, the C-Omanual is said to be the first 
complete semi-automatic welding process designed specifically for use with inexpensive 
carbon dioxide gas. Equipment includes a hand gun, control unit and a special A. O. 
Smith 600-ampere DC power source. The process is intended for use in mild or car- 
bon steel welding applications. 


GE Motor Department 
Forms Operating Sections 


SCHENECTADY, N. Y.—General 
Electric’s medium induction motor 
department has created four oper- 
ating sections with a view to im- 
proving customer service through | 
closer working relationship between | 
management and the department's | 
manufacturing units. 

Managers of the new sections are 
Glenn A. Cook, low integral horse- 
power and wire mill products; 
Peter N. Guernsey (manufactur- | 
ing), and David H. Ware (engineer- 
ing) high integral horsepower) 
products; George B. Woods, AC} 
specialty and atomic motor prod- | 
ucts, and James H. Tyler, medium 
integral horsepower products. 


N W1UIWIOW< 


PEERLESS® RUBBER BATTERY SEPARATORS 


* * . 
Steel Warehouse Opens 
DALLAS. — Peery-Jenner Steel 


Co., Inc., has opened a new tool 

steel warehouse here at 831 Hans- 

zen St. The firm has bought 10 

acres on Singleton Blvd, for erec- 

tion of an expanded warehouse. 
x > . 


Alcoa Names Branch 
NEW KENSINGTON, Pa. — The 
research branch of Aluminum Co. 
of America officially has been 
named Alcoa Research Laborato- 
ries. 


a SS 


anon 


External-Load Factor 


For Bolts Discussed 


NEW YORK. — Stress conditions 
vary for different types of joints, 


Electronics Join 
Battle Against 


Industrial Noise 


NEW YORK.—An electronic in- 
strument to aid the fight against 
industrial noise was introduced 
here by Mine Safety Appliances Co., | 
Pittsburgh, world’s largest manu- 
facturer of safety equipment. 


The instrument is the first that 
combines in a single, portable unit) 
four principal functions necessary 
to measure and analyze noise accu- 
rately. It can be used to track down | 
and measure hazardous noises. 


Called “Soundscope,” the instru- 
Ment serves as a meter to measure 
overall sound levéls. It also oper- 
ates as an analyzer, measuring 
sound in each of eight octave bands 
to determine noise peaks. In addi- 
tion, it can check sounds in nar- 
rower frequency bands. Electrical 
and acoustical calibrators are built 
into the unit. 


The 20-pound instrument takes 
the place of four individual units 
previously required for noise anal- 
ysis. It is expected to play an im- 
portant part in efforts to control 
noise, which the American Stand- 
ards Assn. reports has resulted in 
$2 billion worth of claims being filed 
against industry. 

In addition to its use in noise 
abatement programs, the new in- 
strument could help manufacturers 
eliminate undesirable sounds from 
autos, household appliances and 
other products with moving parts 
that cause noise. 

Because the instrument is port- 
able, self-contained, simple to oper- 
ate and incorporates necessary ana- 
lytical features, its widest use will 
be in the field of industrial noise 
prevention to combat occupational 
loss of hearing. 


| 
| 
! 











when batteries need power to spare! 


batteries equipped with Peerless Separators deliver 10% 
more power and 20% faster cranking speed. They are un- 
affected by overcharging, heat, battery acid or plate pres- 
sures—they do not get mushy and soft. Their original tough- 
ness is maintained throughout battery life. 

Guard against premature battery failure. Make sure of 
power to spare in the batteries you sell your trade. Ask your 
supplier for batteries equipped with U.S. Peerless Separators. 
United States Rubber, Rockefeller Center, New York 20, N.Y. 


In the premium car, the Continental Mark II, and in the 
U. S. Navy’s submarines—U. S. Peerless Microporous Rub- 
ber Battery Separators are used to provide 100% depend- 
able battery reliability. 

For example, the batteries in submarines (which furnish 
power for submerged running) store enough energy to lift 
up to 2000 tons a half mile high. U. S. Peerless Separators 
help keep these batteries always ready, always able. 

Motorists find that even when the temperature is zero, 


Electrical Wire & Cable Department 


United States Rubber 
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Weight Savings Stressed .:. . 





Die Castings Set Auto Record 


(Continued from Page 21) | 


body assemblies for 


automatic| dustry practice, valve bodies are 


die castings for the transmission | transmissions, are made as die|die cast in automatic transmis- 


case is anticipated. | 

An illustration of functional die 
casting usage is Chrysler Corp.’s 
latest converter housing. This unit 
is one of the largest die castings | 
made anywhere on a large-scale 
production basis. Weighing approx- 
imately ten pounds, the housing is | 
installed in an assembly that in- | 
cludes a five-pound, foot-long alu- | 
minum die cast “extension” which | 
fits between the transmission and | 
driveshaft. 





Studebaker Transmission 


Uses 17 Die-Cast Elements 


Y REDESIGNING for die cast- | 
ing, Chrysler engineers realized | 
significant savings in both weight | 
and machining. A comparison of 
the necessary machining operations 
for cast-iron and aluminum die 
casting reportedly shows that sav- 
ings as high as 75 percent are pos- 
sible. 
Internal 


parts, including valve 


castings. The extent to which die 
castings have become essential in 
automatic transmission design may 
be seen by reviewing the break- 
down for a ’56 Studebaker Presi- 
dent transmission, as supplied by 
Warner gear division, Borg-Warner 
Corp. 

Seventeen elements of this unit 
are aluminum die castings. Col- 
lectively, these parts total nearly 
nine pounds. The dies for the 
Studebaker transmission valve 
body are extremely intricate in 
design, with as many as 48 inserts 
in each section of the two-cavity 
die. 

Consisting of an upper and lower 
valve, these parts must be held to 
extremely critical dimensional tol- 
erances. Uniform hardness for ma- 
chining is required, and the parts 
must be suitable for proper func- 
tioning under the high pressures 
to which they are subjected in serv- 
ice. 

In conformance with general in- 





sions for Chrysler Corp. cars, These 
complicated parts have cast-in oil 
channels and ports for the valves. 
Weights in this assembly range 
from 0.2 to 1.4 pounds. 


* * * 


Die-Cast Aluminum Saves 
Weight in Transmissions 


2a automotive engi- 
neers seldom are able to pay a 
premium for lightweight designs, it 
is recognized that weight consider- 
ations have become an increasingly 
important factor in recent years. 
Increasing use of the light metals 
has aided in holding car weights 
within reasonable limits by tending | 
to offset the additional weight of 
power accessories and automatic 
features. 


Weight control was an important 
factor in certain design decisions 





on the new _ controlled-coupling 
Hydra-Matic transmission. Two of 
the heaviest parts on the former 
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Aluminum Housings— 


On the new Hydra-Matic transmission, 
the flywheel housing and rear bearing 
retainer are made as aluminum die cast- 
ings. 

. = % 


unit were the flywheel housing and 
the rear bearing retainer. 


By redesigning these members 
for aluniinum die casting, engi- 
neers gained weight savings that 
permitted them to hold total 
weight of the unit to approxi- 
mately that of its predecessor, 
despite an increase in transmis- 


DUNLOP DEVELOPED THE 
FIRST DROP CENTER RIM 





oor rsd changed the pattern of the industry? 


This Dunlop invention eliminated the old-fashioned 
separate rim for passenger car tires, simplified tire 
mounting and dismounting and eliminated tire and 
tube damage during the process. All modern passen- 
ger car rims are patterned after Dunlop's original 
design...another example of Dunlop leadership 
which has brought today’s motorist greater economy, 


convenience and safety. 


Dunlop’s latest contribution to driving safety is the 


minimizes danger of blowout-born accidents. 


DUNLOP TIRES 


for passenger cars, trucks, farm 
vehicies and aircraft 


DUNLOP—Founders of the Pneumatic Tire Industry 


New Dunlop Super Gold Cup Tire with Tension-Free 
Construction and MAX-GRIP Tread. Tension-Free 
Construction eliminates high heat-breeding areas — 


Gold Cup Tires. 
DUNLOP TIRE AND 


Factory and Executive 
Offices: Buffalo 5, N.Y. 


RUBBER CORPORATION, 


MAX-GRIP Tread features new rubber compounds 
for greater mileage and a completely new tread scien- 
tifically designed for safer car control. 

Dunlop pioneering research, coupled with the long- 
est pneumatic tire-building experience in the industry, 
assures today’s motorist greater economy, more riding 


comfort and maximum safety with Dunlop Super 





sion size and the addition of 
another fluid coupling. 

Further evidence of a trend 
toward functional, integrated die. 
cast components in transmissions 
and drive assemblies was seen by 
the ADCI in Buick’s reported use 
of more than 101 pounds of die 
castings in the Roadmaster. Ten 
pounds of this die casting weight 
are included in the Dynaflow trans- 
mission in such parts as the high. 
clutch piston, control housing, con- 
verter flange, servo and valve 
bodies and reverse servo piston. 

Ford engineers, also with an eye 
to weight savings, utilized an im- 
peller housing that weighs only 10 
pounds, while the Chevrolet Power- 
glide unit includes an aluminum 
die cast stator and low drive valve 
bodies. 


* * * 
Steering Gears Provide 


Another Fertile Field 


TEERING assemblies both 
manual and power — have pro- 


vided an important field for die 
cast components. For example, in 
the latest power steering unit 


developed by GM’s Saginaw Steer- 
ing Gear division, five different die- 
cast parts are specified to achieve 
weight reduction, design simplicity 
and manufacturing economies. 
The parts all are die-cast alumi- 
num, except for the return guide 
caps, which are zinc. The alumi- 
num parts consist of the side cover, 
* * x 


Steering Shroud— 


Lower weight, less vibration and rattle 
were gains achieved in this Oldsmobile 
steering column shroud through use of 
magnesium die castings. 

: = & 


steering housing adaptor, end cover 
and gearshift jacket adaptor. 

Zine die castings also are used 
extensively in the Chevrolet 
steering-gear assembly. On one 
typical Chevrolet model, 33 
pounds of die castings are used, 
excluding additional die-casting 
weight in such optional equip- 
ment items as power steering, 
power brakes and automatic 
transmission. 

With perfection of the new hot- 
chamber process and high- 
production equipment, magnesium 
die-cast parts likewise are gaining 
favor. A number of parts which pre- 
viously were stamped and welded or 
riveted, have been redesigned into 
single or multiple-part die castings 
in magnesium. 

Typical of this design technique 
is the Oldsmobile steering-column 
shroud, socket and cap. Magnesium 

die castings were specified to de- 
crease weight while reducing vibra- 
tion and rattles. 

The assembly, consisting of four 
die castings, was designed as a 
substitute for a previously used 
structural metal because the steer- 
ing column (in effect, a cantilever 
beam) should be of lightweight 
construction. In addition, the 
steering-column bracket assembly 
and cap consists of three mag- 


nesium die castings. 
* * * 


Die Casting Widely Used 


For Instrument Panels 


vss extreme flexibility of die- 
-cast design — coupled with its 
ability to hold close tolerances, 
suitability for intricate shapes and 
contribution to weight and cost 
savings — is cited by the ADCI 
as accounting for increasing usage 
of complex die-cast instrument 
panels and interior-trim items. 
Detailed recesses, cutouts, cores 
and shapes commonly associated 
(Continued on Page 33, Col. 1) 
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Weight Savings Stressed... 


Use of Die Castings 
Soars to Auto Record 


(Continued from Page 32) 


with instrument-panel design are 
illustrated in Chrysler division’s 22- 
pound zine die-cast panel. Formed 
in three sections, the panel is die 
cast with cutouts for instrument 
dials, radio, transmission pushbut- 
tons, glove compartment, clock, etc. 

In addition to these basic sec- 
tions, other parts such as the 
transmission control housing, 
bezels and _ glove-compartment 
doors also are die cast. Smaller 
items, such as the interior-light 
housing, heater control and 
windshield-wiper knobs and cigar 
lighter also are die cast. 

To solve an export-import trade 
problem, Studebaker engineers de- 
signed an unusual die-cast panel. 
Featuring interchangeable cavities, 
the assembly can be produced with 
left-hand drive for the U. S. mar- 
ket, and right-hand drive for ex- 
port. 

Stability and rigidity permit die- 
cast instrument panels to serve as 
the base on which dashboard items 
can be secured. This type of assem- 
bly provides an excellent blend of 
functional and decorative applica- | 
tions of die castings. 

* * * 


Zinc Die Castings Used 


In Heater, Air Conditioner 


OTH the Oldsmobile and Cadil- 
lac instrument panels are so 
designed, with the Cadillac unit 
forming one of the largest die-cast 
panels in the industry. This assem- 
bly weighs approximately 11 pounds. 


Packard engineers also specified 
die castings for the majority of 
instrument-panel components. Zinc 
die castings are used for horn 
rings, speedometer bezels, fresh-air 
controls, gearshift indicator hous- 
ing, pushbutton selector brackets 
and hand brakes. 


In all 1956 models, heater and 
air conditioner parts and control 
+ *~ * 


Panel Castings— 


Zinc-base die castings, produced by AC 
Spark Plug division, are used for instru- 
ment panels on the ‘56 Oldsmobile and 
Cadillac. 

Oo x * 

members showed increased use of 
zine die castings. In the GM line, 
Buick utilizes a die-cast zinc 
evaporator mounting flange and 
air inlet housing in the air con- 
ditioner, for a total die-casting 
weight of four pounds in this 
application. 

In the Cadillac, the heater case 
and valve assembly, one unit each 
in right and left kick-pads, repre- 
sent a total of eight pounds of 
zine die castings. Chevrolets have 
die-cast heater control panels 
weighing two pounds, with the air- 
conditioner adding four pounds of 
zinc die castings in the control 
Panel and air outlet fitting. 

The Oldsmobile air-conditioning 
system includes four pounds of zinc 
die castings in the evaporator back 
Plate and valve assembly. The Olds! 


defroster adaptor is a one-pound 
die casting. 

The Pontiac air conditioner and 
heater both utilize die-cast valve 
parts weighing about a pound and 
half a pound, respectively. Other 
car makes were found to embody 
similar die-cast components in 
heater and air-conditioner assem- 


blies, 
* * + 


Exterior Die Castings 
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toward massive headlamp- 
parking light units and tail-light 
assemblies, established in 1955 by 
such makes as Cadillac, Lincoln, 

Packard and Chrysler, is being 
followed by some manufacturers 
of the lower-priced, high-volume 
lines in 1956. 

Because of the complicated de- 
sign and chrome-plated finish spe- 
cified for decorative reasons and 
corrosion protection, these new 
heavy assemblies invariably are 
produced as die castings. It was 
estimated that current GM cars 
typically are using 25 percent more 
zine die castings for head and tail 
lights than they did last year. 


The ADCI report revealed exten- 
sive use of die castings on grilles 
on the following 1956 cars: Buick, 
| Imperial, Chrysler, Continental, 
| Packard, Clipper, Chevrolet, Stude- 





baker, Nash, Hudson and Rambler. 


Show Increased Usage 
THE survey findings pointed to Ross Opens Offices 

the likelihood that the overall | DETROIT. — Ross Operating 
Valve Co. has opened branch of- 
grilles and exterior trim may cause | fices for sales and service in Detroit 
the 1956 per-car consumption to | and Flint. 
exceed that for 1955 (on a unit-car | Wesley Grotewohl is Detroit man-| 


basis). | ager, R. A. Reichelt will direct the 
It was noted that the trend | Flint office. 





trend in use of zinc die castings for 


instrument panel. 








Anaconda specifies Enjay Bu 


| Die-Cast Instrument Panel— 
The 22-pound zinc die-cast instrument 


panel for Chrysler division cars is produced 
in three sections. In the foreground are the transmission pushbutton control housing, 
glove compartment door and other die castings which are mounted to the die-cast 


TO DEFY OZONE IN HIGH-VOLTAGE CABLES... 


for more current per circuit...more power per dollar 


Anaconda specifies Enjay Butyl insulation for high-voltage cables be- 
cause this rubber has incredible resistance to ozone. Surpassing the in- 
dustry’s standard three-hour specification test, Enjay Butyl insulation 
used by Anaconda showed no injury after 72 hours of ozone concentration 
tests—24 times longer than specification requirements. Other rubbers 
would deteriorate and crack in a fraction of this time. 

With the help of Enjay Butyl, millions of feet of Anaconda’s cable 
now in use deliver more current per circuit, more power per dollar. 

Perhaps your product, too, can be improved with versatile Enjay 
Butyl. It comes in non-staining grades for white and light-colored parts, 
offers excellent electrical properties, low price and immediate availability. 


For full information, contact the Enjay Company. Complete laboratory 


facilities and technical assistance are at your service. 


Pioneer in Petrochemicals 
ENJAY COMPANY, INC., 15 West 51st Street, New York 19, N. Y. 


Other offices: Akror, ¢ Boston « Chicago « Los Angeles « Tuisa 





tyl rubber 


BUTYL 


Enjay Butyl is the super-durable rubber 
with outstanding resistance to aging + 
abrasion + tear * chipping « cracking + 
ozone and corona « chemicals « gases 
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Making Epoxy Tools— 

A first hand demonstration of making an epoxy tool was carried out at a Bakelite 
Co. exhibit at the American Society of Tool Engineers Industrial Exposition in 
Chicago. The demonstration was performed by personnel of Ren Plastics, Inc., Lan- 
sing, one of the producers of tooling compounds based on Bakelite epoxy resins. 
From left are George Rice, Charles Genetti and William Coatney. 
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Turnings cee John T. Benedict 


(Continued from Page 21) 


and users) whose future business 
prosperity depends upon correct 
evaluation of the “oscilloscope vs. 
meter” question. 

Need for accurately appraising 
the merits of the new electronic 
cathode-ray tube units and pre- 
dicting their eventual degree of 
acceptance among mechanics is 
considered by many individuals to 
be among the biggest problems 
facing the service industries today. 

Alleged complexity of data in- 
terpretation and a belief that the 
oscilloscope-type tester is “just too 
complicated” for use by the aver- 
age mechanic are the objections 
most often cited by the many who} 
contend this type of equipment | 
never will attain wide usage in| 
automotive servicing. 

* * * | 

oo reputed requirement for a 
high degree of instruction and | 
training, coupled with a need for | 
experience and _ intelligence in| 





properly using ‘scopes for routine | 





you a fast, accurate and realistic answer. 


General Offices: Redwood City 


trouble-shooting will, it is said, se- 
verely limit the potential market in 
such applications. 

Many others disagree vehemently 
with what is (at present) a majority 
view. They categorically deny that 
’scope usage is beyond the capa- 
bilities of a mechanic who will ap- 
proach: the instrument with an 
open mind and make an effort to 
master it. 

There is, however, one other 
obstacle which worries some 
’scope advocates who are confi- 
dent the device will win in- 
creasing acceptance, These men 
are concerned about the damage 
that inadvertently may be done 
by “over-selling” the oscilloscope 
—and the kick-back from disap- 
pointed buyers who had mis- 
takenly regarded the unit as a 
miracle-working, magic cure-all 
for their service equipment 
problems, 

A staunch ’scope proponent, 
Charles Mohnen, Heyer Industries, 


When you need a dependable source of conventional oil seals, 

. or engineering help on new seals to meet unique conditions, 
call your National Oil Seal Applications Engineer. He’s a 
specialist in seals, factory trained and a veteran at his business. 
Whether your seals can be shipped from stock, made 


from existing tools, or require new engineering, he'll give 


Your National Applications Engineer is backed by the productive 
capability of four big NMB plants, and 35 years of oil seal 
specialization. Call him while your new design is still 

on the drafting board—the best time to specify seals. 


His telephone number and address are listed above. 


NATIONAL MOTOR BEARING CO., INC. 
Plants at Van Wert, Ohio, Redwood City, Downey and Long Beach, Calif. 
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cautions: “The thing that could 
hurt acceptance of these units is 
that they are so new and so spec- 
tacular that people may think they 
are a cure-all and buildup unjusti- 
fied expectations. This is the biggest 
danger we face.” 

Arrayed against the opinions of 
those who charge that ’scope 
equipment is too complicated is the 
favorable trend of comments and 
reactions from service supervisors 
who have had experience with this 
type of equipment. 

One such individual with whom 
I talked is Jack Lowry, shop 
superintendent, E & L Transport, 
He is enthusiastic in his praise of 
the ’scope, and obviously feels that 
it has “paid off” as an aid to ser- 
vicing a large fleet of trucks and 
tractors employed in haulaway 
operations on Ford cars. 

+ * * 
Pinpoints Troubles 


N SUMMARIZING his six- 

months’ experience with the Du- 
Mont engine analyzer, Lowry said: 

“In our fleet maintenance, we 
find that, since we have had this 
unit, is saves us considerable time 
and money. One way that it saves 
us money is in quickly pin-pointing 
troubles. This enables us to change 
only the part that needs changing. 
There is no need for trial-and- 
error substitution of suspected 
parts or unnecessary replacement 
of ignition components.” 

Two additional points are note- 
worthy as attesting to Lowry’s con- 
viction that the oscilloscope is a 
useful service tool. The first is his 
assertion that, in the future, “I 
never would consider being with- 
out this type of equipment in motor 
vehicle maintenance.” 

Secondly, is the way E & L has 
backed up this opinion by pur- 
chasing a second ’scope several 
months after the first—plus pre- 
sent plans for adding two more 
in the future. 

The two oscilloscope units pres- 
ently are used in conjunction with 
dynamometer equipment for 
trouble-shooting and as part of the 
regular 10,000-mile preventative 
maintenance schedule. 

On the controversial question of 
training and instruction, Lowry 
said that he and his mechanics 
quickly learned how to use the 
’scope after a briefing by the 

manufacturer’s representative. Now, 
he says, they can get down to the 
source of trouble in finding ignition 
system faults. 

“We can bring in a truck that 
is ‘missing’ or giving trouble, and 
locate a fault anywhere in the ig- 
nition system in 10 minutes,” he 
concluded. 


* 2 * 

T STORY Oldsmobile Inc., a full- 
scale trial of the DuMont 
analyzer now is under way. It seems 
that, after preliminary investiga- 
tion of the oscilloscope’s possible 
advantages, the dealership’s atti- 

tude was: 

“Either this is a good thing, or it 
isn’t worth anything at all to us. 
We are going to give it a try. We'll 
learn how to use it, then advertise 
that we have it here, and see what 
happens.” 

As a consequence, they took an 
instrument “on loan” and have 
been attempting to find out 
whether or not it is an asset in 
the service operation. A critical 
point of evaluation obviously will 
be the determination of the 
*scope’s value in selling service 
jobs and replacement parts. 

I talked with service manager, 
Jim Slater, about the time he and 
his personnel were completing the 
“learning period”—and just before 
they were scheduled to run news- 
paper ads telling the Lansing pub- 
lic that the new scientific 
oscilloscope-type service equipment 
was in use at Story Oldsmobile. 

However, even at that stage of 
the ’scope evaluation program, it 
was apparent that Slater was favor- 
ably impressed. He said that design 
and performance trends had car- 
ried automotive engines beyond the 
capabilities of his conventional ser- 
vice equipment. 

Now, he said, it is necessary to 
“know what every firing impulse 
is doing.” Slater voiced agreement 
with “the forward-thinking service- 
men who see in the oscilloscope- 
type analyzers a potentially valu- 
able service tool.” 

a * ed 

No ‘Gimmick’ Item 
E EMPHATICALLY stated that 
the ’scope is regarded as a 


working tool and not a gimmick. 
(Continued on Page 35, Col. 1) 
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Turnings eee By John T. Benedict 


(Continued from Page 34) 


Slater is “at odds” with those who 
contend that it is just a research 
or lab device and impractical or un- 
necessary for routine automeative 
servicing. 

The plan is to integrate the ’scope 
unit into regular backshop oper- 
ations and use it as part of the test 
equipment. Personnel-wise, Slater is 
working toward use of the ’scope 
by three types of individuals. These 
are his “diagnostician,” the crack 
tune-up men and, eventually, the 
service salesmen. 

A third example of users who 
are happy with the ’scope may be 
found at Gage Oldsmobile Inc. 
After having entered into the 
“trial” of a unit with considerable 
skepticism and a “show-me” at- 
titude, Gage people apparently are 
convinced that the ’scope pays 
off. 

Sheldon Knowles, shop foreman, | 
likes the ’scope because it is| 
“mobile, easy to hook up and quick | 
for diagnosis of trouble.” 

At the time I talked with| 
Knowles, he indicated that the unit | 
was in his shop on a trial basis, 
and they hadn’t fully decided to buy | 
it. He said that they hadn’t yet 
had much experience with the} 
’scope—but that it did appear to be } 
a real time-saver. 

After commenting favorably on} 
various aspects of the unit’s utility, 
Knowles offered an opinion that “it 
is the coming thing ... but not 
until they perfect it more.” As it 
now stands, he doubts that the 
‘scope will get much popularity. 

“It is a good sales gimmick,” he 
declared. “The scope goes over big | 
with the customers,” said Knowles, | 
“and, from a selling standpoint, it 
has helped us sell lots of work.” He 
regards the ’scope as an instrument 
to be used on the service sales 
floor—by the shop foreman or serv- 
ice writeup man. 

* 





* * 


NE thing I made a point of 
doing in conversations with | 


‘scope users was to check their 
viewpoints on various rumors of 





Electronic Controls— 


John J. Smith, president, Sparks- | 
Withington Co., holds one of the 21 
building-block components his firm has 
developed to regulate pushbutton manv- | 
facturing operations from remote points. 
Grouped around him are the other 20 


modular units. 
| 


‘Building Blocks’ 
Used to Control 
Electronic Brains 


(Continued from Page 21) 
proportional control and transmis- 
sion systems. 

* * * 

MITH said the method already 

is in use in the oil industry, 
in petrochemical plants and in 
municipal water-pumping systems. 
He said they also are applicable to 
steel mills, mining operations, pro- 
cess industries and other types of 
mass-production processes where 
control and supervision are re- 
quired for complicated machinery. 

Shell Oil Co. is using the stand- 
ard components to comprise two 
applications near Chicago to open 
and close pipeline valves, one from 
a control board 25 miles away, 
Smith said. 





troubles, problems and faults with 
this type of equipment. You may 
have heard that the ’scope per- 
formance is altered by normal 
variations in current and voltage 
in the standard 110-volt electrical 
power source. 


Or you may have been told that 
“interference” is a problem—and 
the ’scope reflects the passing of 
every heavy truck or airplane. In 
my contacts with those who have 
actual experience with the oscil- 
loscopes in everyday servicing use, 
I found no confirmation of any of 
these alleged deficiencies. 

Echoing, in part, Knowles’ view, 
is the statement of an automotive 
servicing authority, who said: “In 
my opinion, the basic question 
which can arise in the service de- 
partment is whether the oscil- 
loscope should or should not be con- 
sidered in place of conventional 
meter-type testing equipment.” 

“Personally,” he continued, “I 
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am convinced that the ’scope can- 
not be considered a substitute for 
meter-type equipment.” This same 
expert believes it questionable 
that in its present stage of de- 
velopment, the oscilloscope can 
even be regarded as a supple- 
mental service tool for most 
shops. 

However, he emphasized the 
words “in its present stage of de- 
velopment” — and said, “it is en- 
tirely conceivable that the ’scope 
will, in time, be improved in regard 
to cost, simplicity and versatility 
to an extent that in the future it 
may become a very desirable serv- 
ice shop instrument.” 

After listening to the experts and 
absorbing quite a range of varying 
opinion, I should say that it comes 
down to this: There is little 
question but what some people are 
willing and able to put oscilloscopes 
to work immediately in service 
operations . . . the question is, how 
large is the present market for such 
equipment, and how rapidly will it 
grow? 

ok * 


2 Large Makers Delay 


7. Heyer and Weidenhoff 
have jumped into the field, and 
are betting heavily that the market 











will expand rapidly. In my estima- 
tion, the larger servicing equipment 
makers are acting more conserva- 
tively—as Sun and Allen, for ex- 
ample, appear to be holding back 
with a “wait and see” attitude. 

Although official confirmation is 
lacking, it is likely that both com- 
panies have had oscilloscope units 
under development for some time. 
If a sizable demand appears, they 
undoubtedly will move into the pic- 
ture with their own versions of a 
*scope unit. 

As the president of one major 
company put it, “we would just 
as soon sell oscilloscopes as any 
other type of equipment, if that’s 
what the service people want.” 
“For the present,” he said, “it 
seems doubtful that such com- 
plicated instruments will be widely 
used by the average mechanic.” 
Heyer evidently has decided that 
a fairly sizable market already is 
in sight. The company has “a large 
number” of orders on hand, and is 





| so impressed by trade reactions that 
| it is considering the advisability of 
|tooling up for the production of 
30,000 of its Dyna-Vision engine 
| analyzers. 

| Prices of these Heyer units may 
|be a real bombshell when an- 
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nounced, Here are some of the low- 
level cost targets the company is 
aiming for: Below $300 for the 
basic ’scope projector unit itself; 
add about $235 for an accessory 
unit, and possibly another $100 for 
a second simplified accessory. 
* * * 

LSO in contention is Weiden- 

hoff Corp. (formerly Jos. 
Weidenhoff Inc.), which recently 
was purchased from Bowser by 





|Snap-On Tools Corp, The original 
| developer of a ’scope-type unit for 


automotive servicing use, Weiden- 
hoff is undergoing reorganization 
and changes that promise to bring 
added facilities and spur develop- 
ment of new units for expanded 
market coverage. 


No to be overlooked is Bendix 
Aviation Corp., Scintilla Division, 
which already makes aircraft 
engine ignition analyzers. 
This firm is known to be keeping 
a close watch on the situation. 


Although supposedly fully occu- 
pied with its aircraft equipment 
business, Bendix is reported to have 
made a thorough study of the pos- 
sibilities for adapting the units for 
automotive service usage. 





TEMPERATURES 





Temperatures made to order! 


MADE 


TO 


ORDER 





Harrison covers the “Hot and Cold” 
market with a complete line-up of 
automotive temperature controls! 


Tailor-made temperatures are Harrison’s stock in trade! 

Harrison’s all-around heat control means greater comfort and 
convenience with “‘out-in-front” air conditioning in summer 

. .. efficient heaters in winter! And Harrison radiators, 
thermostats and oil coolers assure peak engine and transmission 
performance. Leading car and truck manufacturers specify 
Harrison—with over 45 years’ manufacturing experience and the 
most complete engineering research facilities in the 

automotive heat-transfer field. If you have 
a “hot” or “cold” problem, look to Harrison for the answer. 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N. Y. 
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Market Trend 


Overall average prices paid for 
used cars at wholesale auctions 
last week showed an improvement 
for the first time in five weeks, 


according to Automotive News’ 
index. 

The price moved upward $1, 
compared with a $6 setback a 
week earlier. 

Only two models showed de- 
clines—the price of °49s fell $2 
and the price of ’54s dropped $4. 
The price of ’51s remained un- 
changed. 

All others increased, as follows: 
"56s, up $7; 52s, up $3; '53s, up 
$2; °55s, up $1, and ‘50s, up $1. 

At a group of representative 
auctions last week, buyers took 
home 75.4 percent of the average | 
consignment of 174 units. Amonth | 
earlier, consignments had aver- | 
aged 199 units, with the sales | 
ratio standing at 74.3 percent. 


* * * 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive | 
and (ps) indicates power steering. 


* * * 


ST. LOUIS 


(St. Louis Auto Auction Barn. Sales 
every Tuesday and Friday. Prices are for 
sales of May 8-11.) 

(Market good on all clean units, except 
"56s, which are very slow. Sold 279 cars 
out of 358 offerings.) 
BUICK—'55 Century 4-dr., 

Super Riviera, $485*; 

Super Riviera, $398*; 


$2,035*. °52 
4-dr., $300. °51 
4-dr., $398; conv., | 


$300. ‘49 Super station wagon, $355; 4- 
dr., $275*. 

CADILLAC—'56 (62) conv., $4,450* (ps). 
‘53 (62) conv., $1,865° (ps); 4-dr., $1,- 


550° (ps). "51 (62) 4-dr., $823°*. 
CHEVROLET—'56 Bel Air (8) conv., $2,-| 
175*. ‘55 Two-ten (8) 4-dr., $1,263*; 
2-dr., $1,160, $1,143. 54 Bel Air 2-dr., 
$1,175*; 2-dr., $925*, $695; 4-dr., $823°, | 
$670. ‘53 Two-ten Sport coupe, $850; 4-| 
dr., $718. '52 SL Deluxe station wagon, | 


$615; 2-dr., $538, $415, $345; 4-dr., 
$500*, $330*. °51 SL Deluxe 2-dr., $460, | 
$393, '$373, $300. 
CHRYSLER — ‘52 Windsor 4-dr., $535* | 


(ps). 50 4-dr., $308. ‘49 4-dr., $143*. 
DeSOTO—'52 Fire Dome (8) 4-dr., $350* 


(ps), 

DODGE—'52 Coronet 2-dr., $333. °50 2-dr., 
$123. '49 2-dr., $115 

FORD—'56 Country sedan, $2,225, $2,150*, 
$2,150; Fairlane (8) Victoria, $§2,050*, 
$1,908"; 4-dr., $2,050* (ps), $1,963*, $1,- 
700. ‘55 Custom (8) 2-dr., $1,305. ‘54 
Custom (8) 2-dr., $890, $695. ‘53 Crest 
(8) Victoria, $870; 4-dr., $760*, $708; 
station wagon, $1,078. ‘52 Main (8) 
Ranch Wagon, $530. "51 Custom (8) 2- 
dr., $325, $318, $288; station wagon, $383. 

HUDSON ‘53 Hornet Hardtop, $950*; 
Custom 4-dr., $393°. 

KAISER—'53 4-dr., $400*. 

LINCOLN—'56 Capri 4-dr., $3,550* (ps). 


MERCURY—’'56 Custom Sport coupe, $2,- 
118. ‘53 Monterey sedan, $1,113*. ‘52 
Monterey sedan, $835*; 4-dr., $600*; 2- 


dr., $578*. 
$340. 


NASH—’53 4-dr., 


"51 4-dr., $338, $293; 2-dr., 


$703; Hardtop, $685. 


OLDSMOBILE—’56 (88) Holiday, $2,600* 
(ps), 53 (88) 4-dr., $950*, "52 (88) 4- 
dr., $740°. 


PACKARD—'55 4-dr., $1,690*. ‘51 2-dr., 
$355* 


PLYMOUTH—'55 Plaza (8) 4-dr., $1,155. 
"53 Belvedere sedan, $698; 2-dr., $438. 
"51 Cranbrook 4-dr., $425, $315, $260, 


$250. ‘50 Special Deluxe station wagon, 
$225. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
218*. ‘54 Chieftain (8) 4-dr., $1,220* 


(ps), $975*. '53 Chieftain (8) 2-dr., $750* 


(ps). °52 Chieftain (8) 4-dr., $600*. '51 

Silver Streak (8) 4-dr., $305. ‘49 Silver 

Streak (8) 2-dr., $158°*. 
STUDEBAKER—'53 2-dr., $405. '50 2-dr., 


$165. 

MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $600. '50 Studebaker \%-ton 
pickup, $163. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 


(Compiled by Automotive News from auction reports. ) 





. Prices are for sale of May 14.) 

(We had another popping good sale 
here today as we slashed through with 
169 sold out of over 200 cars offered. 
We finished the fire sale around 6 o’clock, 
Cadillacs of all years gain were hard to 
sell, and °55 models were off in price. 
They must be bought at lower figures. 
Many buyers thronged the auction, espe- 
cially the Vermonters.) 

BUICK—'55 Super Riviera, $2,090* (ps), 
$2,050* (ps); 2-dr., $1,900* (ps). ‘54 
Century Estate Wagon, $1,835* (ps); RM 
Riviera, $1,550* (ps); 4-dr., $1,440* 
(ps); ., $1,475*. °53 Super 

; Riviera, $1,080*; 2- 

Gr., $1,060*; 4-dr.. $990*; RM 4-dr., 

$1,025° Special 2-dr., $875*. 
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$943* $915 









Sept. Oct. Nov. 
* Prices of '56s added; 


Dec. 
’48s dropped. 


Super Riviera, $760*; RM 4-dr., $520*. 
"51 Special 4-dr., $410*. "49 Super 4-dr., 
$210*, $120. 
CADILLAC—’'55 (62) coupe, $3,490* 
conv., $3,570* (ps), $3,460* (ps). 
(62) 4-dr., $2,825* (ps), $2,700* 
coupe, $2,730* (ps). ’53 (60) 
dr., $1,725* (ps). °51 (62) 4-dr., $700*. 
"49 (61) coupe, $500*; (62) 4-dr., $400*. 
CHEVROLET—’'56 Bel Air (8) coupe, $2,- 
200*; Two-ten (6) 4-dr., $1,765*; 2-dr., 
$1,720. ‘55 Bel Air (8) 4-dr., 
Two-ten (6) 2-dr., $1,390*; Delray coupe, 
$1,360; 4-dr., $1,240; Two-ten (8) 2-dr., 
$1,270. '54 Two-ten 4-dr., $990*, $930, 
$700*; 2-dr., $910, $690*, $660. '53 Bel 
Air 4-dr., $800*. 
$575; 4-dr., $560*, $500, $430. 
Deluxe Bel Air, $475*; 4-dr., 2 at $325, 
$300*; 2-dr., $430*; FL Deluxe 2-dr., 
$320, $310, $120*; FL Special 2-dr., 
$385. '50 SL Deluxe 4-dr., $215, $200; 
conv., $170; 2-dr., $185, $160; FL Deluxe 
2-dr., $180. 
4-dr., $135; 


(ps); 


‘51 SL 


conv., $190; FL Deluxe 2- 
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Frequency Rates: Listing (maxim: three lines of type) —$5.00, 1-time; $4.00, 13-times; — 
mum column—maximum, 
contact Want Ad De pt., Automotive News, Detroit 26, Mich. 


50, 52-times. Di 
Saaask Mer Display hates 








ALABAMA 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 


(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 


Lawrenceburg, Tenn. Every Tuesday 





COLORADO 





COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 
All cars paid for by our own check through 
First National Bank of Englewood. 








DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 
4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 


INDIANA 





DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 





Average Used-Car Auction Prices 


1956 


dan. 


Special 4- | 


dr., $280; 4-dr., $130; SL Special coupe, 
$170. 

CHRYSLER—’53 Windsor 4-dr., $740*. ’50 
Windsor 2-dr., $290*. ’49 Windsor 4-dr., 
$160. 

DeSOTO—’'54 Custom coupe, 780*, °53| 
Deluxe coupe, $820*. ‘50 Sportsman 
coupe, $330*. 

| DODGE—’53 Coronet 4-dr., 2 at $620*. ’52 
Coronet Diplomat, $475*; club coupe, | 
$390*; 4-dr., $140*. °51 Coronet club| 


$1,400; | 


"52 SL Deluxe Bel Air, | 


"49 SL Deluxe coupe, $160; | 










Feb. March Apr. May 


to date 


coupe, $350*; 4-dr., $330*. '50 Coronet | 


| NASH 


$560. ’52 Crest (8) Victoria, $750*; Main 
(8) Ranch Wagon, $660; 2-dr., $390; 
Main (6) 4-dr., $190; Custom (6) 2-dr., 
$510*; Custom (8) 4-dr., $400. ’51 Cus- 
tom (8) 2-dr., $350, $310, $270; Victoria, 


$285. '50 Custom (8) 2-dr., $210; 4-dr., 
$210. °49 Custom (6) 4-dr., $130. °48 
Custom (8) station wagon, $230. 
HUDSON—'51 Super 4-dr., $100. 
LINCOLN—’'53 Capri coupe, $960* (ps). 
’52 Capri coupe, $510*. 
MERCURY—’ 54 2-dr., $1,100*. ‘53 station 
wagon, $1,070; conv., $1,050; Sport 


coupe, $925. '49 2-dr., $110. 

- '56 Rambler 4-dr., $2,100. °53| 
Rambler Sport coupe, $790*. | 

OLDSMOBILE—’55 (88) Super 4-dr., $1,-| 
910* (ps). ’'54 (88) 4-dr., $1,270. ’53 (98) 


4-dr., $1,100*; (88) Super 4-dr., $1,170*, 
$1,020*. '51 (98) 4-dr., $510*. ‘50 (88) 
club coupe, $205*, °49 (98) conv., $200*. 
PACKARD—’'54 4-dr., $1,130*. | 
PLYMOUTH—'55 Belvedere (8) Hardtop, | 
$1,410* (ps); Savoy (8) 2-dr., $1,200. | 
52 Cranbrook Belvedere, $540; club| 


coupe, $460; 4-dr., $420; 2-dr., $380. °51/| 
Cranbrook 4-dr., $330, $290, '49 Special | 
Deluxe 4-dr., $210; Deluxe 4-dr., $170, | 
$145. | 
PONTIAC—’'56 Star Chief (8) Catalina, 
$2,300*. '55 Star Chief (8) Catalina, $1,- 


905* (ps). ‘54 Star Chief (8) Catalina, | 
$1,500*; 4-dr., $1,190*. '53 Chieftain (8) 
Catalina, $870*, $860*; 2-dr., $710*; 4- 


dr., $400*. ’°52 Chieftain (8) 4-dr., $540*. | 
’'51 Silver Streak (6) 4-dr., $310; Silver} 
Streak (8) 4-dr., $290*. | 
STUDEBAKER — '52 Commander Land 
Cruiser, $200. 
WILLYS—’55 Aero Lark 2-dr., $885*. 
MISCELLANEOUS—'51 Jaguar 4-dr., $740. 


LITTLETON, COLO. 


club coupe, $150*. °49 Wayfarer 2-dr., 

$170. (Colorado Auto Auction. Sale every Mon- 
FORD—’55 Fairlane (8) Victoria, $1,530; | day. Prices are for sale of May 14.) 

conv., $1,500*; 2-dr., $1,225; Main (8) (Sold 240 cars out of 318 offerings.) | 

Ranch Wagon, $1,400; Custom (8) 2-dr.,| BUICK-—’56 Century Riviera, $2,650* (ps). | 

$1,180, $1,150, $1,125; Custom (6) 4-dr., | 55 RM Riviera, 2 at $2,265* (ps); Super 

$780. '54 Crest (8) Country sedan, §1,- Riviera, $2,105* (ps), $2,085* (ps), $2,- 

400*; Custom (8) 2-dr., $860, $800; 4-dr., 075* (ps), $2,035* (ps); Century Riviera, 

$620; Main (6) 4-dr., $785; Main (8) | $1,985*, $1,960*; Special 4-dr., $1,685*. 

2-dr., $790. '53 Crest (8) Country sedan, ’54 Super Riviera, $1,575*. °53 Special 

$1,200*, $1,040*; Custom (8) 4-dr., $760*, | 4-dr., $625. °51 Special 2-dr., $580. 

$750, $730*; 2-dr., $800*, $670*; Main | CADILLAC—’56 (62) coupe de Ville, $5,- 


(8) 4-dr., $680, $650, $550, $400; 2-dr., 


350* (ps), $4,825* (ps); conv., $4,600* 





DIRECTORY 


, 1 inch on 1 


MICHIGAN 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, 


Exclusively for Dealers 
Here in the shadow of General Motors, you 


| get the best buys. 
| NEW CAR DEALERS balance their stock here 


—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


12:30 —— SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSOURI 





ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 





80 car sale average 
All Titles and Checks Guaranteed 








5-inches on 2-col- — 


NEW YORK 















NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto Auction, | 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 








| CLEVELAND—Cleveland Auto Auc- 


tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 


PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








LUCAD 


(Leading Used Car Auction Directory) 

-+-is the key te a dealer’s problem when 
looking for a place to buy or sell cars. 

-+-For rates, contact Automotive News, 
2666 Penobscot Bidg., Detroit 26. 


AUTOMOTIVE NEWS 


WANT ADS 
BRING RESULTS 





es 


(ps). °55 (62) coupe de Ville, $2,73g8 
(ps); conv., $3,350* (ps). ’54 (62) « 
de Ville, $3,375* (ps). '52 (62) coune de 
Ville, $1,465* (ps). 

CHEVROLET—’56 Bel Air (8) Handy 
$2,465*; Sport coupe, $2,300", $2,2898 
(ps), $2,140*; 4-dr., $2,200*, 2 at §2. 
175*, $2,150*, $2,125*, $2,115*; Two-teq 
(8) Delray coupe, $1,870*, $1,850, $1,8 
$1,805. '55 Two-ten (8) Handyman, §1,. 
760*, $1,625; Bel Air (8) 4-dr., $1,525, 
$1,510*, $1,410, $1,360; One-fifty (6) 
Handyman, $1,400*. °54 Bei Air t-dr., 
$995*; Two-ten 4-dr., $870, $830. ’5g 
Two-ten 4-dr., $850*, $755*; Bel Air 4. 
dr., $700*. ’52 SL Deluxe 4-dr., $460. 

CHRYSLER—’'56 NY 4-dr., $3,460* (pg), 





Model Breakdown 
Of Auction Averages 





May, 1956 Apr., March 

Model to date 1956 1956 
1956 $2,179 $2,256 $2,240 
a 1,573 1,620 1,603 
1954. 1,077 1,115 1,100 
1953. 740 57 157 
1952 488 499 508 
1951 335 329 349" 
1950 247 241 246 
1949.... 177 177 183 
Overall —__ —— 
Average $ 852 $ 874 §$ 873 
‘55 Windsor 4-dr., $1,790* (ps). ‘54 
Windsor 4-dr., $1,165*. ‘53 NY 4-dr., 
$S15*. ‘52 Windsor 4-dr., $365*. °51 NY 





4-dr., $275*. 

DeSOTO—'55 Fire Flite (8) Hardtop, §2,- 
075* (ps); Fire Dome (8) 4-dr., $1,855* 
(ps); 2-dr., $1,675. 

DODGE — '56 Royal (8) Lancer, $2,500* 


(ps). °52 Coronet sedan, $375*. 
net 4-dr., $165*. 


’51 Coro- 





FORD — ‘56 Thunderbird, $3,500* (ps); 
Fairlane (8) conv., $2,160*; Victoria, 
$2,150* (ps), $2,125* (ps), $2,125*. ’55 
Fairlane (8) Crown ‘Victoria, $1,920", 
$1,765; conv., $1,660*, 3 at $1,645*, $1,- 
615; Main (8) Ranch Wagon, $1,600, 
$1, ; Custom (8) 4-dr., $1,420*, 9 at 
$1,345, $1,275*, $1,225, $1,150*. '54 Crest 
(8) 4-dr., $1,050*, $1,025*, $1,000*; Cus- 
tom (8) club coupe, $950. '53 Crest (8) 


Country Squire, $1,050** (ps). '51 Custom 
(8) conv., §$400*. 


LINCOLN — '56 Premiere coupe, $3,800* 
(ps). °54 Capri coupe, $1,860* (ps), $1,- 
700* (ps). '53 Cosmopolitan 4-dr., $1,- 
175* (ps). 

MERCURY—'56 Montclair sedan, $2,550*; 
Monterey Sport sedan, $2,440*. '55 Mont- 


clair 4-dr., $2,040* (ps); coupe, $1,825*, 
$1,775*. "54 Monterey coupe, $1,410* (ps), 
‘53 Monterey 4-dr., $925*. 

NASH—'55 Rambler Cross Country, $1,- 
515. '54 Ambassador 4-dr., $1,010; Ram- 
bler club coupe, $870. '53 Statesman 4- 
dr., $590. 

OLDSMOBILE 
Super 4-dr., 
320* (ps); 4-dr., 
per 4-dr., $2,285* 


"56 (88) 
$2,405* 


Holiday, $2,510*; 
"55 (98) conv., §$2,- 
$2,085* (ps); (88) Su- 
(ps). °54 (88) Super 
4-dr., $1,340. '53 (98) 4-dr., $1,295* 
(ps), $1,095* (ps); conv., $1,080* (ps). 
PLYMOUTH—’'56 Belvedere (8) 4-dr., $2,- 
135*, $2,125, $2,040*; Savoy (6) Subur- 
ban, $1,785*. ‘55 Belvedere (8) 4-dr., 
$1,585*, $1,470*; Savoy (8) 4-dr., 2 at 
$1,270*. ‘54 Belvedere Hardtop, $890; 
Plaza 4-dr., $725, $600. ‘53 Cranbrook 
Belvedere, $510; 2-dr., $470. 
PONTIAC—'56 Star Chief (8) conv., §2,- 
500*. '55 Chieftain (8) Catalina, $1,735*. 
"54 Star Chief (8) 4-dr., $895* (ps). '51 
Silver Streak (8) sedan, $300*. 
WILLYS—'56 station wagon, $2,050. 
Jeep, $1,550. 
MISCELLANEOUS 
up, $1,970; GMC 
$1,825, $1,800. 


55 


’56 Willys %-ton pick- 
%-ton pickup, $1,925*, 
55 GMC %-ton pickup, 
$1,265*; International %-ton pickup, 
$950. '52 Dodge 2%-ton truck, $540. ‘49 
Chevrolet %-ton pickup, $360. '48 Dodge 
1-ton truck, $230. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of May 15.) 
(Sold 334 cars out of 469 offerings.) 
BUICK—’56 Century 4-dr., $2,715* (pg). 
55 RM 2-dr., $2,200* (ps); Century 2- 
dr., $2,100* (ps); .Super 2-dr., $2,040* 
(ps); Special 4-dr., $1,995*; 2-dr., $1,- 
960*, $1,410*. °54 Super conv., $1,710* 
(ps); 2-dr., $1,615* (ps). 
CADILLAC—’56 (62) conv., 
coupe de Ville, $4,375* (ps). °55 (62) 
coupe de Ville, $3,495* (ps); 4-dr., $3,- 
210* (ps), $3,155* (ps). '54 (62) coupe de 
Ville, $2,860* (ps). °53 (62) 4-dr., $1,- 
805* (ps), $1,500* (ps). 
CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,275*, $2,080*; 4-dr., $1,975*, $1,770. 
’55 Bel Air (8) conv., $2,030* (ps); Bel 
Air (6) conv., $1,760; Two-ten (6) 4-dr., 
$1,400*, $1,185; 2-dr., $1,270, $1,200, 
$1,100. '54 Bel Air conv., $1,315*, $1,- 
300*; Sport coupe, $1,195*; 4-dr., $990; 
2-dr., $965; Two-ten Handyman, $1,235; 
4-dr., $890, $845*. 
CHRYSLER "55 (300) sedan, $2,500* 
(ps); Windsor Newport, $1,940*, ’54 Im- 


$4,685* (ps); 


perial 4-dr., $1,635*, °53 Windsor 4-dr., 
$790*; 2-dr., $640*. °52 Saratoga 4-dr., 
$375*. 


DeSOTO—’55 Fire Dome (8) 4-dr., $1,725* 
(ps). ’54 Fire Dome (8) 4-dr., $990*. '53 
Fire Dome (8) 2-dr., $725*; Powermaster 
4-dr., $630*. °52 Fire Dome (8) 4-dr., 
$250*. 

DODGE—’54 Coronet Diplomat, §$1,140*. 
"53 Coronet conv., $685*. "52 Coronet 4- 
dr., $370*. ’51 Meadowbrook 4-dr., $230*. 

FORD—’56 Country Squire, $2,205*; Coun- 
try sedan, $2,050; Fairlane (8) Victoria, 
$1,995*; 4-dr., $1,945*; Main (8) Ranch 
Wagon, $1,750. ’55 Fairlane (8) Victoria, 
$1,925*, $1,675*, $1,500*; Main (8) 
Ranch Wagon, $1,280; Custom (8) 2-dr., 
$1,270; Main (6) 2-dr., $1,175. ’54 Crest 
(8) Victoria, $1,230*; Country sedan, 
$1,230, $1,225. 

HUDSON—’55 Hornet 4-dr., $1,595*, $1,- 
490*, $1,325, $1,295*; Rambler club 
coupe, $1,390*. ‘54 Hornet Hollywood, 
$900*. 

LINCOLN — ’'56 Premiere coupe, $3,535* 
(ps); Capri 4-dr., $3,300*. °55 Capri 4- 
dr., $2,565* (ps); conv., $2,495* (ps). 

MERCURY—’56 Montclair coupe, $2,530*, 
$2,250*, $2,125*, $1,900*; 2-dr., $2,015*. 
’55 Montclair conv., §2,125*; Monterey 
station wagon, $2,115*; 4-dr., $1,845*, 

(Continued on Page 42, Col. 1) 
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som 255 horsepower De Soto will pace 33 of America’s fastest race cars in the 

| 40th Annual Running of the famed speed classic at Indianapolis this Wednesday 
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. With De Soto president L. |. Woolson at the wheel, the 255 hp Fireflite Pace Car completes pre-race test run at Indianapolis Motor Speedway 
0* 

m- 

r., 

r., a 

- Most Powerful Pace Car in History 

53 

ms Let’s face it--if you’ve got a red hot performance story to ing roadability. And mister, it calls for power...the kind of 
*. tell (and De Soto’s got a sizzler), one of the best places in power that makes De Soto the most powerful car in the 
*. the world to get out front and show your stuff is at the medium price field and the most powerful pace car in 
in- ; , , : : : 

is, Indianapolis ‘‘500”’ Mile Race. Indianapolis Speedway history. 

5 The car that paces the “big one” at the brickyard has got And here’s an important point . . . the fact that makes this 
st to do a lot more than sit around and look beautiful. (Not one performance ee ard off for ae dealers. 
“a that a new De Soto isn’t real good at doing just that). . on 255 horsepower “6 that powers the pace car 
- : the same precision push-button control, are standard equip- 
od, Staying out in front of 33 of America’s fastest race cars is a ment in every De Soto Fireflite. It’s the car that De Soto 
- demanding chore... it calls for instant response and outstand- dealers demonstrate. It’s the car that De Soto dealers sell. 
0°, 

5°. 

oy 


Now, more than ever... !1 PAYS TO BE A DESOTO DEALER! 
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JACK—The Jeep-Jack, model SJ-11, is 
a 44-pound mechanical one-end bumper 
lift with a 1¥%-ton capacity. Lightweight 
and portable, the jack is equipped with 
wheels for easy positioning and complete 
maneuverability. The handle is fully ad- 
justable, while a built-in brake controls 
lowering. The jack has the following speci- 
fications: High lifting height, 29 inches; 
low lifting height, 7% inches; height of 
jock, 33 inches; width of saddle spread, 
4%, to 22%, inches, weight, 44 pounds, 
and capacity, 1% tons. Blackhawk Mfg. 
Co., 5325 W. Rogers St., Milwaukee 1, 
Wis. 

* iad * 


Floodlight Enclosed 
An aluminum enclosed floodlight 
for 750-1,000-watt lamps, has been 
announced by Steber Mfg. Co., 
Broadview, IIl. 





PANEL—The Style-Gard panel is said 
to slip snugly into place on either the 
1956 Constellation or Deluxe Fresh'nd- 
Aire air conditioners. Available as an ac- 
cessory, the plastic panel is said to 
complement the decor and keeps out 
drafts when unit is not in use. The unit 
covers all the automatic pushbutton con- 
trols and the rest of the face of the 
inside cabinet. Fresh'nd-Aire Co. Division, 
Cory Corp., 221 N. LaSalle, Chicago, lil. 

—~<— - oe 


Wet Chamois Offered 


A synthetic chamois, put up wet 
in an airtight plastic pouch, has 
been introduced by Sterling Novelty 
Products Co., 2701 N. Milwaukee, 
Chicago, Il. i 





FILTER—The Maxiflo filter is designed 
fo handle velocity flows and pressures 
without differential restriction in the 
lubricating systems of engines, it is 
claimed. The Maxiflo core is said to give 
structural support to the unit and to 
maintain the end seal against abnormal 
surge pressures and pulsating flow charac- 
teristics, encountered in the hydraulics of 
such oil systems. Engine Life Products 


Corp., El Monte, Calif. 
* * «* 


New Alarm System Uses 
Regular Phone Circuits 


Koiled Kords, 
Conn., 
equipment 


Inc., 


which, the 





Hamden | emptying of the vacuum tank. 


has acquired patents on/| 
company | 
says, will superimpose alarm and | 
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synchronization signals over exist- 
ing telephone circuits without in- 
terference with their regular use. 

The device consists of a trans- 
istorized, dry-cell, battery-powered 
signal transmitter which transmits 
a high-frequency signal over tele- 
phone circuits to the central office. 
There, special receiving and ampli- 
fying equipment transmits it to an 
answering service or police station. 


* + +. 


LUGGAGE RACK — The Coachcraft 
removable luggage rack is available in 
36, 42, 60 and 70-inch sizes. The rack is 
made of non-ferrous materials, and the 
closegrained hardwood is varnished, it is 
claimed. Models are available for any 
hardtop car. Coachcraft Sales Corp., Hol- 
lywood, Calif. 





RAM TOOL—Ram-O is a hand tool de- 
signed to free “frozen” zirc-type fittings 
on cars, trucks and tractors. The pocket- 
size tool is said to generate hydraulic 
Pressures up to 1,000 pounds per inch 
when the piston is tapped with a five- 
pound mechanic's hammer. The manu- 
facturer states that unless the bushing has 
been turned so as to completely block the 
opening, Ram-O will blow out all hard- 
ened grease, dirt or other foreign matter. 
The tool is precision built of steel, case- 
hardened and cadmium plated. Gaskins & 
Stockman, 2369 Mountain Ave., La 
Crescenta, Calif. 

= * * 


Rubber Floats Marketed 


Floats of hard unicellular rub- 
ber sponge, fabricated to cus- 
tomer specification, have been 
marketed by Rubber Products 
Division, Parker Appliance Co., 
17325 Euclid Ave., Cleveland 12, O. 


* * x 





VACUUM CLEANER ATTACHMENT — 
The Snorkel, a shoulder height tubing 
designed to keep the vacuum cleaner hose 
off the floor, can be attached to Choldun 
Power-Vac vacuum cleaner. It is said to 
provide all the advantages of an over- 
head vacuum with the additional con- 
venience of ground level position for easy 
The unit 
is designed for use in service stations, 
garages and auto laundries. Choldun 
Mfg. Corp., 331 East St., New Haven, 
Conn. 














UPHOLSTERY COVER—The Crest-Topper 
upholstery cover is said to “look, feel, 
wash and wear like linen." The washable 
covers carry a 12-month written guarantee 
against fading, shrinkage, stretching, wrin- 
kling or wearout. Offered in a variety of 
pastel and primary shades to color-key 
with any automobile exterior, the covers 
are said to leave no lint fuzz on clothes, 
resist soiling, grease, mildew, and dry 
quickly without ironing. Larkin-Crest Co., 
5735 Cass Ave., Detroit 2, Mich. 





REFRIGERATOR—A patented “under the 
dash" mechanical refrigerator, 100 per- 
cent aluminum, for automobiles has been 
marketed. The refrigeration mechanism 
utilizes vacuum pressure similar to wind- 
shield wipers, it is claim. Gasoline from 
the fuel tank is used as the refrigerant, 
then returned to the carburetor. The unit 
holds a dozen soft drink bottles. B & M 
Corp., Houma, La. 


= * = 





POLISH SERVICER — Designed for 
polishing businesses, the Shure “‘Appear- 
ance Servicer" is said to provide ample 
room on the inside for electric polishers, 
flox gun, polishing bonnets, brushes, 
cloths, polish and other supplies required 
for fast and thorough cleanup and polish- 
ing jobs. Constructed of heavy gauge 
steel and finished in white baked enamel, 
the unit features a non-skid top that 
serves as a safe standing platform. Shure 
Mfg. Corp., 1601 S. Hanley Rd., St. Louis, 
Mo. 





TRANSMISSION KiTS—Master overhaul 
kits for automatic transmissions are now 
available. Packaged in a distinctive two- 
color display carton, the kits contain fric- 
tion discs, spacer plates, gaskets, front and 
rear clutch piston seals and expanders, 
reverse clutch piston seal, fron’ oil pump 
seal, and rear bearing oil seal. Raybestos 
Division, Raybestos-Manhattan, Inc., Bridge- 


port, Conn, 
* 


Plastic-Reinforced Windows 
Cut Ultraviolet Rays 


A new kind of window—made 
of plastic-reinforced glass fibers 
and special ingredients said to 
filter sunlight — has been 
developed for buildings in which 


EW PRODUCTS 


harmed by ultraviolet light. 

The panes are said to be almost 
unbreakable and _ resistant to 
chemicals, smoke and smog. They 
were developed by the Reinforced 
Plastic Division, Firestone Tire 
& Rubber Co., 1200 Firestone 
Pkwy., Akron 17, O. 


> * * 


| are stored materials that can be 
| 





cars are being offered to Cracker Box 
| Derby contestants by Neilson Wheel Co., 
| 1603 N. 27th St., Milwaukee 8, Wis. Each 
| kit contains design and instruction sheets, 
four Neilson wheels, mounting brackets 


and other necessary ports for racers. 
| * > * 


UNIVERSAL JOINT TOOL—The Holmes 
Universal Joint tool, UJ-18, is designed to 
simplify and speed up the disassembly and 
assembly of joints in need of repair or 
lubrication, it is claimed. With it, a 
mechanic can easily remove the retaining 
rings and quickly force out the bearings, 
without the use of a hammer and drift 
to drive the bearings out, it is said. The 
Holmes tool is shown attached to assembly 





removing bearings from propeller shaft 
yoke. Ernest Holmes Co., Chattanooga, 
Tenn. 


MERCHANDISER — A gas, oil fuel line 
stocking cabinet, designed to provide a 
Practical stocking plan for wholesalers 
and distributors, has been announced by 
Weatherhead Co. Automotive Distributor 
Division, Fort Wayne, Ind. 

Known as H-2, the all-steel cabinet, 
41% inches wide, 17% inches deep and 
274%, inches high, is said to hold 54 
Weatherhead fuel and oil hose lines. It 
has 16 storage drawers complete with 
plastic labels. Twelve drawers have four 
partitions each; three drawers have two 
partitions. The legs are removable and 
the cabinet can be converted to an under 


or on-counter unit. 
* 7 * 


(gine ne 





HELPER SPRING—The Moog PH over- 
load helper spring is said to compensate 
for the light rear springs used on late 
model cars and station wagons. The over- 

| load adds approximately 1,200 pounds 
extra capacity, improves rear end stability 
| and restores proper height to weak rear 


RACER KIT — Ready-to-assemble racer | 


i 








| 





| Kalamazoo, Mich. 
* 





IMPACT WRENCH — Designed Primarily 
for the automotive market, the Thor G2w 
air-operated impact wrench is said to 
be applicable to removal and installation 


of cylinder heads, manifolds, springs 
and other types of basic operations in 
garages. Only 6% inches in overall 


length, the tool has a capacity of bolt 
diameters up to ‘-inch and a 1-inch 
spindle square drive. It operates on a 
standard air pressure of 90 pounds and 
average air consumption is three cubic 
feet per minute, it is claimed. The impact 
mechanism runs at rotor speed and 
delivers a blow for each revolution of the 
rotor, approximately 1,300 blows per 


minute. Thor Power Tool Co., Aurora, Ill. 
* + * 





ARMATURE LATHE — The Alien ‘‘Arm- 
tru"’ armature lathe and mica undercutter 
is designed to handle armatures up to 
3% inches in diameter by 12% inches 
in length, it is claimed. It provides 2 
inches tool carriage travel, and a large 
hand wheel for accurate turning and 
undercutting. The unit also provides micro 
screw control of cut depth, and the saw 
automatically raises on return stroke, it 
is said. Allen Electric & Equipment Co., 


* * 





CAR DESK — A portable desk for use 
in the car, the Car SecreTray is designed 
to provide a level or tilted writing surface 
large enough to accommodate portfolios 
or notebooks. The unit is made of light- 
weight masonite, with a 12 by 19-inch 
surface, and a folding steel base thot 
anchors under the back of either the 
front or rear seat, it is claimed. Artistic 
Wirecraft Mfg. Co., 1409 Kansas Ave., 


Kansas City, Mo. 
= =. 


WINDSHIELD TOWEL — Said to elimi- 
nate the source of scum, Klere-Vue wind- 
shield wipers are towels designed solely 
for use on windshields. Rinsed separately 
from towels used with oil, Klere-Vue 
towels are treated to make them more 
absorbent, it is claimed. Available in a 
standard size of 18 by 18, the towels 
are manufactured from Texel tested wip- 
ing cloth, which is said to be lint-free 
and firmly bound about the edges. Indus- 


springs, it is claimed. Moog Industries, | trial Wiping Cloth Co., Inc., 29-28 Forty- 


| Inc., 6567 Wells Ave., St. Louis 14, Mo. 


first Ave., Long Island City 1, N. Y. 
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In Philadelphia, buying begins at home 
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“ | The Bulletin goes home...delivers more copies 


that 
the 
istic 


@ to more people every seven days in 


Greater Philadelphia than any other newspaper 


Practically all buying in Greater Philadelphia begins at home with the entire family in 
on the decision. And the family newspaper is The Evening* and Sunday** Bulletin. 


The Bulletin packs selling power throughout a market noted for its buying power. 
Philadelphians like The Bulletin. They buy it, read it, trust it and respond to the 
advertising in it. The Bulletin is Philadelphia’s home newspaper. 


* Largest evening newspaper in America **R.O.P. editorial and advertising color 





imi- ADVERTISING OFFICES: Philadelphia, 30th and Market Streets + New York, 342 Madison Avenue 
= Chicago, 520 N. Michigan Avenue * REPRESENTATIVES: Sawyer Ferguson Walker Company in Detroit 
rely Atlanta - Los Angeles + San Francisco 
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In Philadelphia nearly everybody reads The Bulletin 
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Auto Personnel 


Wyn McCoy, formerly district | office of the metals division at East 
manager, industrial division of | Alton, Ill, and his assignment will 
Timken Roller Bearing Co.’s Chi-| include the midwestern states. 
cago territory, has been promoted * * & 


to sales promotion manager, indus- ' 
trial division, at Canton, O. Three Elected to Board 


McCoy joined Timken in 1940. He Of Flannery Mfg. Co. 
had been a district manager since Three men have been elected to 
1952. the board of directors of Flannery 
7a. oe |Mfg. Co., Bridgeville, Pa., accord- 
Greenhill Retires ing to W. T. Kilborn, president. 
F. Cyril Greenhill, board chair- They are A. Douglas Hannah, 
man, has retired after 42 years |treasurer, J. H. Hillman & Sons 
with Acklin Stamping Co., Toledo. |C9°., Pittsburgh; Blaine F. Fairless, 
He will continue as a director of | Sales manager, Steel City Electric 
Tecumseh Products Co., parent |Co. Pittsburgh, and Herbert J. 
firm of Acklin. Watt, president, Canton Co., Balti- 
* 


* * | more. 
* * 


Mathieson Appoints * 
Jaeger and Stover Merit Mufflers Picks 


Ulric R. Jaeger and Kenneth Lynch for Sales Post 
Stover have been named sales engi-| Edward J. Lynch has been as- 





Becherer Moves Into New Building— neers for roll bond department, | Signed as a special sales promotion 
Becherer Buick, Inc., Monrovia, Calif., has opened what is said to be one of the| metals division, Olin Mathieson | representative for Merit Mufflers in 
most modern dealerships on the West Coast. The roof of the 75,000-square-foot | tine 
dealership is being utilized as a display area for new models and a lounge for| Jaeger will cover the New Eng- tributors and accessory stores. 
Ollie Becherer, left, company president, shows off the new facilities to| land and Middle Atlantic states.| Lynch will work with Ben Lasky, 
Russell K. Kendall, Buick Southern California zone manager. | Stover will be located in the home’ district manager in Maryland, 


Chemical Corp. the northeast. He will contact dis- 
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Everybody in business likes to hear the cash register ring. And scarcely any music 
out-charms the rustle of the high green notes. 


You can make music with your cash register by advertising, displaying, and 
featuring brands that have made a name for themselves. Why? Because people 
accept manufacturers’ brand names as they do well-loved tunes. Play brands fortis- 
simo and you draw crowds. Crowds mean business. Music to your ears, money 
in your pocket. 
FREE! SEND FOR YOUR COPY... How to Make the Brand Idea Work for You— ' 
Gives you a cross-country look at the best brand promotion by retailers in all fields. Shows you 


quickly the benefits of brand name retailing, and how to qualify as a Brand Name Retailer of 
the Year. 


BRAND NAMES FOUNDATION 


INCORPORATED 
A non-profit educational foundation 


437 FIFTH AVENUE, NEW YORK 16, NEW YORK 





—. 


Washington, New York, New Jer. 

sey and eastern Pennsylvania, and 

with Joe Berdan, district manager 

in Pennsylvania and New Engiand, 
* * * 


C of C Elects Thompson 


Glenn W. Thompson, of Colum. 
bus, Ind., president of Arvin Indus. 
tries, Inc., has been elected presi- 
dent of the Indiana Chamber of 
Commerce. He succeeds E. B. New. 
ill, of Indianapolis, general mapn- 
ager of the Allison division of Gen. 
eral Motors. 

* ba * 


Chrysler Export Designates 


Wilson as Parts Manager 


John E. Wilson has been ap- 
pointed parts manager of Chrysler 
Corp.’s export division. He for- 
merly was supervisor of parts sales, 

* * * 


Reynolds Names McLennan 


To Auto Marketing Post 


Alex B. McLennan has been ap- 
pointed automo- 
tive marketing 
manager, Rey- 
nolds Aluminum 
Fabricating Serv- 
ice. His office will 
be at 200 S. Ninth, 
Louisville. 

Born in Paris, 
McLennan, %, 
was graduated 
from Amherst 
College. He joined 

A. B. McLennan Reynolds’ indus- 
trial parts division in 1952 as a 
salesman. 








* * * 


Fowles Takes U. S. Post 


George A. Fowles, sales manager 
of plastic materials, B. F. Goodrich 
Chemical Co.* Cleveland, has ac- 
cepted a Commerce Department 
assignment as director of the chem- 
ical and rubber division, Business 
and Defense Services Administra- 
tion. Robert F. Dettlebach will han- 
dle Fowles’ duties at Goodrich 
while he serves with the Govern- 
ment. 





American Motors Ups Paxton 


To Administrative Assistant 


H. G. Paxton has been promoted 
to administrative assistant to Roy 
Abernethy, distribution and mar- 
keting vice-presi- 
dent, American 
Motors Corp. For- 
merly Nash exec- 
|}utive assistant, 
Paxton will be re- 
sponsible for co- 
| ordinating admin- 
| istrative functions 
| of the AMC auto- 
motive division. 

A 22-year vet- 
| eran of the auto- me 

motive indusfry, H. G. Paxton 

| Paxton joined Nash in 1945 as busi- 
ness management manager of the 
| Cleveland zone. He previously had 
| served in the field organization of 
another auto firm from 1934 to 1944 
and then became a partner in deal- 
ership in Tiffin, O. 








a 


Buick Appoints Klock 


Walter C. Klock has been named 
Buick assistant zone manager in 
the Portland (Ore.) area. He re- 
places C. F. Thielman jr., who has 
been transferred to the same posi- 
tion in Los Angeles. 

x * * 


| Tipton Named Vice-President 


Of Cibraltar Insurance Co. 


Max E. Tipton has been elected 
vice-president of Gibraltar Mu- 
tual Insurance 
Co., Philadelphia. 
In his new posi- 
tion, Tipton will 
be in charge of 
sales develop- 
ment. 

Tipton resigned 
as president of 
Dackery Motor 
Co. (Ford) East- 
on, Pa., to assume 
his new post. Tip- 

M. E. Tipton ton also is a di- 
rector of the Northampton (Pa.) 


County Automobile Dealers Assn. 
* Fs ok 





Mercury’s Lewis Retires 


Joseph G. Lewis, Mercury execu- 
tive assistant-dealer relations, has 
retired after 34 years with Ford 
Motor Co. He will make his home 
in Florida. Prior to joining Mercury 
last September in Detroit, Lewis 
was a sales executive in the east 
for Ford. 
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News to Note... 
FEET, ae aesboniasanens 


Auto World in Brief 


NEWTON, Mass. — Kent Mfg. 
Corp., maker of electrical devices 


used in the auto industry, has 
opened a new plant here. 
x * * 


Fire-Prevention Group 
To Mark 60th Year 


BOSTON. — Sixty years of fight-| 
ing fires with engineering and pub-| 
lic education will be marked when | 
the National Fire Protection Assn. 
holds its annual meeting here June| 
4-8. | 

All aspects of fire prevention and |} 
fire protection will be treated by 33 
speakers in a series of 12 sessions. 
American Airlines Files 
New Airfreight Tariff 

WASHINGTON. — American Air- 
lines has filed a tariff with the Civil 
Aeronautics Board for deferred air- 
freight, a new low-rate service 
scheduled to operate between key 
cities. 

Proposed last September, the 
service has been delayed until the 
minimum airfreight rate order was 
amended by the board. This permits 
deferred airfreight tariffs to be 
filed at a rate level which is 55 per- 
cent of present minimum rates on 
eastbound shipments and 65 per- 
cent westbound. 

Primary condition governing the 
service is that transcontinental 
shipments generally will not be re- 
leased to the consignee until the 
fourth day following shipment. 

* * * 


Exposition Extended 


ST. LOUIS. — The 11th annual 
Protective Packaging and Mate- 
rials Handling Exposition here 
next October will be held for four 
days, Oct. 21-24, instead of three, 
as originally planned. 

= : * 


Withrow Die Casting 


To Move to New Plant 


LOS ANGELES.—Early in June, 
Withrow Die Casting Co. will move 
to new quarters at 13164 Leadwell 
St.. North Hollywood. 

The single-story structure will 
have 18,000 square feet of space. 
The plant will be equipped with 
high-pressure die-casting machin- 
ery. 

* * * 
Hunter Engineering Starts 


Wheel-Service Clinics 


ST. LOUIS.—Hunter Engineer- 
ing Co. has started a field dem- 
onstration program on wheel bal- 
ancing and aligning. 

Sales meetings and clinics for 
jobbers will be conducted by Wal- 
ter Gerding. 

* * * 
Paste-Alloy Production 
To Climb, Fusion Says 


EAST CLEVELAND, O. — Pro- 
duction of paste solders and braz- 
ing alloys is expected to climb 35) 
percent in its new plant, according | 
to Fusion Engineering. 

Harold R. Williams, founder of 
the company, said the greater pro-| 
duction facilities should enable the| 
development of new paste alloys| 
beyond the present 150 types now | 


produced. 
= * * 


AP Parts Completes 


Expansion Program 


TOLEDO. — Completion of new | 
manufacturing and storage facili- | 
ties in expectation of a _ record-| 
breaking 1956 has been announced | 
by AP Parts Corp. here. 

T. O. Ulmer, ‘sales, vice-president, 
said: “We have added another tube 
mill to our tail pipe production 
plant here and have completed an 
additional oval muffler line in our 
expanded Grand Haven (Mich.) 
plant.” 

* * 7” 


Cross Faces 4 Charges 


Involving Bad Checks 


BEL AIR, Md.—Used-Car Dealer 
William E. Cross, owner of Bel Air 
Auto Sales Co., faces four charges 
involving bad checks given in pay- 
ment for automobiles, according to 
Sheriff Raymond A. Fulker. 





One of the complainants is Wil- 
mer G. Schlipper, West End Motor 





Co. (DeSoto-Plymouth), Baltimore. 
written by Cross have been turned 
down by banks for lack of funds, 


said Fulker. 


* * * 


| New American Brass Plant 


To Produce by Year’s End 


LOS ANGELES. — Production 
of copper and copper alloys will 
commence by the last quarter of 
56 in American Brass Co.’s $15,- 
000,000 brass mill here, according 
to C. Russell Epley, general man- 
ager. 

Epley said construction of the 
new mill was proceeding on 


| ing the word “explosives” 
| ous 
Checks totalling more than $7,000) 
| nounced. 





| 


ing equipment will commence ar- | 
riving in mid-summer. 
x + a 
Explosive Warning 

OTTAWA. — All motor vehicles | 
carrying more than 50 pounds of | 
explosives must carry placarded| 
signs on front, rear and sides bear- 
in lumin- | 
letters six inches high, the) 
Canadian Government has an-| 


* * * 


Managers Elect Miller 
PORTLAND, Ore.—Elected presi- 


| dent of Portland Automotive Sales 


| outh), 


schedule, “It should be at capac- | 


ity operation by April, 1957,” he 
said. The 45-acre site is situated 
in the Paramount district, east of 
Garfield Ave. and north of Comp- 
ton Blvd. Epley said manufactur- 





Managers Assn. is Donald Miller, 
Alexander Motors (DeSoto - Plym-| 
He succeeds Charles Went- 
worth jr. New vice-president is 
Robert Meyers, Braley & Graham} 
(Buick), and the new secretary-| 
treasurer is’ John Nussbaumer, | 
Wolfard Motors (Ford). 


* * * 


Dealer, Police Chief Sued 


In Car Ownership Fight 


OKLAHOMA CITY. — Patterson- 
McCarty Automobile Co. has filed 
suit against Oklahoma City Police 
Chief Roy Bergman and Mike Mc- 
Carthy Motor Co. (Lincoln), Hunt- 





In 1907, one inventor 
headlights that would turn in the 
same direction as the front 
wheels. 





ington Park, Calif., 
over a 1956 Lincoln. 


Patterson-McCarty contended 


| 





| Inc., 


4 


later reported the car stolen, but 
Patterson-McCarty insists Dumont 
was only behind in his payments. 

The Oklahoma City firm seeks a 
ruling giving it clear title and an 
order requiring Bergman to store 
the car until ownership is estab- 
lished. 


* * * 


Fleet Deals to Archway 


BALTIMORE. — Archway Ford, 
is delivering 291 new cars to 
the State Health Department and 
19 new trucks to the City of Balti- 
more, according to George J. 
Kenny, Archway truck and fleet 


| sales manager. 


devised |plant in Fayetteville, 


| Marusi, 


* * * 
Borden to Expand 


NEW YORK.—Plans to build a 
formaldehyde and synthetic resin 
N. C., have 
Augustine R. 
president of the chemical 


been announced by 


| division of Borden Co. 


in a dispute | 


it} Walker Chevrolet: Co., 
bought the car from an Edward M.| South Charleston, 


* * * 


Rhodes-Walker Rebuilds 


CHARLESTON, W. Va.—Rhodes- 
in nearby 
has half-com- 


Dumont who, they said, had a good | pleted a new $225,000 building to 


Missouri title with no mortgages or | replace the 


encumbrances. The California firm 


one destroyed by fire 
last October. 


the Kentucky Derby parking lot would look like this! 


They’re off and running with Rochester! 
Nearly half the new cars on the road today 
are. **fed’’? by Rochester Carburetors. These 
modern mixers are specially designed 

to supply the proper needs of gas and air 

for today’s high-powered, high-compression 
engines. Rochester Carburetors are 

rugged .. . shrug off extreme heat or cold! 
They’re responsive . . . assure top performance 
in every driving situation. And you’ll find 
them on the world’s finest engines. 

Rochester Carburetors are standard equipment 
on the new Cadillac, Buick, Oldsmobile, 
Pontiac and Chevrolet. 






CARBURETORS BY 


ROCHESTER 
PRODUCTS 
OIVISION OF 
GENERAL MOTORS 
CORPORATION 


ROCHESTER N.Y. 


ESTER 
ODUCT 


Peat 


= 


eee 


a 





42 AUTOMOTIVE NEWS, MAY 28, 1956 





Used-Car Auction Prices 





$1,795*. °54 Monterey coupe, $1,590*, 
$1,445*, $1,400*, $1,335". 

NASH '56 Rambler 4-dr., $1,450. ‘55 
Rambler station wagon, $1,360. '54 Am- 
bassador club coupe, $1,400*; 4-dr., $1,- 
325*. °53 Statesman 4-dr., $600*, $485*; 
Rambler club coupe, $785. '52 Statesman 
4-dr., $380, $375; Rambler club coupe, 
$240. 

OLDSMOBILE—-’56 (88) Holiday, $2,495. 
"55 (98) conv., $2,545* (ps), $2,370* 
(ps); Holiday, $2,335* (ps); (88) Holi- 
day, $2,160*, $1,900*; 4-dr., 2,025*, 
$1,780*. °54 (98) conv., $1,900* (ps) 

PACKARD—’54 Patrician sedan, $1,105". 
’53 Clipper 4-dr., $730* (ps), $650*. °52 
(300) 4-dr., $490*, $385*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
555*; Savoy (8) 4-dr., $1,290. ’54 Belve- 
dere conv., $1,195*; 4-dr., $940*, $850; 


4-dr., $525; Cambridge 4-dr., $485; 
coupe, $440 

PONTIAC ’56 Star Chief (8) Catalina, 
$2,680*, $2,590*. °55 Star Chief (8) 
conv., $2,035* (ps); Catalina, $1,995", 
$1,830*; Chieftain (8) Catalina, $1,755* 
(ps), $1,750*; 2-dr., $1,490*. °54 Chief- 


: . . ‘ x ‘ ° 

Awards Bowling Trophy— tain (S) Catalina, $1,425*, $1,380°. 
9 P y STUDEBAKER 54 Commander 4-dr., 

Harry Monroe jr., lett, president, Auto- | _$700*. ’53 Commander 4-dr., $400*. 


. : . WILLYS—’53 Aero 2-dr., $340. 
motive Trade Assn.-National Capital Area, MISCELLANEOUS—’52 Jaguar, $755. 


presents the ATANCA bowling trophy to | 
Ed Wolfe, Lustine-Nicholson Chevrolet DYER, IND. 
Co. Wolfe's team finished on top of the | 
association's 32-team league. 





(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of May 11.) 


More Profi 














Thal ON EVERY 


ny M 


eer REPAIR JOB 


s == © > =* 
“oe 





LABOR CHARGES Use the 3-in-1 
in hours and tenths, au- DeLuxe Auto 


tomatically figured at 

your scale per hour. 

Covers repairs for all PARTS and LABOR 
PARTS PRICES MANUAL 

kc aeeet | YEAR'S SERVICE, JUST $16.50 


cars. Prevents errors. 





alphabetically; and mod- For speed and accuracy in your estimating 
els back through 1949— and billing and a profit on collision, chas- 
hard tops, convertibles, sis, mechanical, trim, glass or body re- 
station wagons included. pairs, order the DeLuxe P & L Manual 
at $16.50 or the Standard P & L Manual 
ILLUSTRATIONS . (which omits the Illustrations) at $12.50. 
of 1954-56 bodies—with Both editions contain the latest figures 
assembly views of front and the year’s service assures you of up- 
and rear suspensions, to-the-minute revisions. 52,000 users rely 
grilles, power steering, on this authority for exact quotations. 
front bumper. Your satisfaction is guaranteed. 


The Official RED BOOK 
USED CAR APPRAISALS — $7 YEAR 


Lists all cars back since 1947 and trucks through 
114 ton capacity since 1949. Revised edition every 
six weeks includes finance or cash values; average 
“as is” or wholesale values; realistic average retail 
values and all ‘other important data—for your area. 


A powerful, profitable sales tool—and recognized as 
the nation’s used car authority for 45 years. Mail 
your subscription now. 


NATIONAL MARKET REPORTS, INC. 
900 S. Wabash Avenue, Chicago 5, Ill. 


Specializing in automotive publications since 1911 













NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, ill. 


Please enter our order for 1-year’s service indicated below, subject to your 
30-day free-trial guarantee. 


O) DeLuxe Edition of P & L Manual combined with “Illustrations” $16.50 
{3 National Auto Parts & Labor Manual—Standard. Edition............. .$12.50 
0) Red Book Official Used Car Appraisal Guide...............:.cccccsecceeee $ 7.00. 
eS OI RN Macs csnasacinivcxacoscbsvonsesendnibvonaesavessesinendson $ 9.50 
11 Automotive Service Digest, one yeat............csccccccsesccsssssseesescsscescess $ 3.00 
O Check enclosed. [J We'll pay postman on delivery (plus charges) 
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Plaza Suburban, $1,015. °53 Cranbrook | 








(Continued from Page 36) 


(Market about steady with last week. 
Sold 162 cars out of 231 offerings.) 
BUICK—'56 Century Riviera, $2,690* (ps). 

"55 Super Riviera, $2,175* (ps). "54 Spe- 

cial 4-dr., $1,360* '52 Special 2-dr., 

$555. '50 Special 2-dr., S280. S255, Siw 
CADILLAC—'56 (62) conv., $4,535* (ps); 

coupe, $4,225* (ps). ‘54 (62) coupe de 

Ville, $3,140* (ps); conv., S83,000* (ps) 

"53 (60) Special 4-dr., $1,795* (ps). °52 

(62) 4-dr., $895 
CHEVROLET 56 Bel Air (6) 4-dr., $2,- 





160* (ps); One-fifty (6) 4-dr., $1,650 
'55 Bel Air (8) 2-dr., $1,470*; Bel Air 
(6) 4-dr., $1,005: Two-ten (6) 2-dr., 
$1,140, $1,130, $1,125. '54 Bel Air conv., 
$1,390*; Two-ten 2-dr.,. SSSO*, ‘53 Bel 


Air 4-dr., $805*, $570; Sport coupe, $850; 

Two-ten 4-dr., $710, $690, $680, $640", 

| $640. '52 SL Deluxe 4-dr., 2 at §$550*. 
‘51 FL Deluxe 2-dr., $300*, $255 

CHRYSLER—'55 Windsor sedan, S$2,125* 
(ps) 

DeSOTO -'55 Coronado 4-dr., $1,940* (ps) 
'51 Sportsman, $325 

DODGE 54 Meadowbrook 4-dr., $835 
'53 Meadowbrook 4-dr., $385 50 Mead- 
owbrook 4-dr., $125 

FORD 56 Fairlane (S) Victoria, $2,150 


t-dr §$2,.045*; Country sedan, $1,975 
'55 Thunderbird, $2.695*; Fairlane (S) 
Crown Victoria, §$1,885* (ps); Victoria, 
| §1,770*, $1,650*, $1,510; 2-dr., $1,455*, 
$1,350*: conv., $1,.710* (ps); Custom (8S) 


| 2-dr., 81,275. '54 Custom (S) 4-dr., $925 
53 Custom (8) 4-dr., $740, S660 

HUDSON —'52 Wasp 2-dr., $280. '51 Pace- 
maker conv., $200* 

LINCOLN 54 Cosmopolitan coupe, $1, 
645* (ps) 53 Cosmopolitan 4-dr., §$1,- 
055* (ps). °49 4-dr., $150*. 

MERCURY—’'56 Monterey station wagon, 
$2,610*. "54 Monterey 4-dr., $1,250* (ps), 





$1,155*. "52 coupe, $S00*. °51 2-dr., $380", 
2 at S290*. "50 2-dr., $155 

NASH ‘56 Rambler 4-dr., $1,715* "DS 
Rambler Cross Country, $1,435*. ‘54 


Statesman 2-dr., $1,095*, SS95. °f States- 
man Country club, $645*. ‘52 Statesman 
4-dr., $375*. °51 Statesman 2-dr., $155 

OLDSMOBILE "56 (88) Super Holiday, 
$2,705* (ps); 4-dr., $2,590* (ps); De- 
luxe 2-dr., $2,185*. °54 (SS) Super conv., 
$1,840* (ps); 2-dr., $1,100 "53 (RS) 
conv., $1,160*; 4-dr., $1,050*. "52 (S8) 
4-dr., $725°*. 

PLYMOUTH ‘54 Belvedere 4-dr., S990 
(ps). "52 Cambridge Suburban, $535. ‘51 
Cambridge 4-dr., $225, $165; Cranbrook 
2-dr., $210: conv., $145. ‘49 Cambridge 
2-dr., $155; club coupe ‘early model), 








$225 
PONTIAC—'55 Chieftain (8) 4-dr $1.- 
525* 54 Star Chief (S) Catalina, 81.275 


tps); 4-dr., $1,150*; Chieftain (Ss) 4-dr., 
$980*. °53 Chieftain () Catalina, $895*. 

STU DEBAKER—'55 President 4-dr $1,- 
325° ‘54 Champion 2-dr.. $760 52 
Champion 2-dr., $550, $240* ‘51 Com- 
mander 4-dr., Champion 4-dr., 
$180 

WILLYS —'53 Aero 2-dr., $375 

MISCELLANEOUS 54 Chevrolet '.-ton 


cab, S755. '48 Dodge *%-ton pickup, $225 


GRAND RAPIDS, MICH. 


(Grand Rapids Auto Auction. Sale every 

Tuesday. Prices are for sale of May 15.) 
(Market soft in spots, Bidding active 
with very good sales percentage. Sold 
100 cars out of 133 offerings.) 

BUICK 55 Super Riviera, $2,100 (ps), 
$1.975* (ps), S1,930* (ps); Special 4-dr., 
$2,050 Century station wagon, $1,920". 
'54 Super Riviera, $1.430*, $1,380* (ps 
"53 Super Riviera, S8900*; Special 4-dr., 
$840*, S755 ‘52 Super Riviera S690 
(ps) ‘D1 Super club coupe, $475 "SO 
Super Riviera, $365, $285 

CADILLAC -'55 (62) 4-dr., S$3,125* (ps) 
"D1 (62) coupe, $1,005 

CHEVROLET —'56 Bel Air (S) 4-dr $2.- 
100°: Two-ten (8) 2-dr., §1,775 "Dd Bel 
Air (8) club coupe, $1,600*, $1,520; sta 
tion wagon, $1,580; Two-ten (8) Delray 
coupe, $1,490 2-dr., $1,100; Bel Air (6) 











club coupe, $1,475 "54 sel Air club 
coupe, $1,225*; Sport coupe, $1,175*. °53 
Bel Air 2-dr $800; 4-dr.. $725, S$6S5; 
One-fifty 4-dr.. $575. ‘52 SL Deluxe 4 
dr $450, $355 '51 SL Deluxe 4-dr., 
$380. '50 SL Deluxe Bel Air, $215*; 2-dr., 
$150* 

DeSOTO—'53 Fire Dome (8) club coupe, 

} $S25* 


DODGE—'55 Coronet (S) 4-dr., $1,510. ‘54 
Meadowbrook club coupe, $600. 53 Coro- 
net club coupe, $785, $535. '52 Wayfarer 
club coupe, $260; Business coupe, $115. 

FORD ‘56 Custom (8) 4-dr., $1,800*. °55 
Country sedan, $1,625; Fairlane (8) 2- 
dr., $1,470; 4-dr., $1,275. '54 Crest (8) 
Victoria, $1,275*, $1,225*, $1,195*; Main 
(8) Ranch Wagon, $1,050; Custom (8)/| 
2-dr., $955, $915*, $825; 4-dr., $825. °53) 
Custom (6) 4-dr., $710, $630; Custom | 
(8) 2-dr., $700, $655*; 4-dr., $700*, $690. | 
’52 Custom (8) 4-dr., $500. "51 Custom | 
(8) 4-dr., $355. 

HUDSON—’52 4-dr., $225. | 

MERCURY —- '56 Monterey Hardtop, $2,- | 
470*. °54 Monterey club coupe, $1,090*. | 
"52 club coupe, $630*; 4-dr., $495*. | 

NASH—’55 Rambler Cross Country, $1,-| 
450*. °53 Rambler station wagon, $625. 
’51 Rambler station wagon, $160. 

OLDSMOBILE — ‘55 (S8) Super Holiday, 
$2,080*; Deluxe 4-dr.. $1,995* (ps). ‘54 
(98) Holiday, $1,S800* (ps); (88) club 
coupe, $1,620*; 4-dr., $1,515*, $1,505*. | 
"53 (S88) Holiday, $1,100; 2-dr., $945%*, 
$855*. '52 (88) 2-dr., $670, $635. ’51 (88) 
Super 4-dr., $420*; (98) 4-dr., $360*. | 

PACKARD—’51 (300) 4-dr., $525* (ps). 

PLYMOUTH—’54 Belvedere 4-dr., $890*; | 
Savoy club coupe, $885; 4-dr., $715. °53) 
Cranbrook Suburban, $800; 4-dr., $625. 
’52 Cranbrook club coupe, $290. 

PONTIAC—’55 Star Chief (8) conv., $1,-| 
840*; 4-dr., $1,715* (ps). ’54 Star Chief | 
(8) 4-dr., $1,/265*; Catalina, $1,225*; | 
Chieftain (8) 4-dr., $1,020*; 2-dr., $945*. | 
’53 Chieftain (8) Catalina, $815*, $805", | 
$790*; 2-dr., $700*; 4-dr., $685. ‘52; 

Chieftain (8) 4-dr., $490*, $455*; club} 

coupe, $455*. ’51 Silver Streak (8) 4-dr., 

$325. 

TUDEBAKER—’53 Champion club coupe, 

$590. '52 Commander conv., $385. 


| 
| 
LITTLETON, COLO. | 
| 
| 


RD 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of May 11.) 


/ (Market active on all clean cars.) 
BU 


ICK—'56 Century’ Riviera, $2,680*; Spe- | 
cial Riviera, $2,475*; 4-dr., $2,445*. '55| 





Super Riviera, $2,135* (ps), $2,095* Chieftain (S) Catalina, $1,720*. ’54 Chieg. 
(ps); Special 4-dr., $1,580*. °50 Super tain (6) 2-dr., $625. °'53 Chieftai (8) 


4-dr., $215*, $160*; Special 2-dr., $135*. Catalina, $950*; 4-dr., $650*. °50 Silver 
| ’49 Super conv., $205. Streak (6) 4-dr., $165*. '49 Silver Strea, 
| CADILLAC—’55 (62) 4-dr., $3,100* (ps). (8) 4-dr., $185*. 

‘48 (60) Special 4-dr., $280*. STUDEBAKER ‘53 Commander Sport 


| CHEVROLET—'56 Bel Air (8) Sport coupe, coupe, $705. 
| $2,300*, $2,245"; Sport sedan, $2,175*, WILLYS—'50 station wagon, $270. 
$2,170* (ps); 4-dr., $2,105*; Two-ten MISCELLANEOUS—'56 GMC 1%%-ton pick. 


(8) station wagon, $2,275*; 4-dr., $§2,- up, $1,500. "54 Ford *;-ton pickup, $729 
050*; 2-dr., $2,015* (ps), $1,900* (ps); ‘49 International 1-ton truck, $20 "48 
Two-ten (6) 4-dr., 81,785. '55 Bel Air +S) International '.-ton panel, $145; odge 


Sport coupe, $1,825* (ps); Bel Air (6) 1-ton pickup, $180 
station wagon, $1,625; Sport coupe, S1,- 


170*; Two-ten (6) station wagon, §1.645; T . = 
‘Two-ten (8) 2-dr.. $1,280*. "53 Bel i VALDOSTA, GA. 





Air 
2-dr., $S00 ‘Tom Hewitt Auto Auction. Sales every 
DesSOTO 51 Custom 4-dr., $315*,. ‘50 4- Thursday and Friday. Prices are for sales 
dr., S180 of May 17-18.) 
DODGE 56 Royal (8) 4-dr., $2,370*. '55 (Weather very warm. We had a cood 
Royal (S) 4-dr., $1,640*, '51 2-dr., $180, sale this week as buying and selling were 
FORD.~'56 Fairlane (8) Crown Victoria, Yery strong.) 
$2.480* (ps); Country sedan $2,340: BUICK 56 Century Riviera, $2,600 Spe- 
4-dr., $1,775 55 Fairlane (8) conv., cial Riviera, $2,520* 53 Super 4-dr 
$1,725*; 4-dr., $1,580*; Custom (8) 4-dr., $975 RM 4-dr., $925*. - 
$1,215*; 2-dr., $1,100 54 Crest (8) Vic CADILLAC 56 (62) 4-dr., $4,500 ps) 
toria $1,135*; conv., $1,085*; Custom 55 (62) 4-dr $3,560* (ps). 54 (62) 
(8) 4-dr., §$865*, S765 coupe, $3,000* (ps); 4-dr., $2,450* (ps) 
HUDSON.'55 Hornet (8) 4-dr.. $1,505* 3 (62) 4-dr., $1,690" (ps); coupe de 
"53 Hornet (6) 2-dr., $710*. '49 Hornet Ville, $1,655* (ps). "52 (60) Special 4-dr., 
t-dr., $140 $1,260 
LINCOLN 54 Capri 4-dr., $1,575 CHEVROLET. °56 Bel Air (8) 4-dr., $1. 
MERCURY 56 Montclair Sport coupe, $2,- wor; Bel Air (6) 4-dr., $1,750 Two- 
775* (ps). ‘55 Monterey 4-dr., $1,725 ten (8) 4-dr., $1,785; 2-dr., $1.450; One. 
51 Monterey station wagon. $1,555 51 fifty (S) 2-dr $1,655 55 Bel Air (8) 
club coupe, $310 19 4-dr.. $215 Sport coupe, $1,650; Two-ten (8) Delray 
NASH > Rambler club coupe, $1,475 coupe, 81,225 Two-ten (6) 2-dr., $1,075, 
OLDSMOBILE—-'55 (8S) Holiday, $2,095* rt Corvette 2-dr., $1,030*; Bel Air conv 
(9S) 4-dr $2,095 (ps) 54 (88) Super 1.100 t-dr $1,030; Two-ten t-dr.. 
$-dr., $1,325° (ps) 53 (SS) 4-dr., $820 $so0. °55 Bel Air Sport coupe, $775: Two. 
51 (88) 2-dr., $435 50 «SS8) 4-dr ten Sport coupe, $730; 2-dr., S70. '§2 
$240 SL. Deluxe station wagon, $670; Be Air, 
PLYMOUTH —'56 Savoy (S) station wagon, $625 
$2,305*, $2,025 ‘35 Savoy (6) 4-dr., CHRYSLER 55 Nassau 2-dr., S$2,000* 
$1,165 D-SOTO 53 Fire Dome (8) 4-dr S500* 
PONTIAC 56 Chieftain (S) Catalina, $2 DODGE —'55 Royal (8) coupe, $1,660° (ps). 
560 55 Star Chief (8S) 4-dr., §1,810* Continued on Page 43, Col, 1 


MOND LAND 
WELDING NUTS 


««» Make Tough Jobs Easy! 





If you’ve got a product involving metal fabricating, 
fastening or assembling, chances are you can use Mid- 
land Welding Nuts to big advantage. 


They come in all sizes for every-sized job. Welded 
to the part or parts concerned, they don’t have to be 
held while bolts are turned into them. Thus one man 
can often do the work of two. 


And they’re indispensable when it comes to those 
tucked away, hard-to-get-at places. Welded in advance 
to those inside spots where it is difficult—or impossible— 
for hands or tools to reach, Midland Welding Nuts hold 
fast while bolts are turned into them. 


If you’re a designer, you'll want to know about these 
time and labor-savers, too. Midland Welding Nuts will 
solve and simplify many of your problems, too. 


Write or phone for complete information! 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Avenue * Detroit 11, Michigan 
Export Department: 38 Pearl St., New York, N. Y. 
Manufacturers of 
Automobile and Truck Frames ° Air and Vacuum Power Brakes 
Air and Electro-Pneumatic Door Controls 
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Used-Car Auction Prices 





(Continued from Page 42) 


54 Coronet club coupe, $690. '53 Coronet | 

4-dr., $295. ’51 Coronet 2-dr., $185. 
FORD '56 Fairlane (8) 4-dr., $1,825*; 

Main (8) Ranch Wagon, $1,850; Custom 


(8) 4-dr., $1,700*. "55 Thunderbird, §2,- 
325*; Fairlane (8) conv., $1,540*; Vic- 
toria, $1,500; 4-dr., $1,500°. °54 Fair-| 


lane (8) Victoria, $1,100, $950*; Custom 
(S) 4-dr., $1,085, $700; 2-dr., $965, $825*. 
53 Crest (8) conv., $925*; Custom (8) | 
;-dr., $800; Main (8) 2-dr., $550. °52 
Custom (8) 4-dr., $325. 

KAISER—’52 4-dr., $275. 

LINCOLN—’56 Capri coupe, $3,450* (ps). 
53 Capri Hardtop, $1,110. 

MERCURY—'54 Monterey 
53 Sport coupe, $810. 
50 coupe, $245. 

NASH 
Ambassador 4-dr., $140*. 

OLDSMOBILE—’56 (88) Holiday, $2,450* 
(ps). °55 (88) 2-dr., $1,500%. ‘54 (88) 
4-dr., $1,385*. °52 (88) Super 4-dr., 
$840*. 51 (98) Holiday, $450. 

PLYMOUTH—’'55 Savoy (8) 4-dr., $1,075. 
54 Belvedere 4-dr., $865; Plaza 2-dr., | 
$475. ‘53 Cranbrook 4-dr., $450. ‘49 
Suburban, $260. 

PONTIAC—’56 Chieftain (8) 2-dr., $2,- | 
200*, $2,100*. '54 Chieftain (8) Catalina, | 


$1,110*. 
$375*. 


sedan, 
"51 2-dr., 


$1,225*. ‘53 Chieftain (8) 4-dr., $800*, 
$750*. °52 Chieftain (8) sedan, $600*. 
’50 Silver Streak (8) 4-dr., $300*. *49 | 


Silver Streak (8) 2-dr., $275. 
STUDEBAKER — ‘'53 Commander 4-dr., 
$590*, °54 Champion 4-dr., $650*. °50 
Champion sedan, $215*. 
MISCELLANEOUS—’'56 Ford %-ton pick- 
up, $1,370*. °'52 Dodge %-ton pickup, 
$390 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of May 16.) | 
(Cool day but a real hot sale. There’s 
no indication of prices dropping on clean 
stuff in this area. Sold 149 cars out of 

178 consignments.) 

BUICK—’56 Super Riviera, $2,715* (ps). 
°55 Century Riviera, $2,065* (ps); Super | 
Riviera, $2,030*. '54 Super 4-dr., $1,420* | 
(ps); Special Riviera, $1,300°; 4-dr., $1,- | 
300°; 2-dr., $1,250. °53 Special conv., 
$1,130* (ps); Super Riviera, $975*; RM 
4-dr., $970* (ps), $925* (ps). '52 Super 
Riviera, $515*; Special 2-dr., $460. ‘51 
Special 2-dr., $470*. °50 Super Riviera, 
$295*; 4-dr., $275°*. 

CADILLAC—'56 (62) coupe de Ville, $4,- 
700* (ps); conv., $4,750° (ps). °55 El- 
dorado conv., $4,225* (ps); (62) coupe 
de Ville, $3,580* (ps); sedan, $3,245* 
(ps); (60) Special sedan, $3,640*° (ps). 
"St (62) sedan, $2,615* (ps). "52 (62) 
4-dr., $1,350° (ps). '51 (62) 4-dr., $950*. 
"50 (62) 4-dr., $800*. 

CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 
050; Bel Air (6) Sport coupe, $1,965*; 
Two-ten (8) 4-dr., $2,030*, $1,830; Two- 
ten (6) 2-dr., $1,150. 55 Two-ten (8) 
station wagon, $1,600*; Bel Air (8) 
Sport coupe, $1,585*; Two-ten (6) 2-dr., 
$1,155*, $1,150, $1,085; One-fifty (6) 4- 
dr., $1,175. °54 Corvette conv., $1,700*; 
Two-ten 4-dr., $960*; 2-dr., $850, $800, 
$755. '53 Bel Air 4-dr., $820*, $705; Two- 
ten 4-dr., $800*, $705, $620; 2-dr., $500; 
One-fifty 2-dr., $660, $585. ‘51 SL 
Deluxe 4-dr., $365*; 2-dr., $345. 

CHRYSLER—’55 Windsor 4-dr., $1,810*; 
NY 4-dr., $2,040* (ps). °54 NY 4-dr., 
$1,405* (ps). 51 Windsor 4-dr., $355*. 
"50 NY 4-dr., $280°. 

DeSOTO—'56 Fire Dome (8) 4-dr., $2,390*. 
’55 Fire Dome (8) 4-dr., $1,645* (ps). 
"53 Fire Dome (8) 4-dr., $905* (ps). '52 
Fire Dome (8) 4-dr., $515*. 

DODGE—’'55 Royal (8) 4-dr., $1,665*. '54 
Coronet (8) 4-dr., $800) '53 Coronet (8) 
4-dr., $650*. '50 Coronet 4-dr., $225. 

FORD—’56 Fairlane (8) Victoria, $2,165*, 
$2,115*; Country sedan, $2,330*; Custom 
(8) 4-dr., $1,830*°. °55 Fairlane (8) 
Country sedan, $1,770*; 4-dr., $1,575* 
(ps), $1,520*, $1,445*; Custom (8) 2-dr., 
$1,410*, $1,250*, $1,150; 4-dr., $1,350, 
$1,310, $1,165. °54 Custom (8) 4-dr., 
$975*. '53 Crest (8) Victoria $965*; Cus- 
tom (8) 2-dr., $715*; Main (8) 4-dr., 
$600; 2-dr., $600*. "52 Main (8) Ranch 
Wagon, $715; Custom (8) 4-dr., $575. ’51 
Custom (8) 2-dr., $285*. 

HUDSON—’55 Hornet 4-dr., $1,555*. 
Wasp 2-dr., $455°*. 

MERCURY—’56 Monterey Hardtop, $2,600* 
(ps); station wagon, $2,470*, '55 Mon- 
terey conv., $1,915*; 4-dr., $1,745*. '54 
Hardtop, $1,370*; 4-dr., $1,285*. °53 4- 
dr., $1,050. "52 4-dr., $680°, $640°. ‘51 
4-dr., $450*, $355. °49 station wagon, 
$150. 

NASH-—’'55 Statesman 4-dr., 
Statesman 4-dr., $495*. '50 


"53 





$1,690*. °52 
(600) 4-dr., 


$150. 

OLDSMOBILE — '56 (98) 4-dr., $2,730* 
(ps); (88) Holiday, $2,610* (ps), $2,- 
525*. ’55 (88) Super Holiday, $2,305* 
(ps); 4-dr., $1,995* (ps). ’54 (98) Holi- 
day, $1,745* (ps); (88) Super 4-dr., $1,- 
510*, $1,525* (ps), $1,490*; Holiday, 
$1,920*. °53 (88) Super 4-dr., $1,040*. 
"51 (98) 4-dr., $465*. °50 (88) 2-dr., 
$245*. 

PACKARD—’55 Clipper Hardtop, $2,045* 
(ps); 4-dr., $1,645* (ps). ‘53 Clipper 
4-dr., $705*. "51 (300) 4-dr., $340*. 

PLYMOUTH — '56 Belvedere (8) station 
wagon, $2,430* (ps). 55 Savoy (8) 4-dr., 


$1,365* (ps), $1,300*; Belvedere (8) 4- 
dr., $1,335. '54 Savoy 4-dr., $850. ’53 
Cambridge Suburban, $765; Cranbrook 
4-dr., $620. '52 Deluxe 2-dr., $305. 


PONTIAC—’56 Chieftain (8) Catalina, $2,- 
345*; 4-dr., §2,145*. °'55 Chieftain (8) 
Hardtop, $1,895* (ps). ’54 Chieftain (8) 
station wagon, $1,235*. ’'53 Chieftain (8) 
2-dr., $830*. °52 Chieftain (8) conv., 
$620*; 4-dr., $550. ’51 Silver Streak (8) 
4-dr., $180*. 

STUDEBAKER 54 Commander 4-dr., 
$700*. '53 Commander 4-dr., $590*. 

MISCELLANEOUS — ’54 Chevrolet %-ton 
— $845. '48 Chevrolet 1-ton pickup, 

50. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 16.) 
(We are selling every good used-car 
we can get our hands on for a good 
price. Sold 136 cars out of 167 offerings.) 
BUICK—’'54 Century 4-dr., $1,340; Super 
Riviera, $1,300. '53 Super 4-dr., $775. '50 
RM 2-dr., $355; 4-dr., $260; Super 4-dr., 
$3(0: 2-dr., $290; Special 4-dr., $290*. 
‘49 Super 4-dr., $300*; Special 4-dr., 


DeSOTO—’'51 Custom 4-dr., $315. 


‘52 Ambassador 4-dr., $250*. '51| nonGE—'53 Meadowbrook 4-dr., $530. ’51| 


AUTOMOTIVE NEWS, MAY 28, 1956 














$320, $295; Custom (6) 2-dr., $250, $220; 


Deluxe (8) 2-dr., $265, $215. '49 Custom 


(6) 2-dr., $255; Custom (8) 2-dr., $135; 
Deluxe (8) 4-dr., $230. ‘47 Deluxe (8) 
4-dr., $170. '40 2-dr., $135. 

| KAISER—’53 Deluxe 4-dr., $420. 

| MERCURY — '54 2-dr., $955*. ‘'51 2-dr., 
$290. '49 club coupe, $180; 2-dr., $235. 


| OLDSMOBILE — ’53 (88) conv., $1,205*; 

(98) 4-dr., $975. °52 (88) 4-dr., $620. 

$150. '48 Special 4-dr., $105. °46 sai "50 (88) 4-dr., $370*. ‘49 (88) 2-dr., 
4-dr.,_ $100. '41 Special 4-dr., $280. | $§$380*; (76) 2-dr., $270. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- | PLYMOUTH—'54 Plaza 2-dr., $665*, $655. 

820; Two-ten 4-dr., $1,255*. '54 Two-ten °53 Cranbrook 2-dr., $530. '51 Cranbrook 

Sport coupe, $965; 4-dr., $900, $870*; | 4-dr., $280. '50 Special Deluxe conv., 


2-dr., $780. '53 Bel Air 4-dr., $710; 2-dr., $360. '48 2-dr., $165. 


$635; Two-ten Sport coupe, $755; club) PONTIAC—'55 Chieftain (8) 2-dr., §$1,- 
coupe, $645; 4-dr., $500. '52 SL Deluxe} 455*. '52 Chieftain (8) 4-dr., $410*. '50 
Sport coupe, $505*; 2-dr., $480, $465;/ Silver Streak (8) 4-dr., $400*; 2-dr., 
4-dr., $410*. '51 SL Deluxe club coupe,| $355, $300*, $225. ’49 Silver Streak (8) 
$485; 4-dr., $475, $405; 2-dr., $380, $365. 2-dr., $125. °46 Silver Streak (8) 2-dr., 
’50 SL Deluxe Bel Air, $325; 2-dr., $380,| $125. 


$160*; club coupe, $265; conv., $130. ’49 
SL Deluxe 4-dr., $250; club coupe, $220; | 
SL Special 2-dr., $155. °47 SM 2-dr., 
$190. 


STUDEBAKER—’52 Champion 4-dr., $305*; 


club coupe, $165. 
WILLYS—’52 Jeepster, $175 
MISCELLANEOUS—’53 GMC %-ton pick- 

up, $545. °51 Chevrolet %-ton pickup, 

$405; Ford %-ton pickup, $395. 


"50 Cus- 
tom conv., $140*. 


Meadowbrook 4-dr., $205. ‘50 Coronet to-ton pickup, $240. °40 Plymouth \%-| 
4-dr., $370. '49 2-dr., $170. ton pickup, $175. 

FORD — '56 Fairlane (8) 4-dr., $1,910; | 
Custom (8) 4-dr., $1,775. '55 Main (8) 
Ranch Wagon, $1,460. ’54 Crest (8) 4-dr., MINNEAPOLIS 
$1,015; Custom (8) 2-dr., $1,030*, $1,-| (Minneapolis Auto Auction. Sale every 
025*, $905, $870; 4-dr., $865. ‘53 Crest | Wednesday. Prices are for sale of May 16.) 
(8) Victoria, $945*, $710*; conv., oases | (New-car salesmen are on strike, cut- 
Custom (8) 2-dr., $805, $800, $665, $635; ting down on our consignment. The mar- 
4-dr., $545; Main (8) Ranch Wagon,| ket is still going up on sharp, older 
$850. ‘52 Custom (8) 2-dr., $655, $610,| models. Sold 72 cars out of 111 offer- 
$605; 4-dr., $630, $515, $305. '51 Custom| ings.) 


BUICK—’'55 Super Riviera, $1,950* (ps). 


(8) 2-dr., $580*, $485*, $435, $350; Vic- | 
‘50 Super 4-dr., 


toria, $585, $580; Custom (6) 4-dr., | ‘53 Super Riviera, $960*. 
$355; Deluxe (8) 4-dr., $355, $275. '50| $235*, $220*. 
Custom (8) 2-dr., $425, $290; 4-dr., $325, | CADILLAC—’54 (62) 


coupe, $2,600* (ps). 





Commander 4-dr., $290*, '50 Commander | 


’49 Ford | 
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’51 (62) 4-dr., $950*. °50 (62) 4-dr., RM conv., $2,200* (ps). '54 Special Rivi- 
$805*. era, $1,425. ’53 Special 4-dr., $605. '52 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- Super Riviera, $405*. ‘51 RM 2-dr., 
425*; Two-ten (8) 4-dr., $1,225, $1,200, $300*. '50 Super Riviera, $375*, $310*, 
$1,150. ‘54 Two-ten 4-dr., $845, $830, $300°*. 
$750, $725. °53 Bel Air 4-dr., $865*,| CADILLAC—’55 (62) 4-dr., $3,100* (ps). 
$830; Two-ten 4-dr., $795*, $740, $700. ‘54 (62) 4-dr., $2,700* (ps). °49 (61) 
52 SL Deluxe 4-dr., $725*, $700*, $650*, 4-dr., $425*. 


$545, $515. ‘50 SL Deluxe station wagon, 
$405; 4-dr., $270, $240. '49 SL Deluxe 
2-dr., $180, $100. 


CHEVROLET —’'56 Bel Air (8) Sport coupe, 
$2,336* (ps), 2 at $2,150; Sport sedan, 
$2,135*, $2,125, $2,095*; Two-ten (8) 


CHRYSLER—’55 NY conv., $2,280* (ps). station wagon, $2,295; Sport sedan, §$1,- 
DeSOTO—’53 Custom 4-dr., $290* (ps). 975; Two-ten (6) station wagon, $2,075*; 
DODGE—’51 4-dr., $285*, '49 4-dr., $175* One-fifty 2-dr., $1,625. '55 Two-ten (8) 
$130° : ’| 4-dr., $1,350. °53 Bel Air (6) 4-dr., 
Sa s e $635*; One-fifty (6) 4-dr., $480. '52 SL 
Sas Gann <8) 00n eaee i aree, org conv., $530*. '51 SL Deluxe 2-dr., 
55 C 7 ’ ’ ’ , 415. 
$1,240, $1,200. °54 Custom (8) 4-dr., | ,, 7 , : 
$780, $750. '53 Custom (8) 2-dr., $710, | CHRYSLER— 52 NY 4-dr., $475*. '50 NY 
$565. ‘52 Custom (8) 2-dr., $525. '51|_ 4-dr., $225°. 


DeSOTO—’53 4-dr., $550. 
DODGE—’56 Coronet 
195°. 


"51 4-dr., $270*. 
(8) club coupe, §$2,- 


Custom (8) Victoria, $405*; 4-dr., $325. 
’50 Custom (8) 4-dr., $245, $180, $175. 
MERCURY—’'54 Custom 4-dr., $1,225. °50 


Custom 4-dr., $270. '49 4-dr., $150, $135. | FORD—'56 Fairlane (8) Crown Victoria, 
OLDSMOBILE—'55 (88) Holiday, $2,340*| $2,385*; station wagon, $2,100*; 4-dr., 

(ps). '53 (98) 4-dr., $1,235*. | $2,100*. °55 Fairlane (8) sedan, $1,365; 
PACKARD—'51 4-dr., $285*. ; Custom (8) 4-dr., $1,275*. ‘54 Custom 
PLYMOUTH—'56 Plaza (8) 4-dr., $1,890*. (8) club coupe, $875. °53 Custom (8) 

‘53 Cambridge 4-dr., $645, $545, $475. 4-dr., $690*; 2-dr., $670. '51 Custom (8) 

’51 Cambridge 4-dr., $240. '50 Deluxe 2-dr., $325, $320, $300*. 

4-dr., $255, $220. '49 Deluxe 2-dr., $100. | LINCOLN—’55 Cosmopolitan 4-dr., $1,980* 
PONTIAC—’53 Chieftain (8) 4-dr., $825*.| (ps), $1,970* (ps). '49 club coupe, $120. 


’51 Silver Streak (8) 2-dr., $370*; 4-dr., 


MERCURY—'56 Monterey Hardtop, $2,500* 


$365, $275. 50 Silver Streak (8) 4-dr.,/ (ps). '55 2-dr., $1,550. 52 Sport sedan 
$200°. 705, 'S eo ‘ae aan 
STUSGeASER — ‘Si Ghamsie Ser.) Te oO Os OR 


$315°; 4-dr., $140. OLDSMOBILE—*°56 (98) Holiday, $3,320* 


(ps); (88) Holiday, $2,600* (ps). ‘54 
(88) Super 4-dr., $1,460*. '53 (98) conv., 
$1,400* (ps); Holiday, $1,300* (ps). ’52 
(88) Holiday, $900*. '49 (76) sedan, $260. 
PLYMOUTH—’'55 Belvedere (8) Hardtop, 
$1,590. '52 Cranbrook 4-dr., $415; Cam- 


(Continued on Page 46, Col. 3) 


DENVER 


(Jack Layton’s Auto Auction. Sales every 
Monday and Thursday. Prices are for sales 
of May 14-17.) 

(We are in need of more clean cars.) 
BUICK—'56 Special Riviera, $2,265. ‘55 





The PLUS SALE buyers can't resist! 


CUSTOM TAILORED 


CRYSTAL CLEAR PLASTIC 
SEAT COVERS 





Here are the seat covers that sell in sight be- 
cause they actually “glamourize” any car in- 
terior. Beautiful upholstery shows through as 
if displayed “under glass”. Made of extra 
strength BAKELITE KRENE PLASTIC .. . elec- 
tronically welded for “Skin-tight” fit in YOUR 
MAKE AND MODELS. 


NO INVENTORY PROBLEMS... only 3 styles 
to stock for each make. Individually boxed in 
sturdy display cartons for easy storing and 
handling. You'll sell a set with every car 
you move! 















FREE for 


FLOOR! 
your £1008! 


COMPACT 
SELF-SERVICE RACK 
ENHANCES DISPLAY FLOOR, 
MAKES SALES EASY! 


With your initial order of SIX OR 
MORE SETS of Sterlite Crystal- 
Clear plastic seat covers. this 

display rack ABSOLUTELY FREE! 










Sterling ... the FIRST and DOMINANT line of clear plastic 
seat covers ...now at a NEW LOW PRICE! 
TO RETAIL AT....... 


YOUR COST..$16.20 326% 


ORDER FROM YOUR JOBBER, or mail this 
coupon if he does not stock them. 
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STERLING PRODUCTS CO., INC. 
180 East 6th Street, St. Paul 1, Minn. 


Please ship us the following Sterlite “Crystal Clear” plastic seat 
covers @ $16.20 a set. (Cars with RCAR slightly more): 


QUAN. CAR MAKE MODEL 


Dealer's Name. 
Address 
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oat 7 | wa ae aan be gag 4-dr, 
| sed., $2,208.75; 2-dr. sed., ,165.75; 4-dr, 
ee | t Pri New Cars Rarer, at: ee arse, 1 
} conv., €,444.00, ury- -dr. ardtor; » 
Presents Awards urren rices on 862. Suburban 6 — 2-dr. 2seat Dele 
| stat. wag., $2,192.50; 2-dr. 2-seat Custom 
e The following advertised-delivered prices | Wagon, $2,181.05; 2-dr. 2-seat Custom 4-dr. hardtop, $2,830.50; 2-dr. hardtop, stat. wag., $2,263.50; 4-dr. 2-seat ( istom 
include the suggested base factory list Ranch Wagon, $2,245.60; 2-dr. 2-seat $2,760.50; conv., $2,495.50. stat. wag., $2,309.75; 4-dr. 2-seat Sport 
oO ULO FUMNS | include the suse ' : ; 527; | stat. war,’ $2,479.75. ‘Suburban V-8— 2 
prices, Federal excise tax amounts and = Parklane, $2,424.05; 4-dr. 2-seat Country METROPOLITAN—2-dr. hardtop, $1,527; | stat al oe Subur = a 2dr. 
j i _| suggested dealer delivery-and-handling Sedan, $2,292.87; 4-dr. 3-seat Country Se-  conv., $1,551. 2-seat Yeluxe stat. wag., 296 ; -dr. 
Twelve companies in the a, charges. Not included are variable items dan, $2,124.05; 4-dr. 3-seat Country Squire, = NASH—Statesman Super 6—4-dr, sed., 2-Seat Custom stat. wag. $2,367; 4dr. 
motive industry were among the | passed on to the retail buyer, such as $2,528.60 Thunderbird Hardtop cpe. (V-S 52,381. Ambassador Special V-8 — Super 2-Seat stat. wag., $2.4 — r. 2-seat 
recipients of the National Safety | State and local taxes, transportation only), $3,147.60. i-dr. sed., $2,591; Custom 4-dr. sed., §2,- Caaeaiaecaee ee a 
il’ i erest Award for charges and optional equipment. HUDSON — Wasp Super 6—4-dr. sed., 516; 2-dr. hardtop, $2,681. Ambassador 3 as le n —4-dr. sed , §2,. 
Council's Public “’ it ss thei d- BUICK—Special—4-dr. sed., $2,412; 2-| $2416. Hornet Special V-8—4-dr. sed., Super 6—4-dr. sed., $2,685. Ambassador 294 ; 2-dr. sed., $2,236; 4-dr. hardto;, $2. 
1955. The council cite eir ad-| 4.” seq., $2,353; 4-dr. hardtop, $2,524; 2- | §2'426: 2-dr. hardtop, $2,741. Hornet Super “UPer V-8—4-dr. sed., $2,997. Ambassador 439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
vertising campaigns for excep- | dr. hardtop, $2,453; conv., $2,736; 4-dr. 2-| g@—4-dr. sed., $2,770. Hornet Custom 6 Custom V-6 4-dr. sed., $3,236; 2-dr. hard- stat wag, $2,564; 4-dr. 3-seat te wag., 
tional service to safety.” |seat stat. wag., $2,771. Century — 4-dr. | 4-dr. sed., $3,019; 2-dr. hardtop, $3,136, toP. $3.379. $2.647. Chieftain 870—4-dr. sed., $2,409; 
‘ = : Auto | hardtop, $3,020; 2-dr. hardtop, $2,958; Hornet Custom V-8—4-dr. sed., $3,286: OLDSMOBILE — Series 88 — 4-dr. sed., | 4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
The award winners were: Auto| conv ‘$3,301; 4-dr. 2-seat stat. wag.,|2-dr. hardtop, $3,429. $2.483; 2-dr. sed., $2,418; 4-dr. hardtop, | 4-dr. 2-seat stat. wag., $2,744. Star Chief 
Specialties Mfg. Co., St. Joseph, | §3,251. Super —4-dr. sed., $3,245; 4-dr.  yyapERRIAL—Imperial —4-dr. sed., $4,- | $2:867:. 2-dr. hardtop, $2,595. Super 88— | ~-4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
Mich.: B Buick Co.. San Fran- hardtop, $3,335; conv., $3,539. Roadmaster ..-' 7 2 O0n & oe. +, S3-- sap. sed., $2,635; 2-dr. sed., $2,569: 4-dr. | 2-dr. hardtop, $2,661; conv., $2,853; 2-dr, 
a) Sore ae sale 4-dr. sed., $3,498; 4-dr. hardtop, $3,687; | °~‘° a “7a ~~ 50; 2-dr. hard- hardtop, $2,876:| 2-dr. hardtop, $2,803: | 2-seat Safari stat. wag., $3,124 
cisco; Caterpillar’ Tractor Co., 974)" haratop, $3,586; conv., $3,699. (Dyna- top. $5,080.38, Crown benpertat- see. 8 conv... $3,026. Series 96—4-dr. sed. $3.:| RAMBLER—Deluxe—4cdr. sed., $1.82 
Peoria, Ill.; Chevrolet division, De- flow standard on Century, Super and Road- 731 80. (Powestilte. : d pms tauine 203: 4-dr. hardtop, $3,546; 2-dr. hardtop. | Super—4-dr. sed., $1,936; 4-dr. 2-Sseat stat. 
troit; Continental Motor Corp., a : ae Steering standard on Super) oto Gara ) ; oa Rw ae ee eee wag., $2,230. Custom—4-dr. sed., $2,056; 
Muskegon, Mich.; DeSoto-Plymouth | "0 OirTac — Series 62—4-dr. sed., $4,-., LINCOLN—Capri —4-dr. sed., $4,207; | Series 98.) | rl wag, OSM: ide. Séeat ‘bastion stat 
Dealers of America, Detroit; Dodge | 991; 2-ar hardtop, $4,196; 4-dr. Sedan aa. a tee. ir.’ hardt ryabee, a PACKARD — Executive—4-dr. sed., $3,-| wag.. $2,491. , ; 
Seri at it 7 a ere , s 748: 2-dr. C 1 sed., $4,596; 2-dr ardtop, .596; CONV., 465: 2-d hardtop. $3.560. Patri ociediainas 
division, Detroit; Ferguson-Steere de Ville hardtop, $4.74 ; 2-dr Coupe de ak eeliies med'eener wemten| a, ar. ard op 560. atrician STUDEBAKER — Champion 6 — 4-dr. 
Ville hardtop, $4,619; conv., $4,761; 2-dr. i-dr. sed $4.16 400-—-2-dr. hardtop li $1,993; 2-d d 1,841: 2 
Motor Co., Dallas. Eldorado Seville hardtop, $6,551; Eldorado | Standard.) $4.190. Caribbean—2-dr. hardtop, $5,495; aia $1,943. awk 6 Plight’ Haws = 
General Motors Acceptance Corp., Biarritz conv., $6,551. Series 60 Special MERCURY—Medalist—4-dr. sed., $2,309. conv., $5,995. (Ultramatie standard. ) pass, cpe. $1,962, Com der V-8—4-é. 
New York: Montgomery-Stubbs 4-dr. sed., $5,042. Series 5 8-pass. sed., 2 dr. sed., $2,250; 4-dr. hardtop, $2,454; PLYMOUTH—Plaza 6—4-dr. sed., $1,- sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
Motor Co. (Lincoln-Mercury), Sil- Sak tenon aati + Sr (Hydra-Matic — aa. - —- on oeaae i ag eg ae and “Sneas ve: ery a a ao Eten Peeeiee sedan, 
3 : st: t ’ sed., $2, : - s -, $2,346.50; 4-dr. a 5 "laz. - -dr. sed., $2,025.75: 2,251; 2-dr. sedan, . " res 
ver Springs, Md.; Orldando (Fla.) (CHEVROLET (Prices are for 6-cyl. hardtop, $2,551; 2-dr. hardtop, $2,481; 2-dr. sed., $1,982.75; bus. cpe., $1,883.75 a 4-dr sedan, $3,485, Hawk V8 Power 
Automobile and True k Dealers models; for ea $99 mye oon. a a 4-dr. 6-pass. stat. wag., Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed.,| Hawk 5-pass. cpe., $2,097; Sky Hawk 
Yon lore : 4-dr. sed., $1,865; 2-dr. sed., $1,822; utility |S2,718; 4-dr., 8-pass. stat. wag., $2,815. $1,978.50; 2-dr. hardtop, $2,125.75. Savoy 2-q hardt 2.473: Gol rk 2. 
Assn. and Plymouth Dealers Assn. sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. | Monterey—4-dr. sed., $2,551; 4-dr. spt. V-8—4-dr. sed., $2,124.75; 2-dr. ‘ed., $2. hardtop, $3.057° ‘neation  Wanens Toman 
of Greater Detroit. Two-ten--4-dr. sed., $1,951; 2-dr. sed., $1,- | sed,. $2,647.50; 4-dr. hardtop, $2,696; 2-dr. 081.75; 2-dr. hardtop, $2,228.25. Belvedere | 6-cyl. 2-dr., $2,229: Parkview V-S 2-dr 
The Chicago Motor Club also re- 90S: 4-dr. hardtop, $2,113; 2-dr. hardtop, hardtop, $2,626; 4-dr. 8-pass. stat. wag., 6—4-dr. sed., $2,105.50; 2-dr. sed., $2,-| $2,350; Pinehurst V-8 2-dr., $2.525. (Over. 
ceived an award for a poster and tee a a ae oo 7 $2,973. Montelair—4-dr. spt. sed., $2,782; '062.50; 4-dr. hardtop, 2,277.50; 2-dr.| drive standard on Golden Hawk.) 
: wag., $2, ; 4-dr. 2-seat stat. wag., $2,- — — ‘ 
car-card safety campaign. Other 0259: 4-ar. 3-seat stat. wag., $2,344. Bel Air 
awards went to newspapers and i-dr. sed., $2,064; 2-dr. sed., $2,021; 4- ‘ . 
. ‘ . dr hardtop, $2,226; 2-dr. hardtop, $2,172; 
radio and TV outlets. ames conv., $2,340; 4-dr. 3-seat stat. wag., Cw ommerela ar © ~ Tra 10ns, 
News received its seventh consecu- 52,478: 2-dr. 2-seat Nomad stat. wag., 
tive citation ‘ §2.604. Corvette—-Hardtop cpe. or conv., ‘ 
z " (V-8 only), 83,145 
= CHRYSLER—Windsor—4-dr. sed., $2,- DA, States for A ril 1 5 -| 
ick Mechani 10) 3a. 2,600.25; JE il, 
Buie ec anics 865.75; 2-dr. Nassau hardtop, $2, 25; 
- j-dr. Newport hardtop, $3,123.75; 2-dr 
Newport hardtop, $3,036.75; conv., §$3,- . - 
Turn Scholars : 25: 4-dr. stat. wag., $3,593.50. New Truck registrations by states | | , \ l 
= Yorker. -4-dr. sed., $3,774.50; 4-dr. New- are released here weekly, as | grock-| Chev- a —. | Stude- | | | 10 
r 7 — port hardtop, $4,097; 2-dr. Newport hard- compiled by R. L Polk repre- | | ‘on nation- , ; : - 
one Se 50 pe “oo top, $3.946.50: 2-dr. St. Regis hardtop, | | sentatives in state capitals. | wer | rolet | 7 al Mack | Reo | baker | White | Willys | Mise. | TAL 
the service mechanics in uick | 3,990.50; conv, $4,237.75; 4-dr. stat 
ships ve received special- | wag.. $4,518.50. 300B —2-dr, hardtop, $4,- 8 States Previously ‘56 2778 31 506 2572 755 1179 112 21 "mg 135 202 107 
ee cannes at the 30 Genera Mo- | 111.25.  (PowerFlite standard on New) _ Reported for April 55 2301 45, 550, 2573, 443 66 70 15) 132 76' 288 57 rele 
. “ | Yorker.) aeieide — en een oe J = ® 
tors training centers across the| CLIPPER—Deluxe — 4-dr. sed., $2,731. Colorado ‘56 | “7 5 62 251 93 102 8 “ - 12 63 27 ~—«*1084 
t di to E. James | Super—4-dr. sed., $2,866; 2-dr. hardtop, — S5/ |__ 283 St 82 395 87 134 37 é 18 14 37 2 215 
Rican, feieh penevel service man- | $2916. Custom—4-dr. sed., $3,069; 2-dr oe ‘ee I 08 " a 3 40, 8? ” ' 0 is 1 Tie 
’ . “at hardtop, $3.164 ei aes se : | 40 82 22 | 10 5 3 | 449 
ager. CONTINENTAL 2-dr. sed., $9,538 aware ———a i 75 16 7i es _ — ; ; ; a 
“Since the first Center was, (Turbo-Drive and power steering standard ) ‘SS 70 iI 48 7 56 24 ' 12 3 22 
@ : DeSOTO — Firedome i-dr. sed., $2,- r - - i“ — a 4 1 : o 
opened in 1953, Buick dealers have 4735. 4-ar. seville hardtop, $2,838.25, | !°"'9? = 1 no = oo = > 4 14 39 86 332021 
sent more than 30,000 men for |2-dr. ‘Seville hardtop, $2,729.25; | 4-dr. | ——— . ee is 80 oe | a 
ini ” i “utilizi Sportsman hardtop, $2.948.75; 2-dr. Sports- ano é 18 l 45 5 559 
training,” Krause said, “utilizing a man hardtop, $2,849.75; conv., $3,076.75; ‘SS 15! | 52 217 52 Ht 5 | 23 9 69 3 94 
500,000 class S = - . : 6 
total of more than 500, ClaSS | yar. stat. wag., $3,366.25. Fireflite—4-dr. | Kansas 5b ai + 54 378 103 193 5 4 i a a 
room hours.” sed.. $3,114.50; 4-dr. = ratgg won hardtop, 55 684 4 72 662 98 208 8 16 it 3 3 197 
; 3,426.5 2-dr. S sm 2 3,- ; . . - ; ee : 
Attendance in 1955 reached a) $0155.59). iveniurer dr. hardtop, §3,.| Minnesota 's6 me 3|—=—«,sS) SSC) Sa) 
peak of 20,473 men receiving 350,- | 79350: conv., $3,539.50; Pace Car conv., ‘35 680 13 105 659, 79 19% \4 5 29 6 3 9 18% 
188 hours of training. In the first | $3,610.50. (PowerFlite standard on Fire-| Montana 56 204 40 172 64 137 3 19 ch 51 é 705 
four months of 1956, Buick dealers | “ite. 35! 127 45\___ 160 39 77 2 rd 3 40 8 523 
a : DODGE — Coronet 6 — 4-dr. sed., $2,- | New Hampshire 56 98 1 32 136 34 47 28 1 7 - 37 8 437 
have sent 5,772 of their no gh pl mo 263.50; 2-dr. sed., $2,190.50. Coronet 'v 8 ; : ; 5) 103 . > 7 4 ; : : = = 
yapenen “a4 ie pee ee aa | S-ar- Gee’ oaa”” Ganbnte; 4-49. hardtop. New Jersey 56 28 ~—=«807 12 251 677. 248~SC«S7 s.6UCtatti‘(i‘iaP 47 40-2629 
ee | $2,547.50; 2-dr’ hardtop, $2,433.50; conv., | ——_ 7 ‘SS 14) 618 13) 120623, 155,201 38 7 16 46 46 3% © 1933 
di D | $2,773.50. Royal — 4-dr. sed., 008.15; Oklahoma = oH 4 = 38 184 6 4 i 19 3 7 1519 
60 a ‘a po 4-dr. hardtop, $2,692.75; 2-dr. ardtop, aos 225 10 | 21 15 1S 6 1548 
nadian © ts $2,578.75. Custom Royal—4-dr. sed., $2,- | Rhode Island "56 93 7 39 94 30 35 ié i 3 2 - 7 33 
To Add Hertz Phones 618.75; 4-dr. hardtop, $2,802.75; 2-dr. | 55 83 | 6 93 ee 3 2 7 7 9 3 mB 
2 : arc L 2. .o0; » Baek soe - = — — - = — 7 oa ont cs _ 
CHICAGO. — Sixty railroad ter- Sime —~bae. Suburban 6, $2,487.25; 2-dr, | 'ennessee 56 642 12 157 6550—s«209Ss«2085 39 3 16 55 19 3) 2015 
minals in 52 Canadian cities will | suburban V-8, $2,595; 2-dr. Custom Sub- oar ze ak 5 7 516 94 139 9 2 16 21 16 __1388 
i urban V-S8, $2,724; 4-dr. 6-pass. Sierra rginia ’ | | 546 iS! 169 50 13 27 21 4 6 1744 
ier’ waner i Gae Pniaaae i se Lo oo an ‘. ‘55 I; 628 '| 126! 699 92| 201 90 9 35 37 5 | 4 1974 
$2,817.75; 4-dr. 6-pass, Custom Sierra V-8,) Wisconsin 56 49 17 - — = - 
by Hertz and Canadian Pacific and ee 8-pass. Custom Sierra V-8, 5S 4 3 Se 346 '% 183 7 5 ° i" 28 25 7 
Canadian National railways. | FORD—(Prices for 6-cyl. models; for, Wyoming ‘56 112 17 88 30 44 I 4 é 14 1 317 
Direct-line telephones _ will|y-ss adda $99.98.)—Mainline—4-dr. sed, __ Ss a 55 ; 84 1 15 % 17 34 4 | 27 | 280 
be placed in the terminals. Thirty- | $1,891.48; 2-dr. sed., $1,846.30; business 24 States Reported 56 29-8945 115, 1810-8121, 2498 = 3602 469 88 320 458 764 320. 27539 
nine of the installations will be in se, ote. one aanee: & 4 — To Date for April 55. 16) 7933 106) 1602 8818 1453 3063 37) 86 398 323 952 215' 25336 
‘ hae a : -981.76; 2-dr. sed., $1,935.58; 2-dr. G- Year ‘56 238 79669 1097|  14559'  68733' 23496 29102 3472 740 2858 +4219 +~=«5519' 2676 236378 
31 Ontario cities with the rest in| top, $2,098.93. Fairlane 4-dr. sed., $2.- To Date 4 288 58805 872| 17321 721941 14131! 27029 31 i 
the provinces of Alberta, Manitoba, | 089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, ai tae 0 
sat : cm - $2,244.80; 2-dr. hardtop, $2,189.98; Crown “The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
cee: ae baw 2. Coane ee. ee. exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 









Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 





R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & 


Co. 
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New Passenger Car Registrations, 19 States for April, 1956-1955 





























**The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 














3 States Previously | 280 3469 79 567 4123; 1120 317! 3649 938! 760! 6784 69/183 252; WN} «13157 
Reported for April 55 66 146 212 300 24 235 537| 1361/2457) _—_-3403 70 63! 4104) 1518 266; 3257) =+1134) «1191! = 7366 134 280 414 77\ 14630 
Connecticut "56 63 195 258, «268 16 144 441 760; 1629| 1887 47 421 2355 816 225; 2020 741 625: 4427 7 153 244, «209, —Ss«9122 
‘55 128 240 368 32! 2! 197| 477; _‘1104)_—-2120|~—-2032 58 573) 2663| 1128 246 «1991 882 764; 501! 126 198 324 220; 10706 

Delaware "56 3 17 20 30 4 21 70; +170 295; 436 13 102 551 192 43 509 123 123 990 - 22 31 22; +1909 
'55 14 14 17 2 22 48' 132 221/354 D 72 437 149 29 330 106 84; 698 5 15 20 8 «1398 

District of Columbia "56 i 26 37 Be 56 108} «341; 565) 463 20 80 563 276 77 758 208 204, 1523 17 19 36 26, 2750 
55 13 43 56 94| 12 75 104 499; 784 603 16 140 759| ‘322 98 805 292 301; 1818 33 40 73 46\ 3536 

Florida "56 73). «119 192 216) 48 209 482; 801, 1756) 3045 152) 640 12, 3849; —«*1285 462; 3655; 1029 734, 7165 58 163 221 307, 13490 
55 106| 176 282 328 59! 244) ~—«589|_—«1320) 2540) 387! 85 842 4798; 1559 429; 3861/ 1339! 1188) 8376 130 227 357 161) 16514 

Tdaho "56| 38) 35) 73 42| 6 34) 83; +139) 304 360| 14 108 482 192 42 444 110 127; 915 18 62 80 15, 1869 
55 | 36) 61 | 97| 76) 8) 62} 165] —S-237 548; -512/ 15 141 668 307 56 587 208 236} 1394 24 85 109 12\ 2828 

Mi:nois 56) 221; 710) ~=931| +~=«*78| 82 715; 1201; 2899) 5685; 98489 335, «1998 18! 10840; 4015; 1083) 10328; 3281; 2556) 21263 251 659 910 192; 3982! 
‘55 | 735 839; 1574 948] Se 744| _1778| 4542) 8110) __—8302 213! 2263 10778) _5371| 1067! 9520) 4266; +3050 + 23274 466 622' 1088 153! 44977 

Montena "56| 54 53, +107) 65 i" 38 129; «212 455 612 23 144 i 7g0 216 60 719 185 154, 1334 i8 7% 94 29, «2799 
55 44 31| 75| 42 - 43} 120) —_—*164 377| 504 13 103 620 173 47 559 180 210; 1169 35 58 93 8! 2342 

New Hampshire "56| 44) 75, —«119) 70 4 52; 154 277 557 706 23 175 1 905; «287 52 890 252). 281) +1762 14 58 72 79, +3494 
55 62 90 152] Ot 61} 200) ~—335| 70 615 14) 161 790| 290 45 906 223} 310) 1774 32 69 10! 34 352I 

New Jersey 56) 107; 299; 406; ~—=s8i8| be 748; 1267; 2508; 5399/ 5071) 215 Jill 13; 6410) 2660 772; 5613) 2104, 1609| 12758 145 327 472| 339) +=«25784 
55 | 198} 335|_——533|_—75! 66} —_10}_—*1105| ~— 2650) 5182) 4459) =~ 1071333 5899 3068 617! 4424; 1965! ss 1BI | «11885 282 370 652 231| 24382 

North Dakota "56 | 16| 16) 32/ 35) 5 20) 64) 133; 257) = 416! i 88 515 | 120 23 464 114! 76|~+«+797 10 31 4 4, 1646 
‘5S 1) 33 44) 42 1 46} 108} 244441} 466) 10 114 590) 44) 34| 434) ~—s158| ~—s108|_—878 16 41| 57 7\__ 2017 

Oklahoma "56 21 5! 72 54) 12! es; 167; +411) ~=S=S732| ~—« 556! 30; «325 191t| 562) + 137| 2060; 534) 446) 3739) 28 98 126 38, 6618 
55 | 40} 87 127 106 10} 116} = 253} = 530} = 01S} 1913 22 409 2344 815 141 18741 746] 680) 4226 45 106 15! 19| 7882 

Utah "56 i 36) 47 55 - 58) 68; (145) ~—«334) S393 19 168 2 582 226 57 516 168! ~—«151) ste 14 31 45 27, 2153 
5S 14} 30} 44) 48) 9) 72|_-:147|_—247!_—«523|_—479 15 137 63! 287 56 517 261; 222) + 1343 20 38 58| 17| 2616 

Virginia "56| 39; (144) 183,217) itl 198} 388; —Ss1N19/ ~=:1933| +~—-2760) 49 461) ~ 2 3272; —:1050 203! 2932 756 753| 5694) 69| 151; 220 115] 11417 
55) 89| 186; 275} 293} 20; -272|_~—«553} «1543 ~— 2681} 3129 35| ‘584 3748; 1250 201; 2678 941; 992/ 6062) 110 215 325; ttt} (13202 

West Virginia "56 | 29) 68) 97; —*103) 5) 83/220, 567) 978) 1188) 27 232 1447 432! 57|. 1293; 301) 325) 2408 35 91| +126 39, 5095 
55) 34| 78} 112] 22 12| 108} 387|_——BI7|_—«1246) 974) 18 225) 1217| 494 60| 1033 311 372; 2270 48 7 124| 18| 4987 

Wisconsin "56| 198; 504) 702) 247) 13); 234) (546 916; 1956) 2891 | ~«=597 2; +3589, ~+«:1428 294; 3328) (1049 718, 6Bi7 92; +217; + +«#309) +~+=«101, +13474 
55) 195} 509} 704) ~—288) 17; 262) 564) «1172; ~—-2303)—-2766) 49 540 | 3355} 1387 198; 2642; 1156! 915} 6268) 114 225; 339! 67| 13036 

Wyoming 56) 9) 10) 19) 14) 3) 16| 35| Si; 0t9)  ~—-252) Ty 48 1 312 113) 27; «307 78! 58, 583 3 18 21 8 1062 
‘Si oj} — 5] 31| 3} 37| 50| 94) 215) _——243| 9 69| i 2 om 28! 290 104| 77 620 8 12 20 7\ 1208 

19 States Reported . 56 982! 2492|—«3474|—=«3277/=S—«309| += 2889| ~=—«5772| +«12415| 24662) 33994; ~1167| 7265 60\ 42486, 14990; 3931’ 39485) 119711 9700) 80077 941; 2359) 3300 1661) 155660 
To Date for April a Te a 1781| 2913) 4694) 3877|_~—-374| 3206] ~—7185| 16791) 31433) 34625) 760) —«8337 | 43722} 18353; 3618; 35708) 14242; 12511} 84432) 1628 2677/4305 —«1:196! ‘169782 
Year "56 9613' 21963| 31576|  29822| 2979) 27777| 57129| 133891| 251598! 331977| 10957| 72586 610! 416130) 159327) 38279| 401588) 126009) 102385| 827588) 9466' 24959) 34425| 18767| 1580084 
To Date 55' 10852) 19858! 30710! 41221| 3701) 32286) 74796) 172342| 324346) 367086! 7517/8496! | 459564| 189817! 40495, 347242} 145953; 132400| 855907! 11937) 27033) 38970) 13020/1722517 


received’ and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 


by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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How “hot” is the Dodge D-500? 


Mississippi Sheriff tests five makes of cars for 
| Speed and acceleration —orders three D-900's! 










A report of this open competition by the Dodge 
District Manager of Hattiesburg, Mississippi 





“The Hattiesburg, Mississippi dealer, Talbert Leigh, 
Inc., contacted the County Sheriff who was planning 
to add three new cars to his fleet. 


“To prove performance superiority of the Dodge D-500 
over any make of car, he asked the Sheriff to have 
all the local dealers bring their fastest cars (souped- 
, up or otherwise) to the District Highway Patrol 
‘is sO | Headquarters to run against the D-500. 


“The F_____ dealer brought a power-pack Interceptor 
with a high-speed rear end. The C______ salesman 
brought a power-pack car he had boasted around 
town could outrun anything. Also on hand was a 
power-pack O_______ and a souped-up B__. Two 
dealers declined the invitation. 
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‘“‘With the Sheriff and his deputies present and par- 
ticipating, our dealer proceeded to outrun every- 
thing there so badly you could hardly call it a race. 







“Then he offered to let each one of them have a four 
block head start, and try it again. The C______ 
salesman packed up and went home, and evidently 
everyone else had enough except the F____. dealer 
in his Interceptor. 









‘““He gave it a try with a four-block lead and the 
D-500 took him, with the Sheriff driving it this time. 
The Sheriff was so impressed he told our dealer he 
would buy three D-500’s. He did.” 









This is but one example of Dodge outstanding perform- 
ance. Add to this the gruelling 14-day 31,000 mile non- 
stop run at Bonneville which shattered 306 official AAA 
records. And Daytona Beach where, in the “standing 
start”’ mile, Dodge beat all cars regardless of size, price 
or horsepower. These are the kind of spectacular demon- 
strations of all-around performance that are keeping 
Dodge in the public eye... giving Dodge dealers a 
real competitive selling advantage. 














Dodge Division, Chrysler Corporation 




























Tailored Trunk Mat No. RM-6 in 
1949-52 PLYMOUTH 













PUT YOUR USED CARS IN SHAPE ! 


Don't miss a sale because you failed to install tailored-to-fit 
rear floor and trunk mats. It takes just a few minutes to clean up 
your Plymouth trade-ins . . . only costs a few dollars. Order 
today from your favorite specialty jobber. 





age ha ee 
MATS UNLIMITED, Inc. 


























































MOBILAIRESVYUNDERDASH, 


Mobilette Auto Air Conditioner 


Now, you can air-condition any car in stock — swiftly, 
economically — when you order the new trend in car air- 
conditioning, the up-front MOBILETTE! A terrific fleet “clincher” 
— because the MOBILETTE can be easily reinstalled in later 
deliveries. A popular premium for new car buyers — because 
depreciation can be spread over the years. And, above all, 
guaranteed top performance from every unit — efficiently cool- 
ing where it counts, when it counts. Your letterhead 


or post card will bring full information and literature. 


AUTO AIR CONDITIONERS 
with the Warner Magnetic Clutch 


MOBILAIRE MANUFACTURING COMPANY 


A Division of the National Gas Equipment Co., Inc. 
Box 122 * Denison, Texas 


INSTANT-COOLING 


A otbilettie 
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AUTOMOTIVE NEWS, MAY 28, 1956 


Used-Car Auction Prices 





(Continued from Page 43) 


bridge 4-dr., $295, $270. "50 Deluxe club | (ps); Super Riviera, $1,500*. °53 Super 
coupe, $165*. 4-dr., $815*; Special 4-dr., $775*, $700*. 
PONTIAC—’'55 Star Chief (8) 2-dr., $1,- ‘50 Special 4-dr., $255°*. 
875*. '53 Chieftain (8) 4-dr., $675*. ’52| CADILLAC—’54 (62) 4-dr., $2,350* (ps). 
Chieftain (8) conv., $500*. °51 Silver; CHEVROLET — ‘55 Bel Air (8) station 
Streak (8) 4-dr., $525. '50 Silver Streak wagon, $1,775*; 4-dr., $1,400*;: Two-ten 
(8) 2-dr., $170*. (8) 4-dr., $1,200; 2-dr., $1,170, $1,165. 
STUDEBAKER — ’'52 Commander 2-dr., "54 Two-ten 4-dr., $865, $750; One-fifty 
$370. °'51 Champion 4-dr., $225. ‘49 2-dr., $725. °53 Two-ten Hardtop, $835; 
Champion coupe, $110. Bel Air 4-dr., $735; One-fifty 2-dr., $665. 
WILLYS — ’'52 station wagon, $615. "50 | "51 SL Deluxe 2-dr., $270*; 4-dr., $170*. 
Jeepster, $475. } ‘49 SL Deluxe 4-dr., $155; FL Deluxe 
MISCELLANEOUS — ’56 Chevrolet '%-ton 2-dr., $135; 4-dr., $125. 
ne a 2 at $1,625, — oul CHRYSLER—'53 NY 4-dr., $900°. 
4-ton pickup, $1,620. ‘55 Ford %-ton| nesoro— ) 
pickup, $900; Studebaker %-ton pickup, | 31, 850°. i 7a Dee Ne) Sree, 
T-stn pie OUD; ‘Wilee’ "a-o $99°: | FORD—'55 Fairlane (8) 4-dr., $1,540; 2-| 
~ ae . i | ir., $1,450; Custom (6) 2-dr., $1,260. 
up, $965. '53 Chevrolet %-ton pickup,| { ; 
; _ ; 54 Custom (8) 2-dr., $920*, $885; 4-dr. 
$535; Ford %-ton pickup, $525; GMC s oad , ; , 
s ¥ ’ y “ad $850. '53 Main (6) 2-dr., $705. '52 Cus- 
%-ton pickup, $475. °52 GMC %-ton)| . > oat 
> , ¢ aa tom (6) 2-dr., $625; Main (6) 2-dr 
icku $375. '51 Chevrolet %-ton pick- : ee so 
P P, + P B15: ° 
° u | $515; 4-dr., $490; Business coupe, $460. 
up, $415. '50 Chevrolet %-ton pickup,| +51 Gustom (8) 4-dr., $335; club 
$280; Dodge %-ton pickup, $380. "49| 35." : os a: Same” 
Chevrolet %-ton pickup, $275 | $320; 2-dr., $130; Custom (6) 2-dr., 
7 cs $295. '50 Custom (8) sedan, $550, $315; 
2-dr., $265, $225, $205, 2 at $200; conv., 
EBENSBURG, PA. | $310. °49 Custom (8) coupe, $125; De- 
(Ebensburg Auto Auction Co, Sale every | luxe (6) 4-dr., $115. 
Thursday. Prices are for sale of May 17.) | OLDSMOBILE — ’56 (88) 4-dr., $2,350°. 
(No change in prices from the previous | can ie a ‘a 6 og 
week, Demand excellent. Sold 75 cars | " ee te ——— 
| day, $1,200* (ps), $850*. 


out of 89 offerings.) 





BUICK—'55 Special Riviera, $1,975*. ’52| PLYMOUTH—'5S Belvedere (8) 2-dr., $1,- 
Special 4-dr., $500. 51 RM 4-dr., $405*.| 450°. °54 Plaza 4-dr., $850. 53 Cran- 
’50 Super Riviera, $445*, $385*; 4-dr., | brook 4-dr., $560*, $455; Cambridge 4- 
$200*; Special 2-dr., $275*. | dr., $475. 

CADILLAC—’55 (62) coupe, $3,450* (ps). PONTIAC—'55 Chieftain (8) 4-dr., $1,- 
'51 (62) 4-dr., $1,080", "48 162) 4-dr.,| 575%. °53 Chieftain (8) Catalina, $1,050° | 
$425*. (ps). "52 Chieftain (8) 4-dr., $315. "49| 
YHEVROLET—’55 Two- (6) 2-dr. =! Silver Strea (8) 4-dr., $155. 

' 220°; One-fifty oo _. $1,030. 63 MISCELLANEOUS—'53 Ford ‘%-ton pick- 
One-fifty 2-dr., $635, $550. °52 SL Deluxe| UP, $755. "48 Dodge 2-ton truck, $600. 
2-dr., $600. '51 SL Special 2-dr., $380. | . 

’50 SL Deluxe 4-dr., $370*, $185, $115; | FLINT 

2-dr., $425, $185; FL Deluxe 4-dr., $225*. | - s , 

49 SL Deluxe 2-dr., $285, $260. 40 2-dr., | (Flint Auto Auction, Inc. Sale every 
$165. Wednesday. Prices are for sale of May 16.) 

CHRYSLER—’56 Windsor Hardtop, $3,075* (No decided change in prices from last 
(ps). °52 Windsor 4-dr., $585* (ps), week with the exception of fair to clean 
$445*. °51 Saratoga club coupe, $480*| ¢Fs, which were off slightly. Sold 109 
(ps). °49 Royal 4-dr., $195*. | cars out of 157 offerings.) 

DeSOTO—'54 Fire Dome (8) 2-dr., $1,060, | BUICK—’'55 Special Riviera, $2,000* (ps); 

DODGE—’51 club coupe, $295*. °49 Way-| Century Riviera, $1,930*. '54 Super Rivi- | 
farer 2-dr., $130. | era 2-dr., $1,500*; Century 4-dr., $1,405*, 

FORD—’55 Custom (8) 2-dr., $1,410*; 4-| $1,340*; Special Riviera, $1,280. ‘53 Su- 
dr., $1,200. ’54 Main (6) 2-dr., $675. 52} ber Riviera, $825*, $750* (ps). °52 RM) 
Custom (8) club coupe, $500. ’51 Custom 4-dr., $170*. '51 Super Riviera, $145. 50 
(8) 4-dr., $395; Main (6) 2-dr., $200.| Super 4-dr., $300; Special 2-dr., $165*, 
’50 Deluxe (6) 2-dr., $225; Main (8) $130*; 4-dr., $115. '47 Super 4-dr., $110. 
4-dr., $190; Main (6) 2-dr., $190. ’49 CADILLAC — '52 (62) 4-dr., $1,310. ‘51 
Custom (8) 2-dr., $100. (62) club coupe, $1,170; 4-dr., $845. 

HUDSON—’55 Hornet Hollywood, $1,750*. CHEV ROLET—'56 Bel Air (6) sedan, $1,-| 
54 Jet 2-dr., $470. '53 Hornet club coupe, 600. ’55 Bel Air (8) club coupe, $1,455*; 
$375*. °52 Hornet 4-dr., $430*. Bel Air (6) 2-dr., $1,325*; 4-dr., $1,150; 

KAISER—’51 4-dr., $145. Two-ten (8) Delray coupe, $1,300; 2-dr., 

NASH —'53 Statesman 2-dr., $700. ’52 $1,200; Two-ten (6) 2-dr., $1,220, $1,080, 
Rambler conv., $355*. "51 Rambler Hard-| $985. ‘54 Bel Air 2-dr., $900*; 4-dr., 
top, $345". $775; Two-ten 4-dr., $840; Delray coupe, 

OLDSMOBILE—'55 (98) Holiday, $2,280* $860; 2-dr., $790. ‘53 Bel Air conv., 
(ps). $845*; 2-dr., $715; 4-dr., $700, $670, 

PACKARD—’51 4-dr., $290*. $650; Two-ten 2-dr., $685, $635; club 

PLYMOUTH—’56 Belvedere (8) 4-dr., $1,-| coupe, $580*; One-fifty 2-dr., $595, $475. 
750*. ’54 Plaza 4-dr., $770. °53 Cran- 52 SL Deluxe 4-dr., $300; 2-dr., $270. 
brook 4-dr., $570*. '52 Cranbrook 4-dr.,| ‘51 SL Deluxe 4-dr., $285; 2-dr., $200°, 
$450; Belvedere, $370; Cambridge 4-dr., $195*, $125. 
$400. '51 Cambridge Suburban, $450. '50| CHRYSLER—’52 Saratoga 4-dr., $475°*. 
Special Deluxe conv., $300; Deluxe 4-dr., | DeSOTO—'52 conv., $480* (ps). 
$215. DODGE—'48 4-dr., $100. 

PONTIAC—'53 Chieftain (6) 4-dr., $665.| FORD—’56 Fairlane (8) club coupe, §$2,- 
’51 Silver Streak (8) 4-dr., $395, $150*. 075*; 2-dr., $1,740. °55 Fairlane (8) club 
’50 Silver Streak (6) coupe, $260; 4-dr., coupe, $1,555*; Fairlane (6) 4-dr., $1,- 
$110*. 275*; 2-dr., $1,230; Custom (8) 4-dr., 

STUDEBAKER—’55 Commander 4-dr., $1,- $1,210*. °54 Crest (8) club coupe, $1,- 
230*. °52 Commander 4-dr., $265*. ’51 145; Custom (6) 4-dr., $655. '53 Custom 
a 4-dr., $135*. °50 Commander (8) 2-dr., $675; Main (6) 4-dr., $515; 

4-dr., $160*. 2-dr., $510. '52 Custom (8) 2-dr., $495*; 

MISCELLANEOUS—'55 Ford %-ton pick- 4-dr., $495. '51 Custom (8) conv., $330*, 
up, $975. '51 International %-ton pickup, $100*; club coupe, $330; Deluxe (8) 
$430. 2-dr., $200; Custom (6) 2-dr., $155. °50 

Deluxe (8) station wagon, $105. 
N PLAINFIELD N J MERCURY—’55 Monterey 2-dr., $1,410*. 
e ’ oe ’54 Monterey 2-dr., $1,250*. °53 Custom 
(Lebanon Auto Auction. Sale every Wed- club coupe, $800; Sport coupe, $790, $745. 





nesday. Prices are ‘for sale of May 16.) 

(Market continues fairly steady on 
clean stock, with prices off on less de- 
sirable merchandise. Sold 62 cars out of 
94 offerings.) 


BUICK—’55 Special sedan, $1,710. 54 Su-| 
per sedan, $1,340, $1,310. '52 RM Riviera, | 
$610*. °51 Super conv., $480; Special | 
sedan, $250. '49 Super sedan, $225. 

CADILLAC—’49 (60) Special sedan, $510. | 

CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 
180, $1,130. °54 Bel Air 2-dr., $1,060*, 
$1,025*. °53 Two-ten 4-dr., $760; One- 
fifty sedan, $540, $510, $460. '52 SL De- 


luxe sedan, $510*, ’51 SL Deluxe} 
sedan, $420*. 

CHRYSLER — '53 Windsor sedan, $820*. | 
’51 Windsor Newport, $410*. | 

DeSOTO—’53 Fire Dome (8) sedan, $740°. | 
"50 Custom sedan, $250. 

DODGE — '53 Meadowbrook sedan, 
"52 Coronet sedan, $430. 
conv., $335. 

FORD—'55 Custom 
Custom (8) 
tom (8) sedan, 


$490*. 


$630. | 
"50 Coronet | 


(8) sedan, $1,260. asl 

sedan, $940, $860. "53 Cus- 

$760; Main (8) sedan, 
$550, $425. °52 Crest (8) Victoria, $530*. 
’51 Custom (8) sedan, $290, $230; De- 
luxe (8) sedan, $365. 

MERCURY—’55 Monterey Sport coupe, $1,- 


650; Custom 4-dr., $1,600. °52 Sport 
coupe, $690, '51 sedan, $340. '49 sedan, 
$200. 


NASH—’52 Statesman sedan, $410. 


OLDSMOBILE—’54 (88) Holiday, $1,590* 
(ps). °53 (98) sedan, $1,080*. ’52 (98) 
sedan, $500*. '50 (88) conv., $205. 


PACKARD—’51 sedan, $325. 
PLYMOUTH—’55 Savoy (8) sedan, nest 215. 
’54 Savoy station wagon, $1,090. °53 


Cambridge sedan, $450. '52 Cranbrook 
sedan, $395, $360. ‘49 Special Deluxe 
sedan, $230. 


PONTIAC—’54 Star Chief (8) sedan, $1,- 
300*. ’°53 Chieftain (8) Catalina, $790*. 
’52 Chieftain (8) sedan, $590*. °50 Sil- 
ver Streak (8) conv., $320. 

STUDEBAKER—’52 Champion sedan, $310. 
‘51 Commander sedan, $190. 

WILLYS—’51 Jeepster, $360. 

MISCELLANEOUS — '51 Chevrolet %-ton 
pickup, $350. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of May 17.) 


(Market very good on ‘Sis through 
’53s. Good wholesale on clean 
older models. Enthusiasm 


warm, 

BUICK—’56 Century station wagon, $2,720* 
(ps). ’55 Special Riviera, $1,675; Super 
4-dr., $1,555. °54 RM Riviera, $1,500* 


WILLYS—’53 Aero Ace 2-dr., 





BUICK—’ 


CADILLAC—’54 (62) 


CHEVROLET—’55 Two-ten (8) 4-dr., 


FORD—'55 Country 


’51 Monterey club coupe, $215*. 


| OLDSMOBILE—’55 (98) club coupe, $2,- 

| 125° (ps); (88) 2-dr., $2,025*, $1,630. 
"51 (88) 4-dr., $650. 

PLYMOUTH—’'56 Belvedere (8) 4-dr., $1,- 
850*. °55 Savoy (6) 4-dr., $1,110. ‘53 
Cambridge Suburban, $600. ‘52 Cran- 
brook 2-dr., $265. 

| PONTIAC—'55 Star Chief (8) club coupe, 
$1,835* (ps), $1,700; conv., $1,790*; 
Catalina, $1,615*. °54 Chieftain (8) 4- 
r., $850. °53 Chieftain (8) 2-dr., $705*; 
4-dr., $675; Catalina, $700*; Chieftain 
(6) 2-dr., $540*. '52 Chieftain (8) 4-dr., 
$245. °51 Silver Streak (8) 2-dr., $210. 


$280. 

%-ton pick- 
$400. °50 Chevrolet %-ton pickup, 
"49 Ford %-ton pickup, $200. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 


up, 
$275. 


day. Prices are for sale of May 15.) 


(Market softened slightly here this 
week on ’56 and ’55 models. Other years 
remained firm as clean and sharp mer- 
chandise continues scarce. Sold 123 cars 
out of 161 offerings.) 
55 RM 2-dr., $1,960*; Super Rivi- 
era, $1,935*, $1,735*; Special 2-dr., $1,- 
505*, $1,385, $1,350. '54 Super Riviera, 
$1,350* (ps). ‘53 Super 2-dr., $850*; 
Special 4-dr., $750*; 2-dr., $690. ’52 Su- 
per 4edr., $655*; 4-dr., $525*. '50 Super 
2-dr., $355*, $325*; Special 4-dr., $150*. 
4-dr., $2,810* (ps). 
’53 (62) 4-dr., $1,625* (ps). °52 (62) 
4-dr., $1,225* (ps). '51 (62) coupe, $945*; 
4-dr., $775*. ’50 (62) 2-dr., $625*; 4-dr., 
$580*. ’49 (60) Special 4-dr., $330*, "48 
(75) 2-dr., $270*. 

$1,- 


400*, $1,210*, $1,200; 2-dr., $1,180, $1,- 
170, $1,165, $1,160, $1,140, $1,125; One- 
fifty (6) 2-dr., $995; 2-dr., $925. ’54 
Two-ten 4-dr., $875, $830, $810, 2 at 
$785, $765, $730; One-fifty station wag- 


on, $870; 4-dr., $650, $625; 2-dr., $620. 
’53 Bel Air Sport coupe, $895, $870, 
$750; One-fifty 2-dr., $475. ’°52 SL De- 
luxe station wagon, $575. '51 SL Deluxe 
2-dr., $350; FL Deluxe 2-dr., $290. ’49 
SL Special 4-dr., $105. 

CHRYSLER — ’'52 Windsor 4-dr., $430*; 


conv., 
$310*. 


$370* (ps). ‘51 Windsor 4-dr., 


DeSOTO — '53 Powermaster 4-dr., $585*. 
DODGE—’54 Cambridge Suburban, $1,000. 


’53 Meadowbrook station wagon, $725; 
Coronet 4-dr., $650*, $530°; 2-dr., $430. 
"51 Coronet 2-dr., $395°, $270. 

sedan, $1,535; 


tom (8) 2-dr., $1,100, $1,050; 4-dr., $050. 


| PONTIAC 





| MISCELLANEOUS 











‘54 Custom (6) 4-dr., $705. '53 Cre: 
Victoria, $740*, $690*; Custom (8) 
$705; 2-dr., $580; Main (6) 4-dr., 

"52 (Main (8) Ranch Wagon, 9 
Custom (8) 4-dr., $495*. ’51 Custor 
2-dr., $230. "49 Custom (8) 2-dr., 


HUDSON—’52 Pacemaker 4-dr., $39: 


MERCURY—'54 4-dr., $1,100*. °52 
$620*. ’51 2-dr., $360*, $140*. 


NASH—'52 4-dr., $305. 


OLDSMOBILE — '54 (88) 
"52 (98) 4-dr., $590*. °51 (88) Ho 
$415*; 2-dr., $385*; (98) 4-dr., 
$305*, $170*. "50 (88) 4-dr., 
(98) conv., $200*, $180*. 

PACKARD—’53 (300) conv., 

PLYMOUTH—'56 Belvedere 
55 Belvedere (8) 2-dr., 
Cranbrook 4-dr., $465. ‘52 
4-dr., $250. ‘51 Cambridge 
$190; 4-dr., $170. °50 Special 
dr., $110. 


(8) 


3460. 

185%; 
(8) 

$140, 


2-dr., $1.305*, 
day, 
£385°" 
$180 49 


$825* (; 
4-dr., $1, 60°, 

$1,400 53 
Cambridge 
Suburban, 
Deluxe 4- 


’54 Star Chief (8) 4-dr., 
270*; Catalina, $1,250*; Chieftain 
4-dr., $1,135*. °'50 Silver Streak (sS) 4. 
dr., $280*. 

STUDEBAKER 
$265 

WILLYS 
Aero 2-dr., 
$250. 


$1,- 


"52 Commander 2-dr. 


°53 station wagon, 
$270. "51 (4) 
"49 sedan, $130. 

"53 Hillman Minx sta- 
$360. °52 Crosley station 
"51 Austin (4) station wag.- 


$510. "52 
station wagon, 


tion wagon, 
wagon, $200. 
on, $130. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every 
Tuesday. Prices are for sale of May 15.) 
(Sharp used-cars are scarce due to the 
slack market in the new-car area. Sold 
168 cars out of 264 offerings.) 
BUICK—'55 Century coupe, $2,080. 
4-dr., $1,565* (ps). 
100*, $1,020°; 4-dr., 
4-dr., $770*; conv., $700*; Super 2-dr., 
$725°*. ‘50 Special 4-dr., $350°, $290*, 
—— $180; Super 4-dr., $340. ‘49 Super 
4-dr., $230°, $145°*; 2-dr., $175°*. 
| CADILLAC "56 (75) 4-dr., $4,605* 
"55 (62) 4-dr., $3,200*° (ps). °54 
conv., $3,100° (ps). "51 (62) 4-dr., 
050°. ‘50 (62) 4-dr., $880*, ‘47 
4-dr., $550°. 
CHEVROLET —'56 Bel 
165* 55 Two-ten 


"54 RM 
‘53 Super coupe, $1,- 
$1,025°. ‘52 RM 


(ps). 
(62) 
$1,- 
(62) 


Air (8) 2-dr., $2,- 

(8) station wagon, 
$1,850*, $1,820°, $1,765°; 4-dr., $1,535*, 
$1,525*, $1,390; 2-dr., $1,485°, $1,400; 
Two-ten (6) 2-dr., $1,360*, $1,205; One- 
fifty 2-dr., $1,200; Bel Air (8) Hardtop, 
$1,710. "54 Two-ten 4-dr., $925. ‘53 Bel 
Air 4-dr., $1,025° (ps), $920*, $820; 
Two-ten 2-dr., $750; station wagon, 
$795. ‘51 SL Deluxe 4-dr., 2 at $525", 
$500, 2 at $430; 2-dr., $470. "50 SL De- 
luxe 2-dr., $330, $310; 4-dr., $280*; De- 
livery sedan, $415 

| CHRYSLER SS NY St. 
(ps); 4-dr., $1,850* 

DODGE—'56 Custom Royal 4-dr., 

FORD—'56 Fairlane (8) Victoria, 
(ps). ‘55 Fairlane (8) Crown Victori a, 
$1,950*; Victoria, $1,925* (ps), $1,855* 
(ps), $1,800; Custom (8) 4-dr., $1,530, 
$1,440°, $1,435*, $1,400; 2-dr., $1,400, 
"54 Custom (8) 4-dr., $1,040, $1,005*, 
$1,000; Custom (6) sedan, $950*°. ‘53 
Custom (8) 4-dr., $905*, $870*. °52 Cus- 
tom (8) conv., $695; Main (8) 2-dr., 
$480. 

HUDSON 


Regis, $2,465* 


$2,160*. 
2,270° 


"55 Rambler station wagon, $1,- 


715°, $1,705*. ‘54 Hornet coupe, $1,300*. 
KAISER—'52 Manhattan 4-dr., $520*. 
LINCOLN—'53 Capri coupe, $1,395* (ps). 
MERCURY—’'55 Monterey station wagon, 
$2,125* (ps); coupe, $2,030*, $1,960*; 
4-dr., $1,865* (ps). °54 Monterey 4-dr., 
$1,350* (ps). "53 Custom coupe, $1,030*. 
"52 Custom coupe, $585*, $525*. ‘51 
coupe, $460°. °50 4-dr., $425*, $355. ‘49 


coupe, $310*. 

NASH—’52 Rambler station wagon, 
‘51 Statesman 4-dr., $175*. °50 
man 4-dr., $155*; Ambassador 
$120*. 

OLDSMOBILE—’'55 (98) Holiday, $2,420* 
(ps); (88) Super Holiday, $2,175*; De- 
luxe Holiday, $1,900*. '54 (88) coupe, 
$1,665*. ‘53 (98) 4-dr., $1,095* (ps), 
$1,050*; (S88) Super 4-dr., $1,035*. ‘51 
(98) 4-dr., $330*. '50 (S88) 2-dr., $330°. 

PLYMOUTH—'54 Savoy 4-dr., $950, $940, 
$745. ‘52 Cranbrook 4-dr., $465, $420. 
‘51 Cranbrook Belvedere, $400. ‘50 Spe- 
cial Deluxe 2-dr., $250. 

PONTIAC—'52 Chieftain (8) $570°. 

$320*; 2-dr., 


’51 Silver Streak (8) conv., 
$245*. ‘50 Silver Streak (8) 4-dr., $285°*. 
*49 Silver Streak (8S) sedanet, $230*. 

STUDEBAKER—'55 President coupe, §$1,- 
775*. °52 Commander 4-dr., $455*. ‘51 
Champion coupe, $250*. ‘50 Commander 
4-dr., $215*. 

MISCELLANEOUS—’'54 Ford 
up, $765. '53 Ford % 
Studebaker %-ton pickup, $615; Willys 
%-ton panel, $460. °51 Ford %-ton pick- 
up, $515; Frazer Vagabond, $285. ‘50 
Ford \%-ton pickup, $475. °49 Ford ‘'s- 
ton pickup, $190. 

* 


$550. 
States- 
4-dr., 


4-dr., 


%-ton pick- 
-ton pickup, $650*; 


* * 
— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc, Sale 


every Thursday (May 17). Weather sunny 
and warm. Prices remained unchanged 
today, as bidding was very brisk from 
beginning to end. 

* * * 

CHICAGO 

Greater Chicago Auto Auction. Sale 

every Thursday (May 17). Sold 266 cars 
out of 372 offerings. 

* x 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (May 18). Today we had 348 cars 
consigned, The market was firm and we 
sold 262 of them. We had 24 ’56s, 73 '55s 
and 63 ’54s, and still the demand was not 
supplied. While we have buyers for every- 
thing ‘‘on four wheels,’’ and our sales 
prove it, it seems the market calls for more 
late-model cars. 

+ * ® 
WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (May 17). We had a very good sale 
today with about 200 cars registered. 

* * * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (May 16). Our sale today witnessed 
our usual array of clean and sharp cars 
with plenty of buyers slugging it out ‘*o 
capture them. Another 75 percent sell-out 
was accomplished. 
* 


* * 
FT. WAYNE, IND. 

Carl Marker’s Auto Auction, Sale every 
Tuesday (May 15). Market very good on 
all clean cars regardless of year. Sold 106 
out of 125, 
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CRESMER & WOODWARD, INC., National Representative @ New York e Chicago e Detroit e Los Angeles e Atlanta e San Francisco 





Plant Expansion— 


Facilities for commercial production of 
Fernickion wire have been expanded fifty 
percent at the Niles (Mich.) plant of 
National-Standard Co. The expansion pro- 
gram was completed with the transfer of 
plating equipment from the company’s 
Jersey City plant. The nickle-coated wire, 
shown above at the take-off end of the 
plater, is supplied in sizes ranging from 
.010 to .310 of an inch, depending on 
tensile. 


Austin A-50, A-90 Win 
African Economy Run 


PRETORIA, South Africa. — An 
Austin A-50 Cambridge averaged 
60.5 ton miles per gallon to win the 
South African Mobilgas Economy 
Run, followed by an Austin A-90 
Westminster which took second 
place with an average of 58.89 
t.m.p.g. 

The cars also took first place in 
their divisions—medium and heavy- 
car classes with overdrive. They 
averaged 40.51 and 33 miles per 
gallon, respectively. An Austin A-30 
“Seven” averaged 51.7 m.p.g. to fin- 
ish second in the light-car class. 





AUTOMOTIVE NEWS, MAY 28, 1956 


rt from Capitals... 


e 


States Resume Work 


NEW YORK. — Many states and | 
cities throughout the country have | 
reported to developments with| 
respect to regulation of trucks. 


Contributing to the trend have | 
been the following actions: 

Indiana: Enactment next year 
of legislation to increase truck 
weight and speed limits will be 
sought by the Indiana Toll Road 
Commission. 


Present maximum legal weight 
for the Indiana pike is 18,000 
pounds per axle. Speed limits are 
65 miles per hour for passenger | 
cars, 45 miles per hour for trucks | 
and 55 miles for buses. 


MicnHicaN: Recovery of more than 
$60,000 in state weight taxes as a re- 
sult of reweighing of trucks by his 
department’s investigation division 
was announced by James M. Hare, 
Michigan Secretary of State. 


Explaining that the reweighing 
would cover about 20 companies 


-| against whom complaints had been 


made, Hare said that it will take 
the rest of the year to complete 
check of all the companies. 


He: said understatement of 





Danielson and Wilson 


Appointed by Dodge 


Dodge has named Richard J. 
Danielson and Julian G. Wilson as 
district managers in Ft. Dodge, [a., | 
and Tupelo, Miss., respectively. 


Danielson joined Dodge in 1953 


as Des Moines district manager, | 


and Wilson started in the same 


|ning as much as 10 tons 


| traffic on 96 streets or sections of 


| sioners 


|when a number of trucks hauling | 





year as Alexandria (La.) district 


manager. 
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Houser’s SAFETY DOOR LOCK 


100% EFFECTIVE — keeps 
children safe while riding 


Pkd. 6 Pair 


on Colorfuj Cash in on growing demand for safety! 
Clever HOUSER Safety Door Locks re- 
place rear door handles, prevent open- 
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|} road permits. 


weights has averaged almost one 
ton per vehicle among those in- 
correctly reported, with some run- 
under- 
weight. 

Mississippi: A bill enacted by 
the Mississippi Legislature pro- 
vided an exception to the state’s 
45-foot vehicle combination limit 
to permit automobile transports a 
length of 50 feet. 

The Mississippi Public Service 
Commission recently took under 
consideration a petition for a 7 per- 
cent increase in intrastate motor 
carrier rates. 

Missourt: An ordinance fixing 
mandatory routes for trucks travel- 
ing in:Kansas City was introduced 
in the Kansas City Council. The 
bill would allow through truck 





streets. Local truck traffic would 
be allowed on the through truck 
routes and on 49 other streets or 
sections of streets. 


Nepraska: In the first five months 
since Cheyenne County Commis- 
inaugurated a _ precedent- 
setting permit program for over- 
weight trucks carrying solid loads, 
$1,050 in permit fees accumulated. 
A fee of $5 is charged for every 
permit issued. 


The program, the only one of its 
kind in Nebraska, was authorized 


oil field equipment were stopped 
and the drivers arrested for failure | 
to hve state-issued over-weight | 





Truck operators said the state | 
would not issue such permits for 
travel on county roads. For the 
convenience of truckers, the 
county commissioners authorized 
the county road permit plan. It 
applies only to oil field haulers 
with loads which can not be | 
distributed over two truck loads. | 


Revenue accumulated from the} 
fees goes into the road and bridge 
repair fund. 


New York: Bills enacted by the | 
New York Legislature included a| 
measure repealing more restrictive 
single-unit weight limits, to permit | 
weights of 44,800 pounds for four- 
wheeled vehicles, and gross weights 
computed by the state’s bridge 
formula for vehicles with more 
than four wheels. 


In another development, the State 
Tax Commission warned truckers 
using New Yecrk highways that a 
series of “surprise” road blocks 
were being planned to enforce the 
truck mileage tax and weight 
limitations. 


The commission said that the 
enforcement drive is directed pri- 
marily against so-called “gypsy- 
truckers” who by-pass permanent 





Calendar 


(Continued from Page 12) 





General 


Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 4-14 — Paris Auto Show, 
Palais, Paris. 

Oct. 10-12 National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Congress, 
Morrison and LaSalle Hotels, Chicago. 

Oct. 23-25—I|th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. 1I-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance Conference 
ameeetien, Hotel Commodore, New 
ork. 


Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive. Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 26-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual Meeting, 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif. 


Grand 


Society of 





weighing stations to evade the 
mileage tax. 


NortH Carouina: An application 
for an increase in intrastate truck 
rates is pending before the State 
Utilities Commission. Under the 
proposal, the cost of shipping less- 
than-truckload freight between 
North Carolina points would be 
raised around 20 percent. 

The commission allowed 
emergency 6 percent 
pending its final review. 

PENNSYLVANIA: Gov. George 
Leader recently vetoed a bill which 
would have exempted transit con- 
crete mix trucks from weight-limit 
laws. 

He contended such a law would 
have required the State Depart- 
ment of Highways to post thou- 
sands of additional bridges in the 
state. He also complained the bill 
was an attempt to single out a 
particular type of vehicle for 
special treatment. 

The Pennsylvania House earlier 
passed and sent to the Senate a 


an 
increase 


bill to require increased motor and | 


braking power for trucks as a 


safety measure. 


‘Setback’ Seen 
Small-Business 


DETROIT. — An “adverse” de- 
cision by the U. S. Circuit Court of 
Appeals may turn out to be of con- 
siderable help to small business’ 
fight for an “equality of opportun- 
ity” bill, according to the National 
Congress of Petroleum Retailers. 

The decision, handed down this 

May, was the most recent in the 
so-called Standard-Detroit case 
which has been in and out of 
Federal courts and Federal Trade 
Commission hearings since 1939. 

The case involves alleged price 
discrimination by Standard Oil Co. 
of Indiana in the Detroit area in 


|} 1939. It hinges upon a principle of 
ithe Robinson-Patman Act of 1936. 


Many small business groups, 


| NCPR included currently are sup- 
| porting the Patman-Kefauver bill 
| (HR-11, S-11) which, small business 


contends, will plug a loophole in 
the Robinson-Patman measure. 


| A resume of the Standard-Detroit | 
|case shows that in 1940, Standard 


of Indiana was charged in a Fed- 


|}eral Trade Commission hearing 


Florida Dealer Groups 


Choose Moore, Lokey 


ORLANDO, Fla. — J. Harley 
Moore (Chrysler-Plymouth) has 


been elected president of the Bra- | 


denton dealer association and Earle 


B. Lokey is the new chief of the) 
Clearwater group, according to the | 
| Florida Automobile Dealers Assn. 

Other Bradenton officers are C. | 
A. Alderton (Ford), vice-president, | 


and Fay Firkins (Nash), secretary- 
treasurer. Gerald L. White (Pon- 


tiac) is vice-president of the Clear- | 
water association and Richard H. | 


Burkhart (Nash) is secretary-treas- 
urer. 


Meade .F. Moore, left, engineering and 
research. vice-president, American Motors 
Corp., and Capt. Lany Keefe, U. S. Air 
Force, take a ride on a buddy seat at 
Fort Benning, Ga., during the Army phase 
of the’ 22nd semi-annual Joint Civilian 
Orientation Conference. The buddy ride is 
a simulated parachute jump from a 250- 
foot airborne training tower. Moore was 
one of 70 business and professional 
leaders fram throughout the nation who 


‘| attended the conference. 


Aid Tornado Victims— 


Ralph B. Thomas, left, chairman, Flint 
| chapter of the American Red Cross, re- 
ceives a check for $50,000 from Edward 
| T. Ragsdale, Buick general manager. The 
money was contributed by General Motors 
for relief work in the tornado that struck 
Flint, killing three and injuring 122. 


Aiding 
Bill 


| with price discrimination involving 
|}unearned discounts to a _ jobber- 
retailer account. 


Because of World War II, no 
action was taken until 1946 when 
the FTC issued a cease-and-desist 
order. In 1949, the order—slightly 
modified—was approved and or- 
dered enforced by the U. S. Sev- 
enth Circuit Court of Appeals. 


In January, 1951, the Supreme 
Court reversed the decision of the 
Appeals Court. Two years later, the 
FTC issued a new cease-and-desist 
order, and in May, 1956, the Appeals 
Court set it aside, citing as its 
| precedent the 1951 Supreme Court 
decision. 
| In its 1951 decision, the Supreme 
|Court held that the “good-faith 
| meeting of competition” is an abso- 
|lute defense to a charge of price 
| discrimination under the Robinson- 
Patman Act. 


It is that provision that the 
Patman-Kefauver bill seeks to 
clarify, according to the NCPR. 

“Under the Patman - Kefauver 
bill,” an NCPR spokesman said, “it 
| shall be a complete defense for a 
| seller to show he has met equally 
|the price of competitors in good 
faith PROVIDED that this does 
not substantially lessen competition 
or create a monopoly.” 

He added, “Although adverse 
to our interest, the Appeals Court 
decision gave strong legal and 
logical support to the arguments 
we have presented to Congress 
for adoption of the Patman- 
Kefauver equality of opportunity 
bill.” 

Hopes were rising in mid-May 
that the bill, bogged down in com- 
mittee since it was introduced in 
January, 1955, may be acted upon 
this session. 

In March, Rep. Wright Patman, 
Texas Democrat, formulated a peti- 
tion to discharge his bill from a 
House committee and take it im- 
mediately to the floor. The petition 
required 218 signatures—a House 
majority — and Patman had gar- 
nered 214. 

Even should the petition be suc- 
cessful, however, the bill faces a 
further delay in the House Rules 








| 





Committee. 


NIADA’s Board 


Meets in June 


NEW YORK. — The mid-term 
board meeting of the National In- 
dependent Automobile Dealers Assn. 
has been set for June 4 here at 
the Hotel New Yorker. 

The board said many important 
matters are on the agenda and all 
officers, regional vice-presidents and 
state directors are expected to 
attend. 


Newton Joins Berry 


J. W. Newton has been ‘appointed 
vice-president of business manage- 
ment of the Berl Berry Ford and 
Lincoln-Mercury dealerships in 
Kansas City. Newton has been 
fleet sales manager for Ford Motor 
Co.’s central region. 
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THIS WEEK 





CADILLAC WILL PRODUCE 


TTS MILLIONTH CAR 


SINCE 


o°—= 


LO4S 





SC gE ION 





This week, the one-millionth Cadillac motor car 
built since production was resumed following the 
second world war will be driven from the Cadillac 
assembly lines. 


This is, to be sure, an exceptional tribute to an 
exceptional motor car. And it emphasizes, with 
dramatic clarity, the margin of leadership in the 
fine-car field which Cadillac has enjoyed over the 
past decade. 

And the advantages which the Cadillac dealer 
subsequently enjoys in terms of volume, come in 
addition to the many other wonderful and unique 
assets of the Cadillac franchise... 


ww 


w 











... the satisfaction of serving the world’s most 
loyal and devoted motor car clientele 

... the pride of representing a motor car that is 
the recognized leader in every phase of automotive 
design and engineering 

... and the priceless advantage of occupying the 
most favorable profit position in the entire auto- 


motive world. 


In short, this week’s millionth Cadillac presents 
graphic evidence that the Cadillac franchise pro- 
vides a business stability and satisfaction that are 
unparalleled in the industry. 

CADILLAC MOTOR CAR DIVISION © GENERAL MOTORS CORPORATION 
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(Continued from Page 1) 


ant manager of branch operations 
in the east. 


For the first time in some cases, 
Gould and his associates revealed 
publicly the principles they employ 
in operating the Motors Holding 
dealerships, the type of person to 
whom Motors Holding will loan 
money, how much and on what 
terms Motors Holding will finance 
a dealer, the procedure for getting 
a loan and the size and scope of 
the Motors Holding operation. 

+ * > 

XPLAINING how Motors Hold- 

ing dealerships are operated, 
Gould said, “We don’t have any 
canned answers for success. 
just find it important to use the 
tools of the trade—the tools that 
all dealers have available.” 


Leading the list of tools employed | 


by Motors Holding are the Monthly 
Operating Plan and the Daily 
Operating Control Record, which 
many people say originated at 


Motors Holding in the middle '30s. | 


The daily record has been intro- 
duced in all GM divisions and now 
is widely used by successful dealers 
in all lines. 

One former Motors Holding 
dealer said, “The amazing thing 
about the daily operating control 
record is that so many good- 
sized dealers still do not use it. 
How any dealer can get by in 
this tremendously fast moving 
business without knowing how 
he’s doing frem day-to-day is a 
mystery to me.” 

Said Gould, “We feel very 
strongly that a successful dealer- 

ship must be run on a day-by-day 
basis. It takes 30 minutes a day to 
fill out, but it is time well spent.” 

The Monthly Operating Plan has 


three parts. One part consists of | 


the dealer's forecast of sales and 
expenses in each department; the 


second consists of actual sales and | 


expenses, and the third is a com- 
pilation of the differences between 
forecasts and actual sales and ex- 
penses. 

. a” > 


OULD said that the Monthly | 


Operating Plan gives the dealer 
the opportunity to plan and to think 
about every phase of his organiza- 
tion. 

He continued, “We ask our 
dealers to forecast a minimum 


Service Center 
To Be Opened 
By Studebaker 


SOUTH BEND.—A service re- 
search center will be opened here 
by Studebaker next Thursday 
(June 1). 

The center will carry out tech- 
nical research related to service 
phases of advanced engineering 
developments and seek improved 
service methods, equipment and 
training procedure to benefit dealer 
service operations and car owners. 

Studebaker said the 10,000-square 
foot center will be staffed by serv- 
ice engineers under Roy B. Bender, 
national service manager. The per- 
sonnel will work closely with 
the engineering department, said 
Studebaker. 

All service data and training pro- 
cedures will be compiled and pre- 
pared for release to field personnel 
and dealers at the same time as 
engineering releases on innovations 
so that introduction may be made 
as a “running change” instead of 
waiting for new model announce- 
ments, the firm said. 


Minnesota Opens 
Recruiting Drive 


MINNEAPOLIS.—The Minnesota 
Automobile Dealers Assn. has 
launched a drive to make every 
franchised dealer in the state a 
member of the association and of 
NADA. 

Heading the membership cam- 
paign is Ken Stuntebeck, Ford 
dealer at Wadena, Minn. 

Manford Anderson, Dodge-Plym- 
outh dealer in Minneapolis, has sent 
a letter to all nonmembers inviting 
them to join the associations. 


We | 





Study of Motors Holding .. . 


Playing Percentages in Dealing 





number of sales and then to shoot 
for a higher quota. Also, we urge 
them to budget their expenses high 
and then to concentrate on holding 
down expenses. 

“It’s important for a dealer to 
remember that the controllable 
item is expenses. His income is 
not controllable.” 

Gould said a dealer should take 
into consideration the recent pre- 
diction of GM President Harlow 

Curtice (that 1956 auto sales would 
total about 5.8 million) in the light 
of the current market. 

Moving to the subject of em- 
ployes, he declared, “We urge our 
dealers not to keep an employe who 
is not making a good living.” 

+ * . 

ISCUSSING used cars, he said, 

“We consider a used car as just 
another receivable. It should be dis- 
posed of in 30 days. You must: re- 
member that it costs $3.71 a day to 
keep a used car in stock. 
| “I have yet to visit the used-car 
lot of a successful dealer who| 
couldn’t point out the cars that} 





were more than 30 days old. If a 

dealer knows the cars that are} 

|more than 30 days old, he'll do} 
something about them.” 

Schmitt, one of Motors Hold- 
ing’s traveling troubleshooters, 
said that he usually can locate a 
dealer’s trouble by comparing the 
firm’s monthly statements. 

He elaborated: “For instance, we 
|}had a Buick dealership that sud- 
|denly began losing money for no} 
|apparent reason. After carefully 
|studying all the phases of the 
|deaier’s business, we found practi- 
eally no difference in most oper- 
ations between the unprofitable and 
the profitable months. 

“Then I noticed one item that 
was: responsible for the trouble. 
| The dealer’s average repair order 
|had declined to $9.50—in a Buick) 
deal it should be about twice this 
amount. 





* * * 


“@O I had a chat with the dealer 
and showed him that if he had 
sold just $3 more labor on each of 
his 1,100 orders — a tire switch 
and a couple of other items—he 
would have taken in an additional 
$3,300.. After splitting this with his 
|mechanics, he would have had an- 
other $1,650, enough to get him | 
into the black.” 
Schmitt said the average dealer | 
doesn’t have enough facilities to | 
achieve 100 percent service absorp- | 
tion of overhead, but that any | 
dealer who gets 70 percent absorp- | 
tion is doing an excellent job. 
Gould said that the best en- 
dorsement of Motors Holding 
operating policies is the fact that 
most dealers “usually continue 
our policies after the buyout.” 
Summing up, he declared, 
| “Making a profit is merely spending 
less than you take in.” 
Discussing the handling of sales- 


| men, Gould stated, “If you sincerely | 





Automobile Carrier— 


The straddle-carrier, originally designed 
to transport long timber loads, is being 
used to pickup derelict or broken-down 
automobiles in London, England. Inside 
the carrier's framework are shelves on 
which the wheels of the car can rest while 
being moved to a service station or 
garage. 


|mented that one of the major ad-| 


believe in a professional selling or- 
ganization, then you must accept 
in principle that a better job can 
be done and greater profits earned 
through a fewer number of high- 
grade and well-trained salesmen, 
than through a greater number of 
order-takers. 
* K * 


“IT IS for this reason that I am 

a strong advocate of a fixed 
monthly salary for salesmen, 
supplemented by an incentive bonus 
arrangement. But make no mistake, 
giving the salesman a salary brings 
into sharp focus the caliber of 
sales management.” 


He explained that this places the 
sales manager on a parity with 
executives in other lines of en- 
deavor, who are judged upon their 
ability to employ competent per- 
sonnel and to train and direct them. 

“Some may give me the stock 
argument that a good salesman 
doesn’t want a salary,” he said, 
“that they make far more on 
commission, True, a salary ar- 
rangement for salesmen should 
be supplemented by a bonus in- 
centive, but it must be clear that 
the sales manager has far more 
jurisdiction over the training and 
direction of a salesman on salary 
than he has over one on a com- 
mission alone.” 

Gould asserted that under a} 
salary plan, 


salesmen are more 


easily persuaded to develop the low 


volume part of the market, rather 
than the big and easy accounts. 
“They are much less tempted,” 
he said, “as the lower turnover 
figures show, to saunter off to com- 
petition. The salary plan makes the | 
salesman far more aware of the 
group contribution and the support | 
he receives from the company’s ad- | 
vertising and promotion programs.” 
. * * 


© GET a somewhat more ob- 

jective view of Motors Holding 
than is provided by its manage-| 
ment, a survey of several past and | 
present Motors Holding dealers was | 
made. To insure frankness, these | 
dealers were told that their state- 
ments would not be attributed to 
them, unless they so desired. 

Some spoke for the record and 

some spoke off the record. But 
without exception, all the dealers 
had only praise and appreciation 
for Motors Holding, which had 
given them a start. 

Included in the group were | 
dealers who had been with Motors | 
Holding from the early ‘30s until | 
the present time, and all declared 
that they never had been pressured | 
by Motors Holding to take more | 
cars than they wanted. 

Indeed, several dealers com-| 


vantages of Motors Holding was | 
that the dealer had an experienced 
and powerful partner who would 
stand up against the car divisions 
when necessary. 

One dealer related, “One day my 
zone manager called me to say that 
several truck loads of cars were 
coming that I hadn't ordered. 

“After a losing argument with 
the zone man, I said, ‘Just a min- 
ute, I want you to talk to my 
partner,’ and I handed the phone 





| (3) 





to my Motors Holding branch 
manager who happened to be in 
the office. 

“Well, the cars arrived. But they 
went back the same day, thanks to 
the Motors Holding man.” 

Regarding new-car inventories to 
be carried, the Motors Holding 
policy booklet declares, “The inven- 
tory of new cars must be largely 
guided by the experience and judg- 
ment of the president (dealer) of 
the company. The president should 
see that there is an adequate stock 
of new cars on hand to meet all 
current requirements, yet should 
guard against carrying excessive 
stocks which will result in unpro- 
ductive major expense and fre- 
quently lead to excessive carry- 
overs of old models into new model 
seasons.” 

> * * 

QXE of the most meaningful 

recommendations of Motors 
Holding came from William J. 
Wink sr., who retired a few weeks 
ago after 30 years as a Chevrolet 
dealer. 

Wink, who was a Motors Hold- 

ing dealer from 1936 until 1945, 

has turned his dealership over to 


DeSoto 


his son, William J. Wink jr., who, 


Stavnitzky Bros. Celebrates Anniversary— 


Stavnitzky Bros., Winsted, Conn., receives a silver platter commemorating its 25th 
anniversary as a DeSoto-Plymouth dealership. The firm's partners, Michael Stavnitzky, 
left, and George Stavnitzky, third from left, accept the award from Walter J. Cleland, 
Boston regional manager, while Edward McDevitt, district manager, looks on, 





five or six years, although it would 


at his father’s urging, has applied | depend on the car market in the 


for and received Motors Holding 
assistance. 

Wink declared, “If I didn't like 
Motors Holding, I wouldn’t have 
recommended that my son go with 
them. They're a wonderful 
brella.” 


um- | 


He said he recommended Motors | 
Holding to his son because (1) he} 


(the father) 
pletely away from the responsibility 


wants to get com-| 


and pressures of the dealership, 
(2) because of the tax situation and | 


because his son will benefit 


from the Motors Holding counsel. | 


He added that he would recom- 
mend Motors Holding for a young 
fellow even if the man had his 
own money. 

Commenting on his brief experi- 
ence, the younger Wink said that 
Motors Holding had taken over and 
was handling all 
and jobs connected with the transi- 
tion, making it extremely simple 
for him. 

” ca « 


next few years. 
* * 


ARCtHE dealer who had Mo- 

tors Holding as a partner for 
two years said that his relationship 
with the GM division was the “very 
best.” He said that he never re- 
ceived a single criticism from them, 
although he tried scrupulously to 
live up to their policies. 

This dealer added that his 
branch manager sat down with 
him once a month to talk things 
over, and that his (the dealer’s) 
only regret was that the visits 
weren’t more frequent. 

He said that they did require 
monthly reports and that he is 


| still following the Motors Holding 


the formalities | 


policies. 

Russell G. Milne, of Motor City 
Sales Corp., Detroit, declared, “I 
was with Motors Holding from 1936 


|until 2948 and I never had a finer 


| very 


yw said the Motors Holding | 


people 


In this connection, another Mo- 
tors Holding dealer declared, “They 
insist on the elimination of non- 


essential expenses, such as travel, | 


boats and entertainment. 

“If they see a dealer with an 
expensive, good looking blond for 
a secretary, they tell him that he’s 
got to get rid of her.” 

A few days after the younger 
Wink took over his father’s com- 
pany he was visited by officials 
of both the Dealer Development 
Office (the Ford Motor Co. dealer 
financing organization) and Dealer 
Enterprises (the Chrysler Corp. 
organization). 

Wink reported that these offi- 
cials were curious as to how 
Motors Holding handled the oper- 
ation. 

Wink said that he hoped to buy 
out Motors Holding’s interest in 





Hudson Cites Salesman— 


leonard Pender, left, salesman, O. B. 
Davey & Co., San Diego, receives a check 
from R. F. Rowe, Hudson's Pacific Coast 
regional manager, for his outstanding 
sales record in 1955. Pender is national 
vice-president of the Hudson Triangle 
Club, Hudson salesman organization. 


“don’t use the whole- | 
| sale viewpoint at all,” although they 
|do insist that expenses be cut to! 
| the bone. 





association in my life. They are 
retail minded. I couldn't 
recommend them too highly. 

“1 could have bought them out 
after six years, but I valued their 
counsel too highly. I’ve sold a 
lot of people on Motors Holding.” 

Milne commented that the Mo- 
tors Holding operators were more 
conservative than most dealers and 
that they emphasized holding down 
the expenses. 

He continued, “Sure, we had our 
discussions. But they always had 
a counseling attitude rather than 
a demanding one. Either of us 
would change our mind, but every- 


|thing was always talked out at 


the table 
manner.” 


in a good businesslike 


| Murphy Quits 


New-Car Ranks 


OMAHA. — Andrew Murphy & 
Son, Inc. (Chrysler-Plymouth), con- 
sidered the oldest auto dealership 
in Nebraska, has given up its new- 
ear franchises. 

N. R. Wolke, president, said the 
firm plans to expand its_ service 
department and continue in the 
used-car business. 

The firm, founded 86 years ago, 
entered the new-car business in 
1909. It had held Chrysler fran- 
chises since 1924. 

Bert Murphy, board chairman, 
said the dealership was quitting 
new-car sales because “frankly, 
that part of the business has not 
been profitable.” 


U. C. Dealer Sought 


In Floor-Plan Fraud 


MEMPHIS, Tenn. — Memphis 
police are looking for John Archi- 
bald, 33, a former used-car dealer, 
on charges of defrauding a local 
finance company of $57,000. 

Police said that Archibald, who 
operated C & A Motors, is also 
wanted in Magnolia, Ark., in a $12,- 
000 swindle and in Blytheville, Ark., 
for buying an auto with a $2,700 bad 
check. Archibald’s operation in 
Memphis, police said, involved floor 
planning of his cars. He repaid 
the finance firm with worthless 
checks drawn on fictitious banks, 
Police said. 
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How One Factory Handles It... 
——————————————____L_———<_ 


Distribution Poses 


Class A Headache 


(Continued from Page 6) 


kept flexible to avoid tieing the|place his orders a month ahead of 


dealers or the regional personnel 
to any fixed quotas. 

The shipping schedules are 
arrived at by analyzing (1) the 

t and present performance of 
each dealer, (2) each dealer's facil- 
ities for marketing usced cars, (3) 
the size of any given year’s national 
auto market and (4) the portion of 
this market which DeSoto thinks 
it can capture. 

* * * 

INCE becoming DeSoto’s distri- 
S bution director in 1946, Brown’s 
principal aim in life has been to 
reduce the “lead” time it takes to 
get a car into a dealer's hands 
after it is ordered. 

He has been greatly helped in 
this very competitive aspect of auto 
manufacturing by the DeSoto fac- 
tory, which has reduced the time 
required for getting a car com- 
pletely through production from 12- 
15 days after World War II to 
maximum of eight days. 

Generally, after an order has 
been received at the factory two 
days are required for paper work, 
two days are needed for building 
the body, one day for assembly 
and one for shipping. This leaves 
a latitude of two days for un- 
expected complications, final 
checking and possibly for earlier 
shipping. 

Last fall DeSoto instituted a new 


ordering program designed to make | 
the factory much more sensitive to | 


the desires of its dealers — and 
John Q. Public who may take four 
months to decide that he wants a 
car but expects his custom-built 
model to be built and delivered 
overnight. 

+ + * 


Cuts Down Changes 


OW, all DeSotos ordered up to 

the 15th of one month will be 
delivered in the first 10 days of 
the next month; all cars ordered 
up to the 25th of a month will be 
delivered in the second 10 days of 
the next month, and all cars 
ordered up to the fifth of a month 
will be delivered in the final 10 
days of the same month. 

Brown asserted, “We did this to 
help the dealers and to help our- 
selves, by reducing the need of 
changing orders. However, we are 
always delighted when a dealer can 


Women Engineers 
Meet in Detroit 


DETROIT. — “Transportation — 
Motor Cars” will be the theme of 
the three-day 1956 convention of 
the Society of Women Engineers 
which opens here Friday (June 1) 
at the Statler Hotel. 

Representatives of auto manu- 
facturers will address the women 
engineers on such subjects as “De- 
sign and Development of a Modern 


Automobile,” “Engineering Safety 
into Automobiles,” “Automation,” 
and “Automobiles — Between the 


Drafting Board and the Assembly 
Line.” 


Greenebaum Now 


Hertz Chairman 


CHICAGO. — Leon C. Greene- 
baum, New York, has been elected 
chairman of the board of Hertz 
Corp. here. 

He replaces Benjamin Weintraub, 
who declined to run for reelection 
as chairman but was reelected a 
director of the company, a mem- 
ber of the executive committee and 
chairman of the policy committee. 

Walter L. Jacobs was reelected 
President and chief executive offi- 
cer. Edwin J. Carey, New York, 
Was elected a vice-president. Direc- 
tors reelected were: Jacobs and 


Carey; Henry Crown, Chicago; 
Leonard S. Florsheim, Chicago; 
Arnold M. Grant, New York; 


Edward O. McDonnell, New York; 
J. Bradley Streit, Toronto; Frank 
J. Manheim, New York; Samuel F. 
Pryor, New York; Harry N. Wyatt, 
Chicago, and Harry A. Yagle, 





time.” 

Every DeSoto order comes into 
one of the 19 regional offices, 
either by hand delivery, tele- 
phone, mail or wire. 

Once a month each dealer is 
visited by his district manager, who 
is expected to pick up about 10 
percent of the dealer’s orders for 
the following month. Sometimes 
a dealer will place more than 10 
percent of his monthly order, with- 
out giving complete specifications. 

For instance, he may order a 
certain body style in a _ certain 
color and let a week or more elapse 
before ordering the other options. 
These are called “bulk” orders and 
complete specifications are required 
on at least a third of them. 
* . * 

_ regional office relays the 

order immediately (although 
some dealers dispute this) to one 
of DeSoto’s two assembly plants— 
the Detroit plant which supplies 
16 regions in 37 states or the Los 
Angeles plant which supplies three 
regions in 11 western states. 

When the order reaches the De- 
troit plant, Brown's 34-person staff, 
including 11 “desk heads,” immedi- 
ately begins giving it this process- 
ing: 

1. It is checked for correct cod- 
ing. 

2. It goes through an IBM ma- 
chine which makes a coded card 
containing all the car’s specifica- 
tions and its destination. 

3. A permanent record at the 
factory is made. 

4. The card is sent to the plan- 
ning department, where an appro- 
priate entry is made on the body 
scheduling report. 

5. The card is sent to another 
department where a body code 
plate is made. 

* * * 


500 to 600-Car Float 
AT=™= the four-to-six day pro- 


duction cycle, the car will come | 


off the end of the line where it 
will be placed in a car “float,” 
usually containing 500-600 cars, to 
await shipping. 

Demonstrating the degree to 


which “optionitis” has gripped the | 


factory, Brown said, “Occasionally 
when we get a special rush order, 
we'll search the entire float for the 
car we need. And it’s very rarely 
that we find it.” 

One of the final factory chores 
before the car is shipped is to col- 
lect for it from the dealer. This is 
done in many ways. 
some of the larger dealers even 
send in blank signed checks which 
the factory banks when the car is 
shipped. 

(Ford Motor Co. recently re- 
versed an industry policy when it 
ruled that henceforth dealers would 
not be billed for cars until they 
were received.) 

Brown declared, “Since the 
recent freight charge adjust- 
ments, dealers have become a 
little fussier about how their cars 
are shipped — by haulaway, boat 
or rail. 

“Any dealer can specify how his 
cars are to be delivered but we 
reserve the right to decide which 

transit firm will be employed.” 

Currently, 65-70 percent of all 
new DeSotos are shipped by haul- 

away truck. In the winter the rail- 
roads carry the remaining 30-35 
percent. When navigation is open, 
the railroads’ share drops to 10 
percent and 20-25 percent of the 
cars go by boat. 
x 


+ * 

Rnown said the water ship- 
ments go to Cleveland or Buf- 

falo by lake steamer or down the 

Mississippi by barge. 

“But I can remember,” he said, 
“the days when we used to put 
cars on ships in the winter in New 
York and send them around 
the Panama Canal for West Coast 
dealers to sell the following spring. 
Of course, this was in the days 
when we only made a half a dozen 
different models.” 

Brown estimated the current 
shipping times as one to two 
days to a Michigan dealer, five 
to seven days to an _ eastern 


” 


Brown said | 


b 





Box Derby. 


for the derby July 21. 


dealer, six to seven days to a 
Florida dealer and two to three 
weeks (if they go by barge) to 
a dealer in the southwest. 

The distribution department at 
DeSoto, and also at other factories, 
also wrestles with one of the major 
factory problems — how to buy 
materials, 





want four to six months later. 

“Naturally,” Brown said, “orders 
from suppliers can be adjusted a 
little. But for the most part, we 
have to buy the components of our 
ears from a half to a third of a 
year before we sell them.” 


| * * * 
| Pre-Cleanup Difficulty 


| pervisor of authorizations and 
|}commitments maintains a careful 
|comparison at all times between 
|dealer orders and factory material 
on hand. 

But, as the production year grows 
to a close it becomes increasingly 
difficult to make adjustments. 

Brown said, “For instance, all of 
our purchases for the 1956 models 
have now been made. We have es- 
timated, for example, that 80 per- 
|cent of our dealer orders will con- 
tinue to be for our lower-priced 
Firedome models and that 20 per- 
cent will be for the higher-priced 
| Fireflites. 

“We gradually eliminate the 
various models as the year closes. 
In June we will quit making con- 
vertibles. We'll make the last 
station wagon in July and we'll 
probably only be making four- 
door sedans in August. All pro- 
duction will wind up about Aug. 
15.” 

Earlier a spokesman said that 
all Chrysler Corp. cars would be 
introduced about the first of No- 
vember. 

To help the factory correlate 
|somewhat the supply and demand, 
DeSoto advises its dealers toward 
the end of the model year as to 
what body styles, trims, etc., still 
}are available. 


> * 
LSO, DeSoto asks its dealers 
whenever possible to make 60- 
day projections of the cars they 
probably will need. Brown empha- 
sized that these forecasts are not 


* 


Arkansas to Return 
Fees Collected 
By Banned Agency 


LITTLE ROCK.—Cash on hand 
when the Arkansas Automobile 
Dealers Commission closes its office 
will be prorated among the 581 
franchised dealers and 1,240 sales- 
men who paid license fees to the 
short-lived State agency. 

The commission was established 
by the 1955 Legislature, but litiga- 
tion to prohibit it from operating 
was instigated in the courts by 
Rebsamen Motors (Ford), Little 
| Rock. 

The Arkansas Supreme Court 
ruled last month that the act cre- 
ating the commission was uncon- 
stitutional. Auditors are checking 
the commission’s books, prepara- 
tory to closing the offices. 

Dealers paid $25 and salemen $5 
for licenses, and the commission 
| was supported from these funds. It 
| was empowered to police franchised 
| dealers and to regulate the opera- 
tions of factory representatives and 
salesmen in Arkansas. 





ir BROWN'S department, the su- | 





assemblies and acces- | 
sories for cars that the dealers will | 











Urges 60-Day 
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New Detroit Soap Box Derby Site— 


Here is an artist's conception of Detroit Derby Downs, new track for the Soap 
It is being constructed at a cost of $42,000 through contributions of the 
Greater Detroit Chevrolet Dealers and Detroit News, and will be completed in time 
The course, an outright gift to the city, will be maintained 
and supervised by Detroit's department of parks and recreation. 





firm commitments but are only con- 
sidered as an expression of dealer 


cooperation on one of the factory’s | 


most vexing problems. 

Brown said, “We welcome any 
and all possible information from 
our dealers and field personnel re- 
garding future demand.” 


Regarding the accessories and 
equipment currently being or- 
dered by dealers, Brown said 
98 percent of the cars now have 
Powerflite, 98 percent have 
heaters, 80 percent have white- 
wall tires, 76 percent have power 
steering, 72 percent have radios 
(many dealers install radios them- 
selves), 72 percent have power 
brakes, 60 percent have dual ex- 
hausts, 14 percent have power 
seats, 9 percent have power win- 
dows, 4 percent have air condi- 
tioning and 2 percent have the 
Highway Hi-Fi record-player. 
In discussing the scheduling of 
the various models, Brown was 
asked why only 1,000 Adventurers 
were produced, and he replied, “We 
brought out the Adventurer as a 
prestige sports model. We wanted 
a car that everyone on the block 

wouldn't have. So when we made 
1,000, we quit.” 

He doubted that there would be 
a similar model next year since the 
‘57s would probably have more 
horsepower, making a special high- 
horsepower model impractical. 

. = 


Inventories 


WITCHING to a discussion of 

dealer’s stocks, Brown said em- 
phatically, “Our dealer’s stocks are 
not high. They are down from last 
year’s figures. As a matter of fact, 
we are asking our dealers volun- 
tarily to build up their stocks. 

“Of course, we realize it’s getting 
tougher for dealers to stock cars 
because of all the possible combina- 
tions. We remind the dealers that 
we only build cars over 10 months 
but that they sell them over 12 
months.” 

He said that the ideal situation 
theoretically was for a dealer to 
maintain a 60-day supply of new 
cars. He quickly added that the fac- 
tory cannot supply this amount in 
the early months of the model year 
and that dealers should maintain a 
bigger inventory in preparation for 
the spring push and the cleanup. 

Brown admitted that this year’s 
spring push hadn’t materialized as 
yet. 

* od 


* 

XPLAINING further the fac- 
tory’s production program, 
Brown said, “We start out with the 
sampling program, aimed at get- 
ting a few cars to each dealer. Then 
we gradually build up production so 
as to give the dealers a substan 

tial spring stock. 

“We ask the dealers to builgl 
up their stocks in May, June, July 
and August so that they will still 
be in business in September and 
October. We try to get the dealers 
to carry sufficient cars to do 
the job they should be doing.” 

Brown said that one of his big- 
gest headaches was trying to fill 
the order of a dealer who wants a 
special job. He commented that 
“nothing’s impossible, but these 
things have the effect of disruptin 
the whole shop.” 

Brown summed his job up this 
way: 

“Life used to be so simple. But 
we are still only too happy to take 
a dealer’s order and to build a car 
for him in the shortest possible 
time. And we build only to order.” 
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Industrial Merger 
Roundup Lists 


New Purchases 


A roundup of corporate mergers 
and acquisitions, proposed and 
completed, follows: 


Sheller-Standard Products 


Directors of Sheller Mfg. Corp., 
Detroit, and Standard Products Co., 
Cleveland, have agreed on a merger 
proposal. Both are auto parts man- 
ufacturers. 

The proposal, which must be 
approved by shareholders, calls for 
exchange of two shares of Sheller 
common for three shares of Stand- 
ard common. Standard would be- 
come a division of Sheller. 


Koehring-Hydraulic Press 


Announcement by Koehring Co., 
Milwaukee, of plans to acquire 
Hydraulic Press Mfg. Co., Mount 
Gilead, O., for more than $5 million, 
reflects a desire of both companies 
to capitalize on efforts at product 
| diversification. 

Emphasis was given to this 
| objective when the transaction was 
disclosed by both companies. It 
was pointed out that Koehring has 
|acquired three plants in the last 
five years to backstop its entry into 
|new markets while meeting record 
demand for traditional products. 
| Hydraulic Press, meanwhile, in the 
same period, has bolstered its sales 
| potentials by capturing a sizable 
| portion of the plastic injection 


mold and die casting machine field. 
x * * 





Gemmer-Ross Gear 


The boards of directors of Gem- 
|mer Mfg. Co., Detroit, and of Ross 
| Gear & Tool Co., Inc., Lafayette, 
|Ind., have approved an agreement 
of merger of the two companies. 
| They have called special meetings 
|of their stockholders for July 2, to 
|ratify and confirm the proposed 
agreement, which provides that 
Gemmer will be merged into Ross 
| Gear. 
| Gemmer shareholders will receive 
|one share of Ross Gear for each 
| 4.25 shares of Gemmer, while the 
| Ross Gear shareholders will retain 
| their present stock without change. 
| If approved, the Gemmer opera- 
|tions in Detroit will be continued 
| as @ division of Ross Gear and the 
| present management of Gemmer 
| will be retained. 


x * * 
McNeil-Lincoln 
Shareholders of the two firms 
have approved a merger of Lincoln 
Engineering Co., St. Louis, and Mc- 
Neil Machine & Engineering Co., 


Akron. Under the agreement, Lin- 
coln becomes a division of McNeil. 


Arizona Court 
Clarifies Towing, 


License Laws 


PHOENIX, Ariz.—The Maricopa 
County Superior Court has ren- 
dered favorable decisions on two 
briefs filed in cooperation with the 
Arizona Automobile Dealers Assn. 

In one instance, the court held 
that a person selling a new car 
must have a new-car dealer's 
license and that qualifications re- 
quired for new and used-car licen- 
ses differ under the State code. 

The State’s licensing division was 
directed to treat such licenses 
separately and distinctly. 

The court also decided that a 
dealer who tows vehicles to his 
place of business for service is a 
private carrier, not a common or 
contract carrier. 

The ruling exempts dealers from 
a 2% percent State tax on common 
and contract carriers and elmi- 
nates certificates of necessity and 
additional bonds. 








7-Cent Wage Increase 


Slated for Auto Workers 


DETROIT. — General Motors . 
and Ford hourly-rated employes 
will receive pay increases total- 
ling seven cents an hour this 
week, 

The raises, which Chrysler 
Corp. already has put into effect, 
result from application of a six- 
cent annual improvement factor 
and a one-cent rise in the govern- 
ment’s cost of living index. Al- 
lowances for salaried workers 
also will be boosted. 
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Factory Compliance Would Be Mandatory .. . 





Monroney Proposes 5-Way Aid 


(Continued from Page 1) 


Oklahoma Democrat and author 


of the bill, was also optimistic | 


over chances for passage. In 


view of the extensive hearings 


already held on auto marketing 


problems, it is expected that addi- 
tional hearings on this measure 


will be brief. 


Action may begin this week i 


actual control of the manu- 
facturers and that they have been 
subjected to coercion and intimi- 
dation which have deprived them 
of economic freedom.” 





which the people denied to the 
Government.” 

Under pressure of congressional 
hearings, O’Mahoney said, the fac- 
tories have made many concessions 


O'Mahoney charged that dealers| with respect to dealer franchises. 


had no public forum in which to 
adjust their disputes, except those 
provided by manufacturers. The 


n| factories, he said, had established | doors of the Federal courts are 


the Senate, and Bell said that a| their own judicial system. 


companion bill will be introduced 
in the House. 

“We are assured of bipartisan | 
support,” the NADA _ executive) 
added. 

The earlier bill introduced by} 
Senator Joseph C. O'Mahoney, 
Wyoming Democrat who conducted 
the General Motors hearings, would 
require any auto maker to act in 
good faith in all transactions with 
his retailers, 

If he fails to do so, a dealer could 
sue him in Federal Court and col- 
lect double damages if he won. 

* + * 
"MAHONEY said dealers need 
his bill because there is no 

binding force to protect them 
against the economic power of the 
manufacturers. 


He said concessions granted in 
the last few months might be 
withdrawn if Congressional pres- | 
sure on the industry were re- | 
lieved. State courts have not been 
able to deal effectively with the 
situation, he said. 


His bill was formally described | 
as designed “to supplement the| 
antitrust laws of the U. S., in order 
to balance the power now heavily 
weighted in favor of automobile 
manufacturers, by enabling fran- 
chise automobile dealers to bring 
suit in the district courts of the! 
U. S. to recover twofold damages | 
sustained by reason of the failure 
of automobile manufacturers to act 
in good faith in complying with the 
terms of franchises or in termi- 
nating or not renewing franchises 
with their dealers.” 

* * > 

HE bill defined “good faith” as | 

the duty of manufacturers to | 
act in a “fair, equitable and non- 
arbitrary manner” so as to guaran- | 
tee the dealer freedom from coer- 
cion, intimidation or threats of 
coercion or intimidation. 

O'Mahoney said investigations 
conducted last year by himself 
and by Monroney “clearly demon- 
strated” that auto dealers have | 
for years “been completely under 


Hawk Is Appointed 


Appointment of Austin L. Hawk 
as western sales district manager 
of Raybestos-Manhattan, Inc., has 
been announced. Hawk will super- 
vise sales of industrial rubber prod- 
ucts and mechanical packings, with 
sales staffs at Chicago and Denver, 
where offices and warehouses are 
maintained. 








| f 


|ment,” he said. 


| manufacturers, 


|House of Representatives of the 





“The men who established our | 
orm of Government deliberately 
undertook to.fram a Constitution | 
which would preserve the individual | 
from arbitrary control by Govern- | 

“An industrial system which | 
makes the dealer the pawn of the 
manufacturer is in complete con- 
flict with the ideal of impartial jus- | 
tice established by the founding | 


fathers.” 
* * | 


| MAHONEY said last year’s | 
hearings “made it _ perfectly 


clear” that the manufacturers | 
wanted to hold in their own hands | 


|complete control over the dealers. 


“If the framers of the Con- 
stitution were careful to pro- 
vide that the Government itself 
has no power to control the 


people,” he said, “then surely it 
must be plain that no industrial 
corporation, however big it may 
be, has the power to control 


Day-in-Court Measure . 


“There is a string attached to 
every concession they have 
promised,” he said, “and unless the 


opened to the automobile dealers 
they will continue to remain the 
pawns of the manufacturers.” 

* 2 * 
COMPANION to the O’Ma- 
honey bill was introduced last 

week in the House by Rep. Eman- 
uel Celler, New York Democrat and 
chairman of the House Judiciary 
Committee. The bill will come be- 
fore that body for consideration. 

It is likely that the Monroney 
ground-rules bill will be referred 
to the Klein subsommittee when a 





companion is introduced on the 
House side. 
Rep. Arthur G. Klein, New 


York Democrat, delayed formal 
adjournment of his auto hear- 
ings on three dealer bills until 
NADA could come up with some 
“amendatory language.” 

It is now clear that the Monroney | 
bill is the new language which Bell 
had in mind when he asked Klein 
for a delay. 





Text of O’Mahoney Bill 


Following is a text of the bill 
introduced last week in the U. 8. | 


Senate by Senator Joseph C. 
O’Mahoney, Wyoming Democrat. 
* * * 

A BILL 


To supplement the antitrust laws | 
of the United States, in order to! 
balance the power now heavily 
weighted in favor of automobile | 
by enabling fran- 
chise automobile dealers to bring | 
suit in the district courts of the| 
United States to recover twofold | 
damages sustained by reason of the 
failure of automobile manu-| 
facturers to act in good faith in 
complying with the terms of fran- 
chises or in terminating or not re- | 
newing franchises with their | 
dealers. | 


Be it enacted by the Senate and | 


United States of America in Con- 
gress assembled, 

SEC. 1. As used in this Act, 

(a) The term “automobile manu- 
facturer” shall mean any person, 
partnership, corporation, associ- 
ation, or other form of business en- 
terprise engaged in the 
manufacturing or assembling of 
passenger cars, trucks, station 
wagons, or other automotive vehi- 
cles, including any person, partner- 


Ford Dealer Celebrates 40th Anniversary— 
Fred Jones, second from left, one of the country's largest Ford and Lincoln-Mercury 


ship or corporation which acts for 
such manufacturers or assembler in 
connection with the distribution of | 
said automotive vehicles. 


(b) The term “franchise” shall 
mean the agreement, contract, 
understanding, or arrangement 
between any automobile manu- 
facturer and any automobile 
dealer which purports to fix the 
legal rights and liabilities of the 
parties to such agreement, con- 
tract, understanding, or agree- 
ment. 

(c) The term “automobile dealer” 
shall mean any person, partnership, 
corporation, association, or other 
form of business enterprise oper- 
ating under the terms of a fran- 
chise and engaged in the sale or | 


distribution of passenger cars, | 
trucks, station wagons, or other | 
automotive vehicle. 

(d) The term “commerce” shall 


mean commerce among the several 
States of the United States or with 
foreign nations, or in any Territory 
of the United States or in the Dis- 
trict of Columbia, or among the 
Territories or between any Terri- | 
tory and any State or foreign na- 
tion, or between the District of 
Columbia and any State or Terri- 
tory or foreign nation. 

(e) The term “good faith” shall 
mean the duty of the automobile 
manufacturer, its officers, em- 


| ployees, or agents to act in a fair, 
|equitable, and non-arbitrary man- 


ner so as to guarantee the dealer | 
freedom from coercion, intimida- 
tion, or threats of coercion or in- 
timidation, and in order to preserve 
and protect all the equities of the | 
automobile dealer which are in- 
herent in the nature of the relation- | 
ship between the automobile dealer 
and automobile manufacturer. 

SEC. 2. Any autemobile manu- 
facturer engaged in commerce 
who makes or grants any fran- 
chise to an automobile dealer, 
shall have the duty to act in good 
faith in all dealings or transac- 
tions with such dealer. 

SEC. 3. An automobile dealer 
may bring suit against any auto- 
mobile manufacturer engaged in 
commerce, in any district court of 
the United States in the district in 
which said manufacturer resides, 
or is found, or has an agent, with- 
out respect to the amount in con- 
troversy, and shall recover twofold 
the damages by him sustained and 
the cost of suit, including a reason- 
able attorney’s fee, by reason of 
the failure of said automobile 
manufacturer to act in good faith 


a 

a 

a 
~ 





The Champ Comes Home— 








A “Welcome Home" parade was staged for heavyweight champion Rocky Marciang 
when he returned to his home in Brockton, Mass., after announcing his retirement 
from the ring. Marciano accepts the cheers of his fans from the rear seat of a DeSoie 


| convertible supplied by Bob Hall of Hall Motors, Inc. (DeSoto-Plymouth), Brockton, 





By W. M. McCarty 
Staff Correspondent 

CHICAGO. 
would “nail down” concessions 
given by manufacturers to dealers, 
has been outlined to the Chicago 
Automobile Trade Assn. by Senator 
A. S. Mike Monroney, Oklahoma 
Democrat. 

He was given a standing ova- 
tion by the nearly 1,000 members 
and guests present at the meet- 

ing. Monroney said he is confi- 
dent dealers can expect action 
during this session of Congress. 
Reviewing events which have oc- 
curred in the automotive industry 
since last December, the senator 
said factories have come a long 
way in their relations with the 
dealers. 

“Factory concessions to new-car 
dealers have cut some unsound 
credit and reduced ‘blitz’ advertis- 
ing,” he said. 

Conceding that bootlegging can 
not be eliminated entirely, Mon- 
roney said elimination of “phan- 
tom freight” alone has gone a 
long way in stamping it out. He 
said there must be teamwork be- 
tween factories and dealers. He 
was especially pleased with the 
formation of dealer councils. 

Monroney said that dealer adver- 
tising must be good and honest and 
must sell the dealer as well as the 
car. He drew cheers from the audi- 
ence when he mentioned the Los 
Angeles Sunday closing program. 
The present slowdown in automo- 
bile sales is not related to the na- 
tional economy, Monroney said. He 
added that the slowdown was be- 
cause last year’s market was over- 





- A new bill, which| 


Sen. Monroney Outlines Bill 
To ‘Nail Down’ Concessions 


| sold and that the country’s economy 
| is sound. 
He concluded that “this is coats- 
off time for dealers.” He said it's 
time to sell the customer and give 
| a fair deal. 
In his report, C. J. McCorkle, 
| president of CATA, reviewed con- 
| ditions and said it is time to “sell 
| the product and not the gim- 
| mick.” 
| Five new directors were elected 
|for three-year terms. They were 
Walter A. Gerwig, Gerwig-Nelson 
| Motors (Buick); Charles O. Gracey, 
Colonial Motors, Inc. (DeSoto- 
Plymouth); Fred M. Leemhuis, Aus- 
tin Auto Mart, Inc. (Nash); Don C 
| Mullery, Broadway Ford, Ine. 
| (Ford) and Mort Rosen, Jackson 
| Motors, Inc. (Lincoln-Mercury). 


Bell to Address 


Oregon Dealers 


PORTLAND, Ore. — Frederick 
J. Bell, NADA executive vice 
president, will be a discussion 
leader Tuesday (May 29) at the 
annual meeting of the Oregon Au- 
tomobile Dealers Assn. at the 
Multnomah Hotel. 

Luncheon speaker will be Doug- 
las McKay, former dealer and U. S. 
Interior Secretary, who recently 
won the Republican nomination for 
the U. S. Senate. John Morley, 
lecturer and news correspondent, 
will speak at the evening session. 

On the agenda are officers’ re 
ports, discussions of legislative 
developments, group insurance 
plans and labor relations and 4 
meeting of the NADA Young Exec- 
| utives Group. 


Buffalo Dealers Honor Miss Baker— 





dealers, with dealerships in Oklahoma City, Tulsa and Norman, Okla., and Amarillo 
and Wichita Falls, Tex., was honored at a dinner marking the 40th anniversary of his 
association with Ford Motor Co. From left are Sam Shelborne, Jones-Shelborne Oil 
Co.; Jones; H. C. Doss, vice-president, Outdoor Advertising, Inc., principal speaker; and 
Brooks Hall, vice-president, Fred Jones dealerships. 


The Buffalo Automobile Dealers Assn. pays tribute to Marjorie Baker on her 25th 
in performing or complying with | anniversary as the association's executive secretary. Congratulating Miss Baker at the 
any of the terms or provisions of | group's annual convention are the past presidents under whom she has served. From 
the franchise, or in terminating, | left are Edward E. Tunmore, Thomas C. Grisewood, Lawrence E. Read, Raiph A. Young, 
cancelling, or not renewing the | George C. Ostendorf, Miss Baker, Chester J. Brost, Percy J. Hunt sr. and Harold A. 
franchise with said dealer. Martyr. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 

Ended Same Ended May, To To 
May 26, Week, May19, 1956, May 28, May 26, 

1956 1955** 1956* To Date 1955** 1956 
AMERICAN MOTORS _ 1,400 4,908 1,608 5,843 87,806 56,243 
BAUS o...s.scecesssceesecscesee 450 894 486 1,516 29,871 17,280 
ON ee 950 4,014 1,122 4,327 57,935 38,963 
CHRYSLER CORP. .... 16,840 27,892 15,546 64,743 673,190 401,591 
RAE GEEED  cocsrercesscescenqees 2,700 4,201 1,640 8,827 92,661 54,558 
BROCCO  ccvessscrvesssooceeseoss 1,480 2,769 1,541 6,392 68,933 48,237 
POA BO ooecsecceeccorcerecesssseee 4,060 5,208 3,829 15,616 155,053 $7,554 
Plymouth ................. 8,600 15,714 8,536 33,908 356,543 211,242 
FORD MOTOR .... 31,952 46,910 32,948 124,570 951,064 723,138 
Continental .................. 12 ; . 21 80 ; ; 961 
FOr oooceccccccceecceeeceeeeess 24,650 36,586 25,430 96,763 739,775 580,664 
BAMCONM . .....00..2000400 1,090 999 1,042 3,969 19,330 23,983 
Mercury . nlite e 6,200 9,325 6,455 23,758 191,959 117,530 
GENERAL MOTORS .. 55,352 84,222 54,292 207,542 1,764,954 1,466,145 
Buick . Noho 9,442 18,332 10,211 36,302 357,783 278,555 
Cadillac . . 38,360 3,214 3,360 12,243 70,008 69,653 
Chevrolet . . 29,500 37,682 26,708 109,066 800,250 736,238 
Oldsmobile . 7,550 12,890 7,823 28,435 271,134 216,297 
Pontiac . 5,500 12,104 6,190 21,496 265,779 165,402 
S-P CORP. .. 1,790 3,378 1,459 7,316 101,190 53,930 
Packard 480 1,892 437 1,919 35,708 10,994 
Studebaker 1,310 1,486 1,022 5,397 65,482 42,936 
107,334 167,455 105,853 410,014 3,584,217 2,701,047 





Total Cars, U. S. 


*Revised 


**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week Week Jan.1 Jan. 1 
Ended Same Ended May, To To 
May 26, Week, May 19, 1956, May 28, May 26, 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET 6,600 10,704 5,940 25,124 155,848 164,697 
DIAMOND T 110 104 103 399 2,266 2,068 
DIVCO 80 80 81 321 1,466 1,801 
DODGE 2,000 3,087 1,860 7,345 41,340 37,221 
FORD 5,800 6,457 6,067 22,724 162,833 132,168 
GMC 1,725 3,341 1,829 6,553 38,085 42,271 
INTERNATIONAL 2,640 2,936 2,647 9,677 55,505 61,332 | 
MACK . +20 332 390 1,391 5,119 7,961 
REO 90 117 V7 296 2,118 1,554 
STUDEBAKER . 272 327 237 1,106 9,367 5,817 
WHITE 380 328 378 1,490 6,101 7,952 
WILLYS 1,250 1,887 1,093 4,666 32,962 25,691 | 
MISCELLANEOUS*** 48 72 48 192 1,501 990 | 
Total Trucks, U. S..... 21,415 29,772 20,750 81,284 514,511 491,523 
Total Cars, Trucks, 
U. S. 128,749 197,227 126,603 491,298 4,098,728 3,192,570 
Total Cars, Trucks, 
Canada 9,044 11,629 14,297 47,004 218,364 211,688) 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....137,793 208,856 140,900 538,302 4,317,092 3,404,258 


"Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Breckway, Four Wheel 


Drive, Federal, ete. 


N.B.: All U. 8. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 





Sees °56 Car Sales Under 6 Million .. . 


Ford Cuts Forecast 


(Continued from Page 1) 


first annual stockholders meeting, 
which attracted about 2,500 
holders and 300 guests to a “tent 
city” set up on the Ford Rotunda 
grounds here, 

Two weeks ago, General Motors 


President H. H. Curtice lowered | 


his 1956 forecast to 5,800,000 new- 
ear deliveries and 950,000 trucks. 
The young Ford president spoke 
about 25 minutes, reviewing the na- 
tional economy which he termed 
very good, and discussing the long- 
range outlook for the auto industry 
which he declared was “excellent.” 


x * * 


E SAID he was not ready to 

take a position in the present 
cfedit controversy (raised by Cur- 
tice), but declared “it is clear that 
undue restrictions on credit could 
choke off buying to a point where 
@Xcessive slack would develop in 
the economy.” He assumed that the 

ral Reserve Board would “act 
With wisdom” and that “general 
business activity will hold close to 
Present levels for the rest of the 
year.” 

He said that the currént dropoff 
in sales, plus the $592,000,000 ear- 
Marked by Ford for expansion in 
1956, will lower profits this year. 

Ford answered stockholder 
Complaints by pointing out that 
the Ford stock offered in Janu- 
ary was sold by the Ford 
Foundation, not the company; 
that the Foundation and the 
Underwriters set the price, that 
Reither he nor any member of 
the Ford family participated in 
any of these matters and re- 


ceived none of the proceeds from 
the stock sale. He repeated the 
warnings to the public on “wish- 
ful thinking about their chances 
for fast and fabulous financial 
gain,” which he made in January. 

All thirteen directors — John 
Bugas, L. W. Crusoe, Donald K. 


| David, J. R. Davis (whose health 


has forced him to resign his vice- 
presidency), I. A. Duffy, Benson 
Ford, Henry Ford II, William C. 
Ford (who is still on crutches as a 
result of a foot accident last 
December), William T. Gossett, Del 
Harder, James B. Weber, Theo 
Yntema and E. R. Breech — were 
reelected without opposition. 


* * * 
A PROPOSAL — that key execu- 
tives be forced to hold shares 
they obtain on option for at least 
three years — was set forth by a 
New York stockholder but was 





overwhelmingly defeated. This pro- 
posal provided the only excitement 
in a well-run meeting. 

Another stockholder (from De- 
troit) complained of improper 
service by Ford dealers and asked 
the company to improve it. An- 
other holder suggested the firm 
bring out a car built strictly for 
women. 

E. R. Breech, board chairman, re- 
vealed that Ford stock is owned by 
319,000 persons, with 188,000 own- 
ing less than 10 shares. The com- 
pany has 137,000 men stockholders, 
compared with 88,000 women while 
84,000 shares are held jointly. 

Ford’s last public stockholder 
meeting was held Sept. 12, 1918. 


Due to Holiday Sto 


CS «+ « 





was 15.7 percent below the index. 
* ok * 
| eed daily production schedules 
went into effect last week at 
General Motors and the result was 





that Chevrolet was the only divi- 
sion to increase output over the 


previous week. Cadillac remained | 
steady at the previous week’s pace.| 


Chevrolet raised its schedules 
from 26,708 the previous week to 
29,500 units last week; Buick 
dropped from 10,211 to 9,442; 
Oldsmobile dipped from 7,823 to 
7,550; Pontiac slipped from 6,190 
to 5,500, and Cadillac was sched- 
uled to equal its previous week’s 
output of 3,360 units. 

Slight declines at Ford division, 
Mercury and Continental dropped 
Ford Motor output to 31,952 units 
last week. That was a 996-unit drop 
from the previous week’s produc- 
tion of 32,958 cars. 


* * + 


1 aw division dropped from 25,- 
430 cars a week earlier to 24,650 
last week; Mercury slipped from| 
6,455 to 6,200, and Lincoln upped its 
schedules to 1,090 units from the 
1,042 of the previous week. Conti- 
nental was down Tuesday and Wed- 
nesday, and as a result built only 
12 cars during the week. The pre- 
vious week saw the division turn 
out 21 units. 

Chrysler Corp., with its Chrys- 
ler division back in full swing, 
turned out 16,840 units last week, 
compared with 15,546 a week 
earlier. 

Chrysler division assembled 2,700 
cars last week, compared with 1,640 
the previous week; DeSoto dropped 
| from 1,541 to 1,480; Dodge upped 
schedules from 3,829 to 4,060, and 
Plymouth hiked output from 8,536 
units to 8,600. 

* * * 
| @TUDEBAKER - PACKARD in- 
creased output from 1.459 units 





Plymouth Opens 
License Plate 
Jackpot Contest 


DETROIT. A new contest, 
“The Solid Gold License Plate 
| Jackpot” was kicked-off last week 
| (May 25) by Plymouth. 


The contest, designed to build 








Lowest Output Week 
Since Fall Likely 


(Continued from Page 1) 


ous week’s output of 105,853 cars|a week earlier to 1,790 units last 


week—mostly on the strength of 
the return to a five-day week at 
Studebaker. 

Studebaker produced 1,310 cars 
last week, as compared with 1,022 
the previous week, and Packard 
increased output from 437 units a 
week earlier to 480 last week. 

Declines at both Nash and Hud- 
son dropped American Motors out- 
put from 1,608 units the previous 
week to 1,400 last week. Nash 


dropped from 1,122 units to 950, and| Dealer in Sheik's Clothing— 


Hudson slipped from 486 to 450. 
Truck operations showed a slight 
improvement last week as output 
jumped to 21,415 units. The previ- 
ous week saw the truck manufac- 
turers turn out 20,750 units. 


A one-day holiday in Canada last 


week dropped car-truck assemblies | 


to 9,044 units, compared with 14,297 


| vehicles a week earlier. 


|traffic in Plymouth showrooms is| 
}open to all car owners, regardless | 
|of their automobile’s make, model | 


or year. It will 


July 14. 


Approximately 3,000 adver-| 
tisements will be carried in about | 
2,400 newspapers. Radio, TV spots, 
outdoor advertising, direct mail, 
window posters, and showroom 
material also are being used, Plym- 
outh said. 

Bruce E. Miller, Plymouth direc- | 
tor of advertising and merchandis- 
ing, said that the use of the con- 
test medium helps answer a con- 
stant need of salesmen — plenty 
of sales traffic. 


To enter, car owners visit any 
Plymouth dealership, produce proof 
of ownership, register their license 
plate number on the entry blank 
and complete the remainder of the 
entry form. 


run through | 


Hoffman, Romney 


Named to Group 


NEW YOQRK.—Paul G. Hoffman, 
chairman of Studebaker-Packard, 
and George W. Romney, president 
of American Motors Corp., have 
been named to a committee of 150 
planning a dinner in honor of 
Henry R. Luce, editor-in-chief of 
Time, Life and Fortune. 

Sponsored by the National Con- 
ference of Christians and Jews, the 
dinner is to be held June 6 at the 
Waldorf-Astoria. The annual gold 
brotherhood award of the National 
Conference will be conferred upon 
Luce. 





Bader Abdulla Mulla, center, a Willys 
dealer who is also secretary of state of 
his country, the Sheikdom of Kuwait, oil- 
rich state on the Persian Gulf, visits the 
Willys plant in Toledo. Others, from left, 
are Karl Ruzicki, Willys Middle East sales 
correspondent; Edmund Coffin, Willys East 
Hemisphere soles manager; Paul Fahje 
of Gulf Oil Corp., and Shanti Sharma, 
business manager of Muiia's dealership. 


Dealers Tell Me 





‘Continued from Page 3) 


each year, we must make deals 
yielding us more than our true ex- 
pense. In fact, a deal that just 
covers our true expense is in itself 


a concession. Such sales will not} 


chalk us up a profit for the year. 
So why dig down further into the 
quicksand and for whose benefit? 
” * * 
Averaging Is a Trap 
i theory of averaging is a 
trouble maker. Accepting a deal 
for a $200 gross providing you can 
match it with one for $400 ($100 
under and $100 over your true ex- 
pense) you get to the point of no 
return. The $200 deals tend to break 
the market for $400 deals. 


Matching up our $400 deals with 

e $200 deals we give up our 
operating profit in the $400 deal 
to carry the expense burden, only, 
of the $200 deal, wiping out all 
our profit and at the same time 
we have added more volume and 
hence more expense in the handl- 
ing of the $200 deal at all. 

On the theory of averaging, if a 
1,000-car dealer sells 500 at $200 
gross profit and 500 at $400 gross 
profit, his variable expense being 
$150, his true expense, including 


overhead, is $300 on each car. He is 
just breaking even and taking all 
the risk of such volume. In other 
words, 500 new-car sales at $400) 
gross profit per car and $300 true 





Treated Like a Baby— 

Leather, one of the toughest and most 
durable of auto trim materials, is washed 
like a baby—with a mild soap and warm 
water. It's the cleaning method approved 
and recommended by the Upholstery 
leather Group, New York. According to 
ULG, harsh body polishes and cleaners 
dry out the leather's natural oils, causing 
it to crack. Other objectionable cleaners 
are nail polish remover, naphtha furni- 
ture polishes, varnishes or household | 


| cleansing and bleaching agents. 


expense per car leaves $100 cperat- 
ing profit on each car or a total of 
$50,000 a year for the 500 cars. 

Then, on the same theory of 
averages, you sell another 500 cars 
at $200 gross profit and your true 
expense is $300 on each, you have 
lost $100 operating cost on each of 
the 500 sales or an operating loss 
of $50,000 for the year, making the 
operating profit for the 1,000 cars 
a series of ciphers. 


* 


Sell to Demand 


ASING our sales on averages 

we may have covered our ex- 
penses all right but we ended up 
selling 1,000 cars at no profit. We 
used up the profit on our profitable 
$400 deals to carry the expense 
burden of the $200 deals. 

So, he urged dealers who really 
want to make their operations 100% 
efficient to sell all the cars the 
market will absorb at a profit. 
Then, if necessary, reduce capacity 
to the smallest size needed to sell 
the number we can sell profitably. 
We can thereby cut our expenses 
and increase our operating profit 
to its maximum. 

The answer is to pass up the $200 
deals that salesmen can’t convert 
to $300 ones so we can keep the 
profit on the $400 deals. Only the 
deals above $300 (in this example) 
add to our profit anyway. 

He urged dealers to resolve here 


|}and now that all of us be respected 


“quality dealers.” 

You can’t be a quality dealer with 
the program to give away merchan- 
dise unless you at least salvage the 
true expense for selling each car. 
We all should agree with GM Presi- 
dent, Harlow H. Curtice when he 
says, “All of us have a job to do to 
regain our lost position. Let us get 
on with that job and to that high 
purpose let us all dedicate our- 
selves.” 

Yes, dealer meetings are all to 
the good. They help all of us to 
drop an anchor to hold fast to the 
facts, old or new, that we know so 
well to be true. 


Sendebeber Golden Hawk 


Sets Cuba Race Record 


HAVANA, Cuba.—A stock Stu- 
debaker Golden Hawk has estab- 
lished a new course record in the 
cross-country Pinar Del Rio to 
Havana, road race. 

The Studebaker took top hon- 
ors over a field of leading Ameri- 
can stock cars, covering the 104.4- 
mile course in one hour, five min- 
utes and 53 seconds, cutting three 
minutes and 48 seconds from last 
year’s record. The record-break- 
ing Hawk was piloted by Mario 
Padron. Another Studebaker 
Golden Hawk, driven by Carlos 
Reina, placed fourth, covering 
the rough, winding course in one 
hour, nine minutes. 
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Delving Into the O’Mahoney Study: 
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How GM Views Dealer Profits 


(Continued from Page 6) portion of the testimony follows: 


poration is not, actually the servant) O’Manoney: Then you suggest 
of the dealers. to the dealer that he mark up 

Curtice: In the first place it is about 25 percent on top of that cash 
serving its dealers and well. |}on the barrelhead price that you 


Burns: I only raised it because received? 
oe oe ; " Curtice: Yes, that has been rather 
you used that term “servant of the historical 
dealers,” which was a new concept) “Onanonry: Is that rather 
to me. a ae ; 
| ge U ted 
Curtice: Well, I think you may — throughout the ee 


become accustomed to it. Curtice: Yes, as far as General 
Burns: I wonder if that is a! Motors is concerned. 
prediction. i oe 
O’Manoney : There is a new day | (MAHONEY: We are talking 
dawning. about General Motors. Then in 
Curtice proceeded to an explana-| every state that is the same sug- 
tion of how “distress merchandis- gested policy? 
ing” in 1954 cut GM dealer profits! © Gurrice: The list price, yes. 
to 9.05 percent on net worth and; O’Manoney: Yes, and the dealers, 
1.39 percent on sales, although the} however, are free to make any alter- 
corporation’s return rose to nearly| ation in that that they wish? 
24 percent on net worth in 1954. Curtice: It is their product 
ee ee after they buy it from us. 
ae Burns’ theory that a| O’Manoney: Do you take that| 
rising GM return inversely hurt | in 
dealer profits because of over-| Cuwurtice: I believe you are as| 
production, the GM president cited} familiar with the laws of the land 
but was spared from identifying| as I am, and perhaps more so. 
competitive “distress merchandise.”| O’MaHoney: We ought to be, 
“Do you mean,” asked Burns,|bothofus. * * # 
“that the sale of the General Motors | < . 9 
dealers was affected in the market Impossible Concept 
place by other cars?” C WAS Sloan, 80-year-old dean of 
“Circumstances be yond their GM executives, who put the ki- 
control,” replied Curtice, “and | bosh on an implicit suggestion by| 
beyond our control.” O’Mahoney that the corporation 
An individual purchaser's tradein| might expand to take over dealer- 
bids from other dealers “set aj ships. ‘ 
standard” required to be met by| “I say positively,” Sloan said, 
GM traders, he explained. Curtice| “that is impossible, an impossible 
defined “distress merchandise” as| concept, Senator; that never would 
that not favorably approved by the| happen.” ; ; 
public, but O’ Mahoney overruled a} O'Mahoney pressed his point. 
Burns request for Curtice to name “That never would happen?” | 
the “distress” makes. | he asked. 
Hufstader, showing the subcom-| “Not if I understood you correctly | 
mittee a chart comparing profits of|—to take over dealerships,” Sloan 
“high volume” dealers with GM 


said. 
line dealer groups as a whole, ob- 








O’Manoney: You did. Your un- 


served that “these volume operators | derstanding is perfect, Mr. Sloan. 
are extremely successful for the| You never miss a point. But you 
customer, the factory, and most|say that is an utterly impossible 
importantly, themselves.” concept? 

“These dealers,” he stated, “are| SLoan: Do I understand you cor- 
sometimes deprecatingly referred to| rectly. The acquisition of dealers? 
as ‘wheeling and dealing’ dealers.; O’Manoney: Yes. : ; 

I do not think any deprecation is| SLoan: I say that is an impossible 
warranted. | concept from my point of view. 

“For these are the dealers who | O’Manoney: Does Mr. Curtice 
work at their jobs. They are in their| share that? 
places of business early in the| Cvurtice: Mine, 
morning and late at night.. Their - 
absences from their establishments,| Q@LOAN told the Senator that GM 
either for business or other reasons, would be opposed to taking over | 
are kept to a minimum.” = a 

. 


” Me Hudson Appoints 


Breakdown by Makes 


GM*s chart showed that in the! 2 Zone Managers 


first nine months of 1955, 
“high volume” Chevrolet dealers) DETROIT.—The appointment of | 
earned 43.7 percent on net worth| two new zone managers in Atlanta | 
and 3.53 percent on sales; Pontiac| and Memphis for Hudson has been | 
dealers, 78.6 percent and 3.58 per-| announced by V. E. Boyd, general 
cent; Oldsmobile, 62.1 and 2.53, and! sales manager. 
Buick, 73.7 and 2.73. Claude C. Daley, jr., has been | 
Comparable figures shown for to-|named Memphis zone manager, | 
tal dealers were: Chevrolet, 16.1) succeeding J. C. | 
percent on net worth and 2.88 per- Clem, who re- 
cent on sales; Pontiac, 19.6 and/! signed, and 
2.70; Oldsmobile, 28.0 and 2.92, and| Charles F. Jen- 
Buick, 27.5 and 2.85. kins succeeds) 
Hufstader said the operations | Daley as zone} 
of 20 wheeler dealers were ana- manager in At- 
lyzed to prepare the chart. He | lanta. 
added that volume dealers get a Daley joined 
greater return on investment be- Hudson in 1945 as 
cause they turn over their capital regional manager | 
about three times as fast. in Charlotte,| 
An O’Mahoney question on sug-| N. C. He was ap-| 
gested dealer discounts led to one of pointed Atlanta) 
many acrid exchanges between the 
subcommittee chairman and his 
chief antagonist, GM’s Curtice. This 





too. 
* * 














Cc. C. Daley ir. 


| 


merly was midwest zone manager | 
over six regions for DeSoto. 


zone manager in 1948. Jenkins for- | 
| 








Shepperd Opens New Building— 


This modernistic building serves as headquarters for Glenn Shepperd Buick, Inc., 
in Pompano Beach, Fia. The new plant features a four-car showroom, 18 service stalls, 
@ parking area for 400 cars and a used-car lot. Glenn Shepperd is president of the 
dealership. 


| southwest regional manager, 


the dealer operation because it is 


a “trading proposition.” 
“When you 


eral Motors organization, I would 
hate to think, 


of General Motors,” Sloan contin- 
ued. 

“I would not say that anything 
could not happen in this country 
of ours, but that is one thing I 


cannot conceive of happening.” 


Curtice’s remark that GM is the} 


“servant of the dealers” was made 
to O’Mahoney shortly after this 
point in the proceedings. O’Mahoney 


| had asked whether GM was willing | 
| to negotiate a revised selling agree- | 


ment with its dealers. 
“If it (the dealer franchise) can 
be improved,” Curtice declared, “we 


will improve it as we can find ways | 


of improving it, just as we have 
over the period of years.” ; 

A long list of improvements in 
the GM franchise was announced 
by Curtice three months later, effec- 
tive March 1 of this year. 


Buick Appoints 
Three to Top 


Posts in Sales 
FLINT. 


E. C. Kennard, Buick 
has 
been named assistant general sales 
manager 


in charge of the home 
office staff in a 
series of ap- 
pointments an- 


H, Belfie, general 
sales manager. 


jr., assistant gen- 
eral sales mana- 
ger since January, 
1955, was named 
assistant Western 
area general sales 

E. OC, Kennard manager. He suc- 
ceeds J. B. Nash, who has been 
appointed executive assistant to the 
general manager in charge of 
dealer relations. James S. Hudgens, 
formerly Chicago zone manager, 
was named southwest regional 





| Manager to replace Kennard. 


Kennard, 36, started with Buick 


|}in 1947 as a parts stock manager 


in Chicago. 
manager in El Paso, Tex., in 1951, 
moving from there to Portland, 
Ore., in a similar capacity in 1953 





J. 8S. Hudgens 


and to Los Angeles in 1954. He was 
made regional manager in Dallas 
the first of this year. 

Bradshaw, 49, went to work for 
the Buick-Oldsmobile-Pontiac sales 
organization in 1933 and came to 
Buick in 1946 as a district mana- 
ger. He was named zone manager 
in Pittsburgh in 1947 and became 
central regional manager in Detroit 
in 1949. 


J. L. Bradshaw Jr. 


Hudgens, 41, started with Buick! 


in 1939 as an assistant office mana- 
ger in Kansas City. He was named 
zone manager in Milwaukee in 1949 
and the following year moved to 
Chicago in a similar position. 


Great Falls Group 
Elects Olson 


GREAT FALLS, Mont. — Lester 
A. Olson has been elected new pres- 
ident of the Great Falls Dealers 
Assn. 


Other officers are: Vice-president, | 
Don Suhr jr.; secretary, A. J. Breit- | 


enstein, and directors, C. B. Hanson, 


| Hels Thisted and William R. Davis. 


contemplate 17,000 
dealers, which we have in the Gen- | 


and I think Mr.) 
Curtice would hate to think, of or- | 
ganizing that as a component part| 


nounced by Albert 


J. L. Bradshaw 


He was named zone | 
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industry. RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
POSITION WANTED ADS, lic PER WORD. PAYMENT IN ADVANCE oO; 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 
Add One Dollar ($1) 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 pe 
column inch. CLOSING: TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contrac 


rates supplied upon request. 
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AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 
DETROIT 26, MICH. 


WANT AD DEPT., 


HELP WANTED HELP WANTED 


BOOKKEEPER WANTED for Old 


—| 


dealer. 








ship. No dual, General Motors exper. 
AUTO AGENCY ence essential. Apply to Andy Bell, Ine 
2512 ist St., Fort Myers, Fla. or Phong 


2-1106, 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 


| OFFICE MANAGER 


| 
| 
for rapidly expanding GM dealer in Cleve- | 


| land. Requires mature man with substan- 
| tial background of automotive accounting | 





and administrative experience. Salary and | 








| bonus plus transportation, insurance pro- ||. Manager, Automotive News. Enclose a 

| . |} note listing the concerns which yoy 

gram and other fringe benefits. |] would not want your letter to reach, 
| 


Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 


Box 6142, c/o Automotive News, 
Detroit 26. 











TRUCK SALES AND leasing manager by 
exclusive Chevrolet dealer in Tucson, Ari- 
zona — fastest growing community in 
southwest. Truck sales potential in excess 
of 500 units annually and leasing oppor- 
tunities wide open. Send complete resume 
of truck experience, compensation ex- 
pected and recent photograph to O'Rielly 
Motor Co., Box 5197, Tucson, Ariz. 

MANAGER—SALES, PARTS, service or 
business. We need top-notch men in our 
rapidly expanding business. There is a 
lot of room for advancement for men 
who want to get to the top. Send com- 
plete resume to Manager, Star Chevrolet, 
8700 Hempstead Rd., Houston, Texas. 

SALES MANAGER FOR old established 
Chevrolet dealership selling 400 new cars. 
Northern Illinois. Excellent opportunity 
and proposition for right man who must 








; Peer” Ge 
WHAT HAVE YOU TO offer a man with 
no college education but can qualify thus 

(1) Over 20 years’ experience in cealing 
in new and used cars—experience that 
cannot be taught in college; (2) have the 
know-how to work with and handle men; 
(3) know the value of used cars; (4) am 
a closer of deals; (5) know the financing 





have thorough knowledge of new and ; 
used-car business. Under 40 years pre- of oo rae ae ae 
ferred. Gradual buy out if desired, Box as sales manager > 37 

6147, c/o Automotive News, Detroit 26. but would make a change. Box 6137, ¢/# 


Automotive News, Detroit 26. 


CAR RENTAL MANAGER WANTED BY | __ settles NSS 
New York City Chevrolet dealer. Must | ACCOUNTANT - OFFICE MANAGER, 4 
have thorough knowledge of car rental 12 years’ experience. Knowledge al 
and ability to create rental department phases of operation, daily controls, col- 
handling Chevrolet. Other makes in| lege. New Jersey, eastern Pennsylvania, 


competitive area. Top compensation for New York preferred. Top flight man fo 
top man. Box 6148, c/o Automotive volume operation. Box 6131, c/o Autome 
News, Detroit 26. tive News, Detroit 26 





MANAGER for 
Ohio 


ACCOUNTANT-OFFICE 


USED CAR MANAGER available immedi- 
Chevrolet dual in southwestern USED CAR MANAGER available im 








: : ately. Volume operator, reliable, sober 

city of 6,000. Progressive dealer. Box and dependable—17 years’ experience 

6149, c/o Automotive News, Detroit 26. Will consider any good location in th 
REPRESENTATIVE—FULL or part time, southern states. Box 6150, c/o Autome 

to call on automotive dealers and dem- tive News, Detroit 26. 

onstrate the world’s ‘‘simplest’’ visual | —— —— 

service follow-up system. Liberal com-| SALES OR GENERAL MANAGER. Em 


ployed as top sales executive—one dealer 
20 years. Successful dealer. Proof will b 


| mission. Some leads furnished. Write full 
| details, experience, age, anes. etc., 





in first letter. Simplicity Merchandiser, furnished. Capable, aggressive and de 
420 N. W. 4th St., Oklahoma City 3, pendable. New and used car executive. 
Okla. Leader who can recruit, train and direct 
| hard hitting sales group. Located withis 
150 miles New York City. Box 6167, ¢/e 
ACCOUNTANT- Automotive News, Detroit 26. 

Me iv DEALERSHIPS AVAILABLE —__ 
OFFICE MANAGER ONLY DEALERSHIP HANDLING Stude 
| ease : . baker in Albany County. Population ove 
| With General Motors accounting experience quarter million. Made $23,000 net first 
| for a large single dealer operation in Texas. four months this poe. be yous 

brick building wit 135 foot attac 
Geasiiost cchects and cotege towe. Must have used car lot. Reasonable rental, $18,000 
best of references. Will only consider one buys this deal, tools, parts, equipment, 


sign, improvements, etc. After deprecia- 


capable of analyzing departmental operations, 
. tion worth approximately $32,000. Excel 


supervising credits and personnel. Salary mini- lent reason for selling, need immediats 
mum $7,200 per annum, plus bonus. Box 6168,/ action. John Campbell Studebaker, Ine., 
c/o Automotive News, Detroit 26. 63 Colvin Ave., Albany, N. Y., Phone 
89-2571. 


HELP WANTED 











General Managers - Sales Managers 
Auditors - 


To the right men, we offer a lifetime top bracket income opportunity. You will 


Partsmen 


Business Managers - 


| 
become associated with one of the most progressive dealer organizations in 
America, if you qualify. Must have chain automobile experience. Send back- 


ground and qualifications to 


| SPITZER MANAGEMENT, INC. 


| 202 CHRONICLE TELEGRAM BLDG. ELYRIA, OHIO 



















WANTED! $20,000 A YEAR MAN WANTED! 


Mature, executive type, over 40, to sell top management clients for nationally 


known sales engineering firm. Man selected must be completely familiar with 







the automotive field, a capable public speaker and willing to travel. EXCLUSIVE 







territories now being established in national expansion program. Enclose photo 






and resume of your experience in reply to: 










EARL TAGGART, Director of Sales 


Bill Scott & Associates, Inc., 7370 Beverly Bivd., Los Angeles 36, Calif. 
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DEALERSHIPS AVAILABLE 


‘RD AGENCY IN principal city, popula- 
tio of 30,000, Trade area population 
75,900. Dealership will qualify Ford Mo- 
tor Co. dealer development plan. Average 
nev car and truck deliveries run be- 
tween 300-500. Large two-story service 
department. 150 miles from Chicago, In. 
Wo brokers please. Box 6146,, c/o Auto- 
motive News, Detroit 26. 


RSHIPS AVAILABLE IN all parts 

me the country—all makes and sizes. If 
you want to get into the automobile busi- 
ness now is the time. The time to buy is 
when everyone else is selling. Believe it 
not there are real profit possibilities 


» 





. retailing automobiles if you are will- 
ing to go after sales. Automotive Enter- 
prises, 10600 Puritan, Detroit 38, Mich. 
“BiG 3° DEALERSHIP. Eastern New 


in an economically 


York, upstate area 
stable city. Established 1922. Averaged 
7% new and 150 used cars per year. 


Death of owner necessitates sale of busi- 
ncluding real estate. Trust Depart- 















ss 
Seat, State Bank of Albany, Albany, 
N. Y. 

HANDLING CHRYSLER and Plymouth. 
Lower south New Jersey. 200 car po- 
tential Large farming and _ industrial 
area. Good, continuously growing terri- 
tory Trading area—75,000. Approxi- 
yEN mately $38,000 equipment and parts. $25,- 
ERS /@ 0090 in cash will swing deal. No used 
e the cars or receivables. Real estate ap- 
using proval. Owner wants to retire. Age 63. 
; who Box 6151, c/o Automotive News, Detroit 

no i 2. 
u ee 
ssified CHRYSLER PRODUCT DEALERSHIP (no 
lose a trucks) in Florida City, over 40,000 
nh you population, Net last year—$27,000 plus 
reach, owner-manager’s salary of over $23,000. 
ne ad- Sold 663 new and used units, We have 
ioned; bought larger metropolitan dealership. 
i im- Must have fast action. Price $30,000. 
No used cars, real estate or accounts 
receivable. Excellent facilities and key 


personnel. Books open, good leases. This 
is a plum for an immediate qualified 
buyer. How fast can Box 
6152, c/o Automotive News, 26 


DEALERSHIP AVAILABLE, handling 
Buick, in small southeastern community 
with large trading area $400,000 
volume, Real opportunity for aggressive, 
qualined operator. No used cars or ac- 
counts receivable, Will rent or sell real 
estate. Modern, heated building com- 
pletely equipped with glass, radiator, 
frame machine, body and paint shop, up- 
holstery and service department. Factory 


you move? 
Detroit 








an with approval necessary. Terms can be ar- 
ify thus ranged. Box 6153, c/o Automotive News, 
dealing Detroit 26. 

ce that 


COMPACT MODERN DEALERSHIP 


a handling Nash in prosperous northern 
(4) am California community of 125,000. Buy 
nancing parts, modern equipment, fixtures only. 
m ployed Owner retiring. Write Box 6154, c/o 
ar deal Automotive News, Detroit 26. a* 
137, eo DEALERSHIP HANDLING Lincoln-Mercury 





























— 600 units New Jersey in unlimited 
at trade area. Low rental arrangement. 
oR, 4, Only need to buy parts, accessories and 
lige all service inventory plus furniture and fix- 
ls, col tures. No used cars, no receivables. I 
ylvania, want to retire. Box 6155, c/o Automotive 
nan for News, Detroit 26. 
\utome PROFITABLE GM DEALERSHIP west 
central Colorado approximately 200 
mmedi- units. Fine building. No used cars or 
sober receivables. For quick sale. Box 6156, 
erience. c/o Automotive News, Detroit 26. 
in th FARM IMPLEMENT DEALERSHIP avail- 
utomo- able in southern Oregon. It has always 
been a profit producer and is good for 
around $15,000 per year-—net profit. Less 
%. Em@ than $20,000 will buy, Here is an op- 
+ dealer portunity to get into a stable profit 
will be producing business. Write Box 6157, c/o 
“= Automotive News, Detroit 26. 
‘ Wiret | DEALERSHIP HANDLING CHEVROLET 
withing — Southwest La. 1954 sales — $461,908. 
67, e/e 1955 sales—$411,615. No used cars or 
receivables. Industrial town. No farm- 














ing. Inventory value approximately $25.- 
000. Priced for immediate sale. Box 
— 6158, c/o Automotive News, Detroit 26. 
Stude- DEALERSHIP HANDLING Nash and 
a = GMC. Located here 20 years. Attractive 
et old 5 acres on main highway near Detroit. 
eae Gross sales for year—$400,000, Ill health 
$18,000 —reason for selling. Box 6159, c/o 
ipment, _ Automotive News, Detroit 26. 
»precia-™ 300 NEW-CAR POTENTIAL handling 
Excel- Pontiac and GMC trucks in thriving I!- 
mediate linois city. Modern facilities in leased 
r, Ine. building on main highway. Adjoining 
Phone used-car lot included, Owner forced to 

leave account of other business out of 
i state. Box 6160, c/o Automotive News, 

Detroit 26. 


f For SALE BY OWNER—dealership han- 
dling Chevrolet in northern part of Ohio 
in a town of 9,000. Very good potential. 
Will sell for inventory, Long term lease 
available on building and adjacent used- 
car lot. Owner selling because of other 
business interests. Box 6161, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet in 
west Texas. Excellent setup. Sold over 
500 new units in 1955. Box 6162, c/o 
Automotive News, 


rs 
en 





will 
Detroit 26. 





Mercury-Continental Located in the 
southwest, 250 to 300 car deal. Selling to 
buy larger dealership. Box 6163, c/o 
Automotive News, Detroit 26. 


R SALE — GENERAL MOTORS dual. 
Well established, good profit dealership. 
In fast growing midwest county seat 
town. 1955 sales over 300 new units. 
Gross sales well over $1,000,000. Profit 
11 months 1955—$87,875, Profit 4 months 
1956—$34,263. Sell large modern building. 
Big used-car lot. Heavy stock parts, ac- 
cessories, All equipment—$100,000, Must 
have cash and factory approval. Box 
6164, c/o Automotive News, Detroit 26. 


FOR SALE — DEALERSHIP handling 
Pontiac-Cadillac in the Kansas City area. 


ick- 


W 
iy to buy. Mike Reeder, Inc., Excelsiro 
ith — Springs, Mo. 
FOR SALE—DEALERSHIP handling Ford 
VE —midwest, Located in hub of 300,000 
community, Industrial and agricultural 
ote center. Long established in same location. 


Three owners in 44 years. 500 cars a 
year. Has always shown good profit. Fac- 
tory approval necessary. Moderate in- 
vestment. Box 6165, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE handling Ford 
or partnership interest to qualified sales- 
Man. West Texas oil and irrigated farm- 
ing area. Box 6166, c/o Automotive News, 
Detroit 26. 








No real estate, receivables or used cars | 


DEALERSHIP HANDLING Lincoin- 











AUTOMOTIVE NEWS, MAY 28, 1956 


DEALERSHIPS AVAILABLE 





AUTOMOBILE MEN 
Good opportunity available for right party 
with reasonable capital to get into auto busi- 
ness in southern California with best of the 
“Big 3." Metropolitan and suburban deals | 
available. 


Write Box 6169, c/o Automotive News, 
Detroit 26. | 








CALIFORNIA AUTO DEALERSHIPS 
FOR SALE OR TRADE 


Attractive "Big 3'' offerings from 200 to 500 
yearly potential, with favorable takeover and 
lease terms. 
Write Box 6170, c/o Automotive News, 
Detroit 26. 








DEALERSHIPS WANTED 


DEALERSHIPS NEEDED. No matter how 
many dealerships we have available— 
there are never enough to suit all the 
buyers. Why not get on record with us? 
Non-exclusive listings, low sales fees and 
the best assortment of prospective buyers 





anywhere. Automotive Enterprises, 10600 
Puritan, Detroit 38, Mich. 
WANTED 


SOUTHERN CALIFORNIA BUICK DEAL 


Successful GM dealer, just sold own 300 car 
deal, wants 300-500 car Buick deal. Will con- 
sider any California coastal area but prefer 
south of Santa Barbara. Might consider part- 
nership with party wishing to retire. Have 
cash available for right deal but will not pur- 
chase real estate. Reply in confidence to Box 
6144, c/o Automotive News, Detroit 26. 





DEALER SERVICES 





INVENTORY SERVICE 


Parts and Accessories 
e CERTIFIED REPORTS 
Obsolescence Disclosed 
Shortage or Overage Established 
Inventory Investment Evaluated 
Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 
Automotive Invent Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 





MODERN SALES METHODS are the only 
salvation for your dealership. Money 
spent in sensational advertising is wasted. 
Why? (1) It costs too much; (2) it 
forces the gross profit margin down, and 
(3) the buying public no longer believes 
it anyway. What now, then? Meet cur- 
rent sales problems with up-to-date sales 
methods. How? Go out and get the buyer, 
don’t wait for him to come in. We can 
furnish you with an excellent article on 
this subject, just written by an authority 
on analysis and correction of selling 
trends of the retail automobile business. 
Clip this ad and enclose together with $5 
and your business letterhead. It will be 
sent to you postpaid. It will be the best 
investment you've made in a long, long 
time. Automotive Enterprises, 10600 Pur- 
itan, Detroit 38, Mich 


BUSINESS OPPORTUNITIES 
DEALERSHIP, HANDLING Studebaker 
and GMC, and property. Located busy 
city N. Y. State. Established 1932. Gross 
receipts $137,000—can increase. Com- 
pletely equipped. Modern building 100x60. 
Land 187x180x122. Taxes $900. Unusual 
features will appeal to investors in addi- 
tion to substantial profit. Reasonably 
priced. Rendlog Sales Co., 1780 Broad- 
way, New York City. PL 7-5345. 











WILL TRADE 

4 PAIR REGISTERED Chinchillas. Will 
grade 7S points or better. Will sell $500 
per pair or trade for late model car. 
Ralph C. Fowler, 702 N. Gault Ave., 
Fort Payne, Ala 





PARTS FOR SALE 


FORD PARTS 


Complete Inventory of Genuine Ford Parts 
Always Available 


ENGLISH — DOMESTIC 


Big Discounts 
Unusually Large Inventory @ Permits Spe- 
cial 


Discounts © On ‘"'Slow-Moving"™ 
Items @ Fast Service © Over The Counter 
Or Shipped Anywhere @ Domestic or Export. 
Save Time And Money— 

Order From The Leader 


RALPH HORGAN, INC. 


Authorized Ford Dealer 
608 West 57th St., N.Y.C. Plaza 7-1700 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formeriy Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 





PARTS FOR SALE 


FOR SALE—Approximately $4,000 net of 
48-55 Cadillac, Buick, Olds, Chevrolet 
collision parts. All new and genuine. 
Write for information and make an offer. 
Bonduel Service Garage, Bonduel, Wis. 

GENUINE FACTORY reconditioned car- 
buretors while they last. 1932 to 1950. 
Single barrel—$4.50; double—$6.50. Write 
Chicago Carburetor & Ignition Rebuilders, 
3936 Milwaukee Ave., Chicago, IIl. 


PARTS WANTED 











WANTED 


NEW CHEVROLET CYLINDER ASSY. 








No. 607874 and No. 607876 
Box 6145, c/o Automotive News, 
Detroit 26. 








ENGINES WANTED 

FOR SOUTH AFRICA 
Ford mode!ls—i949 upwards, unreconditioned 
sub assemblies suitable for reconditioning. 
Allowing for wear, these sub assemblies must | 
be of standard sizes. Engines already recon- 
ditioned are not required. For further infor- 
mation reply to 

MIKE APPEL MOTOR CO., LTD. 

P. O. Box 3618 Johannesburg, S. Africa 





“CARS FOR SALE 





ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 
AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 


Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 


ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 


coln, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 
ROBINSON AUTO RENTAL 
DIVISION 


218 S. Wabash Ave. 
1. E. Spatig, Used Car Mgr. 


Chicago 4, II! 
Webster 9-2144 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Séth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 


600 
"56 MODELS 


Ford, Plymouth, Chevrolet, 
Olds, Pontiac, Dodge, 


Mercury, Cadillac 


ALL MODELS 
AVIS - OLIN 


2900 N. E. 2nd Ave. 





CARS WANTED 





| CADILLAC — SHARP 1952’s-1956's. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 


McClintock-Cadillac, Ivanhoe 7-5046, Lan- 
sing, Mich. 

| WANT FOREIGN, SEVEN passenger 
sedan. Sell Bantam roadster. 
448 Grand, Galion, Ohio. 





| WANTED! 


‘54, '55 CADILLACS 


El Dorados, de Villes, Coupes, 
4-dr. Sedans, Convertibles 
With or Without Air Conditioning 

Write, wire or call 
Mel H. Cummings 


EAST LIBERTY MOTORS 
“Pittsburgh's Auto Palace” 
5001 Baum Bivd. Pittsburgh, Pa. 








TRUCKS FOR SALE 


Darrow’s, | 





CAR CARRIERS FOR SALE. Two 1954 
Chevrolet COE transports and trailers 
in good condition. $2,000 each. Make 
offer. Phone 2-0857. 2906 Florida Ave., 
Tampa, Fila. 


TRUCKS FOR SALE 


One Hundred International 
Tractors Fully Equipped 


RDC and LCD-405 
134" Wheelbase 


These are really clean trade-ins that have 
had an excellent maintenance program. 
Major specifications and equipment are 
all included in the low delivered price 


of only $6795.00. 
Brand New Tires—10:00x22 
12 ply 
NHB-600 Cummins engines 
R-95-C Roadranger transmission 


Timken rear axles 
FE-900 Timken front axles 
Full tractor equipment 
Newly painted 


See these used trucks at the 
International Harvester 
Company 
1315 Hutchison Avenue 
Charlotte, North Carolina 


Telephone No. 4-2851 or call your 
Harvester 
information. 


local International 
Branch for further 








BUSES WANTED 


ANTIQUE CARS FOR SALE 
1927 DODGE 4-door. Excellent running 
order, Price $200, Kester Motor Sales 
Co., Box 278, Ava, Mo. 
ANTIQUE CARS WANTED 
WANTED—1912-14 Cadillac 4 cy complete 
and in running condition, Lancaster, 4217 
Bryn Mawr, Dallas, Texas. 
MISCELLANEOUS 
RETRACTABLE BALL point pens, Gold- 
tone cap. 5 for $1. Advertising imprint— 
add $6 per 100. 1000 business cards— 
$3.50. Postpaid. Business Specialties, 
1422-A Rosemont, Chicago, III. 




















FOR SALE 
NASH and HUDSON 
Original, new, factory seat covers. Front, 
rear-split seats. Real leather and vinyl, etc.; 
backs nylon, etc. Several colors. About 15,000 
@ 50c each for all. Samples $1.00. Also lots 
| of door panels. 


CENTERNAL MERCANTILE CO. 
742 W. Taylor St. Chicago, Illinois 


The NEW 
BLUE ® CHIP 








WILL BUY USED school buses 


36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 6104, c/o Automotive 

Detroit 26. 


News, 


SHOP EQUIPMENT FOR SALE 





SALE—Clayton dynomometer 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets |.C.C. Requirements 


FOR with 
full instrumentation, model 41C960, This 
machine has been well taken care of and ONLY ONE CHAIN LOCK BOLT 
is in very good condition. $750, Bay ATTACHES COUPLING HEAD 


Motors, Coos Bay, Ore 


DYNOMOMETER 
with instrument 
up equipment 
Joliet, Ii! 


ANTIQUE CARS FOR SALE 


panel. 
Carl Tengdin, 705 Whitle 





CHEVROLET DEALERS! 


NOW—OFFERING FOR SALE 
1918 Chevrolet ‘490° Touring Car 
Rebuilt like new—Reasonable!! 
Write 
JONES-NESSLY MOTORS, INC. 
105 W. Main. Phone 87 





MISCELLANEOUS 





Automatic Braking 


THE ORIGINAL YELLOW BAR 


ONLY..$ 


LESS 
ALL 
CABLES 


WITH BRAKE HOOK-UP 


ONLY. .$5]45 


Meets 1.C.C. Strength Requirements 


COMPLETE with $6] 


Guide Cables and 
BRAKE HOOK-UP.......... 


Meets ALL I.C.C. Requirements! 


LESS 
GUIDE 
CABLES 





TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
We pay charges 


Call Collect “5 227 chorge* 
40 So. Clinton St., Chicago 6, Ill. 





- TOP FLOOR model 
Also other tune- 


Mulvane, Kans. 


FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$§ 35 FED. TAX 


INCLUDED 


y. 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Unit 


SPECIAL (F.0.8. Factory Net) 


$ 44* FED. TAX 


INCLUDED 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 
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One Year $8 [] 


TO 


COMO ERHEOe eee E eee EE HEE ee EEE 
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Street Address... 


Car Dealer [) 
Jobber [] Insurance [1] 
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New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


All Other Countries — One Year $12 [J or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [) 


| 
| 
| 
or Two Years $14 [] 


SOMO e ee eee eee ees eeeeeeseessessseee 
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Zone No.... 
State.... 


Manufacturer [] 


Financial. [) Supplier [J 
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PISTON RINGS 
deliver unequalled performance! 


These rings combine the break-proof qualities of Cyclan with the 
heat-resistance and wear-resistance of chrome. They are already 
being used by many engine builders, with amazing results. 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN « ST. JOHNS, MICHIGAN 
ROCHESTER, INDIANA + STRATFORD, ONTARIO 
DETROIT OFFICE + 7-236 GENERAL MOTORS BUILDING + PHONE TRINITY 1-3440 


Sealed Power Piston Rings 


Leading Manufacturer of Automotive and Industrial Piston Rings since 1911 
Largest Producer of Sealing Rings for Automatic Transmissions 
Power Steering Units 





